LD 97 t© 
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Cy ts 


Sparks 


Vandenberg, Dewey and Warren 

were born in March. 
* * + 

Come March 15, let’s try to get 
out of the financial trenches by 
Christmas. 

+ + * 

Inflation: When a copy of the 
President’s Economic Report 
costs 35 cents, or a rise of 133 
percent over last year. 

+ a + 


A five-cent slice in the price of 
a cut of apple pie boosted sales 
100 percent for a Boston restaurant 
chain. 


* * * 


Unless he is well-heeled, the 
“Walking Man” can become a bare- 
foot boy. You don’t have to guess 
again, it’s taxes—400 separate ones 
on a pair of shoes. 

* * + 


Salesman’s Return 


Hear that Sales Expert Joe Fraz- 
er is looming larger in the Kaiser- 
Frazer picture now that Willow 
Run’s problem is more one of sales 
than production. 

* * 


Model Year 


We hesitate to get too optimis- 
tic about 1948, but we’re sure it 
will be a model year in at least 
one vespes Se and os models 


ae” 


No Co-op iiices. 
Kentucky’s House of Represen- 
tatives has rejected, by a vote of 
38 to 4 a bill to require high 
schools to teach courses in co- 
operative marketing and consum- 
ers’ cooperatives. 
* * 


The Doctor Says: 

en out of 10 have it. Symp- 
toms, dealers will learn, are a rise 
in the temperature of the neglect- 
ed customer who transfers his 
business to another shop, and a 
drop in the measure of dollars 
from the service department. 

» * + 


January Dip 

Automotive sales in January, the 
Department of Commerce says, 
were valued at $262,000,000—a drop 
from December’s $265,000,000. The 
data include sales by dealers and 
parts and accessories stores. 


Sales by all retailers in January 
also showed a decline from the 
December record, but were 18 per- 
cent above the mark in January, 
1947. 


Top Cars 

New car registrations for 31 
states in January: 
1948 
Pos. 
1—27,168 
2—20,083 
3—15,758 
4— 10,016 
5— 8,476 
6— 8,428 
I— 5,889 
8— 4,869 
o— 4,610 
10— 4,444 
ll— 4,876 
12— 3,696 
18— 3,440 
14— 3,292 
15— 2,796 


Make 
Chevrolet 20,408— 1 
Ford 15,755— 2 
Plymouth 9,299— 3 
Dodge 6,5038— 6 
Pontiac 6,118— 7 
Buick 1,495— 4 
Oldsmobile 6,627— 5 
Studebaker 4,104— 8 
Mercury 8,426—10 
Chrysler 3,084—12 
Nash 4,022— 9 
Kaiser 1,178—16 
Hudson 3,126—11 
DeSoto 2,219—13 
Frazer 5388—19 
Cadillac 1,585—14 
Packard 1,298—15 
Willys 669—18 
Lincoln 689—17 
Crosley 858—20 

Total All Makes 
133,680 98,476 

For further details see page 

42, today’s issue. 
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Output Off to 102,670 
As K-F, Ford Slump; 
March Outlook Dims 


Willow Run to Resume Today After Week’s Layoff; 
Ford Tapering Off Prior to Changeover; 
Industry Pace 10% Ahead of ’47 


By Bernie Thomas 
Staff Writer 


U 8S. AUTOMOTIVE production 
* slumped last week after the 
previous week’s postwar high effort 
took a heavy toll from inventories, 
which plants were not able to re- 
plenish immediately. 

The past week’s output in this 
country included 74,674 cars and 
27,996 trucks—a total of 102,670 
units, according to Automotive 
News estimates. 

The postwar record achieved by 
U.S. plants in the last week of Feb- 


Wage Spotlight 
Turns as GE 
Shows Fight 


By Mac Gordon 
Staff Writer © 


CIO’S DRIVE for a third- 

round wage increase struck a 

snag last week when General Elec- 

tric announced it would oppose any 

demand at this time in order to 
protect recent price cuts. 

Auto industry leaders were close- 
ly watching developments in the 
electrical industry as GE and West- 
inghouse entered negotiations with 
the United Electrical Workers-CIO. 

In both the 1946 and 1947 wage 
drives, the UAW-CIO wage set- 
tlement pattern matched the in- 
crease obtained by the electrical 
workers. Both these settlements 
were established by General Mo- 
tors, which has yet to start 1948 
negotiations for its 30,000 UE em- 
ployes. 

It appeared that General Electric 
had come up against the situation 
faced last year by Ford and Chrys- 
ler. Prices on Ford and Plymouth 
cars were reduced early in the year, 
but these cuts were later wiped 
out by increases following the sec- 
ond-round wage agreements. 

* * + 


ENERAL ELECTRIC officials 

said they felt any wage rise 
would add to inflationary pres- 
sures and undermine the company’s 
ability to maintain the price reduc- 
tions. They said the company was 
determined to refuse any rise in 
labor costs that was not accom- 
panied by an increase in produc- 
tion. 

Wage and contract negotiations 
between General Motors and the 
UAW were scheduled to be ar- 
ranged in Detroit last week at the 
close of a union executive board 
meeting in Chicago. 

The union served formal notice 
of its desire to reopen the GM 
contract on Feb. 29, in conformity 
with the 60-day advance notifica- 
tion required in the agreement, 
which expires April 28. 

Chrysler and UAW negotiators 
continued their wage discussions 
last week. Neither party would 
comment on the progress of the 
talks. ; 

In Chicago, UAW President Wal- 
ter P. Reuther refused to comment 
on reports that the executive board 
had agreed to shift the onus of the 
wage campaign to Chrysler for the 
first time since the war. Likewise, 
he maintained silence on the rea- 
sons for the difference between the 

(Continued on Page 60, Col. 4) 


ruary included 85,789 cars and 31,469 
trucks—a total of 117,258 vehicles, 
according to revised tabulations. 

Also contributing to the slump 

was the closedown of Kaiser-Frazer 
assembly lines and a relaxing of 
passenger-car schedules at Ford 
Motor Co. 
* * * 

AISER-FRAZER will resume 

production today (March 8) on 
its recently announced one-shift 
“economy” operation, but Ford’s 
passenger-car output will continue 
to decline as the company gets fur- 
ther along on its changeover pro- 
gram. 

At the end of last week, Ford 
assembly plants in the East had 
halted operations on Mercury 
models, and Western plants were 
expected to drop out of the pic- 
ture this week. Outstate plants 
and the Rouge were said to be 
nearly all tooled up and ready to 
start production on 1949 Mercurys. 

Ford says it will complete its 
changeover operations by May 1, 
and that Lincoln-Mercury has al- 
ready done so. 

Final results show that U.S. plants 
during February built 278,654 cars, 
along with 109,134 trucks, for a total 
of 387,788 vehicles. 

The February total was nearly 
40,000 units short of the 427,084 
units built in U.S. plants in January, 
but it was somewhat higher than 
the total of 378,045 cars and trucks 
built in February, 1947. 

” 


HUS far 1948 U.S. car and truck 
production is running about 10 
percent ahead of last year’s Jan- 
uary-February pace, despite the 
fact that about 80,000 vehicles were 
(Continued on Page 59, Col. 1) 


Production 
Automotive News Estimates 
U. S. Cars, Trucks 
117,258 


pad 101,481 


Last Prev. 1947 
Week Week Week 


For complete production totals 
by makes, see table, page 59. 
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PAA, and R. C. Jones of Jones & ‘Manske (Pac 
monial 


committee. (See story on page 3). 


‘Planned pumas Set’ 


Romney Says Allocation Program Will Bring 
Maldistribution by Fall 


GAN FRANCISCO.—“If present 
government plans for the appli- 
cation of materials controls and 
allocations, as being developed by 
the U.S. department of commerce, 
are put into ef- 
fect, the country 
can expect to wit- 
ness by next fall 
a maldistribution 
of the available 
supply of widely 
needed steel,” said 
George Romney, 
managing director 
of the Automobile 
Manufacturers 
Assn., in a speech 

George Romney ast week before 
members of the dealers’ associations 
of San Francisco and northern Cali- 
fornia. 

“This would lower total industrial 
output in this country, increase costs 
and impede our fight against infla- 
tion,” he continued, referring to the 
programs for steel allocations to the 
petroleum, freight car, housing and 
farm equipment industries. 

Romney emphasized that he was 
not referring only to automobile 
production but to production as a 
whole, because “wartime expe- 
rience has definitely proved that 
no matter how well-intentioned, 
or carefully devised, government 
regulations of the type now being 
formulated create less production 
all along the line rather than 
more.” 


“Although the discussion of com- 
pulsory controls has largely sub- 
sided since the drop in farm prices, 
the allegedly ‘voluntary’ agreement 
legislation passed in the special ses- 
sion is about to be employed iin a 
manner that will needlessly disrupt 
production and revive consideration 


of additional controls, Romney de- 
clared. 
* > * 
eo is no justification for 
any controls at all when industry 
in general, on a free basis, has been 
steadily increasing the country’s 
production of goods, and the gov- 
ernment’s own figures indicate that 
even under’the Marshall Plan total 
exports this year are not ain 
to be any more than those of 1947. 
“Government officials have at- 
(Continued on Page 61, Col. i 


Used Car Prices 
Are Picking Up 
Following Dip 


By Jim White 
Staff Writer 


RADUAL stabilization of the 

used-car market, following 
downward trends during the past 90 
days, was predicted last week by 
dealers in an Automotive News 
survey. 

While the tumble of grain prices 
brought to an immediate halt most 
of the bidding and trading among 
Midwestern buyers and exercised a 
considerable restraint upon activi- 
ties in other areas, it failed to have 
a prolonged effect in areas outside 
the wheat belt. 

In some farm areas, the slow re- 
covery of wheat, cotton and other 
commodities from low points of 
two weeks ago has served to re- 
vive dealer bidding. 

Wholesale volume in general has 
been down below expectations, deal- 
ers said. Prices have returned to 
pre-slump levels, although they still 

(Continued on Page 60, Col. 1) 


GM to Appeal Ex-Dealer’s $1 Million Victory 


By Mel Adams 
Staff Correspondent 

HICAGO.—General Motors an- 
4 nounced last week that it will 
appeal the federal jury verdict 
awarding $1,236,000 in damages to 
Fred F. Emich, former Chevrolet 
dealer. 

The decision, reached in the 
court of Federal District Judge 
Walter J. LaBuy, may open the 
way for similar suits by at least 
52 other former dealers, according 
to Emich’s attorneys. 

It .was considered unlikely, 
however, that other claims will 
be pressed until final disposition 
of the case is made in the higher 
courts. 

Several records were set in the 
Emich case, wherein the ex-dealer 


contended he lost his Chevrolet 
franchise in 1936 because he re- 
fused to deal with General Motors 
Acceptance Corp. and handled time 
payment purchases through his 
own finance concern instead. 

+ * + 


MONG the trial’s records were 

the amount of time consumed 
—Oct. 20 to Feb. 26; the number 
of witnesses called—203 by General 
Motors and 24 by Emich; and the 
time—33 hours and 50 minutes— 
taken by the jury in reaching an 
agreement. 


In This issue 


Originally demanding $2,800,000 
from GM, the Emich attorneys in 
their closing arguments cut the 
amount to $1,305,000 on a triple 
damage basis, amounting to $1,119,- 
000 for Emieh Motors and $186,000 
to U. S. Acceptance Corp., Emich’s 
finance firm. 

Emich sued under the Sher- 
man anti-trust act, charging 
General Motors with restraint in 
trade, due to the cancellation of 
his franchise by Chevrolet in 
1986 when he operated two dealer 
establishments, one in Chicago 
and the other in Oak Park, a 
o> adjoining the city on the 


In presenting Emich’s side, his 
attorneys, Thomas D. Healy an 
(Continued on Page 57, Col. 1) 
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Further Rises Expected . . . 


3 Mills Boost Prices 
On Sheet and Strip 


HREE sheet and strip steel | duces some sheet steel, plates, and 
mills—-Sharon Steel Corp. of | hot-rolled bars, along with fabrica- 
Sharon, Pa., Acme Steel Corp. of | tion of strip steel. 
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Chicago, and Allegheny-Ludlum 
Steel Corp., Pittsburgh—announced 
price increases last week, following 
an earlier increase of approximate- 
ly $5 a ton on semi-finished steel 
by the industry’s major steel com- 
panies. 


All other non-integrated mills |Commission summoned leading |to 4 


that buy unfinished steel are ex- 
pected to raise prices. These revi- 
sions have been announced: 


Allegheny-Ludlum announced a 
$10 per-ton increase in hot-rolled 
and cold-rolled carbon strip and a 
$15 to $25 increase in various 
grades of electrical sheet and 
strip. 


Meantime, Trade 


the Federal 
steel industry officials to Washing- 
ton to answer charges today (March 
8) of conspiracy to fix prices and 


Sharon Steel Corp. announced a/to restrain competition in defiance 
$10 per-ton hike for hot-rolled, gal- | of anti-trust laws. 


vanized and electrical sheets. 
* * + 


CME STEEL CORP. announced 


* * 


* 
CONGRESSIONAL Joint Eco- 
nomic committee, headed by 


rises in commercial hot-rolled |Senator Taft of Ohio last week 


strip amounting to 30 cents per| probed the 
cold- | were steel company executives, in- | dealer profits on parts have been 


hundredweight, commercial 


increases. Questioned 


rolled strip was upped 40 cents per | cluding Benjamin F. Fairless, pres- 
hundredweight. A straight $6 per|ident of U. S. Steel Corp.; A. B. 


ton hike on other steel products | Homer, n 
was also made. The company pro- | Steel, and H. G. Batcheller, presi- | 


president 


dent of Allegheny-Ludlum. 


of Bethlehem 


Tire Makers Cut 
Output Schedules 
In Sales Slump 


AKRON. — Tire. manufacturers 
here have cut back production in 
substantial amounts as the result 
of the first big postwar drop in 
sales. 

Reduced working hours for most 
employes were instituted last week 
in what industry officials described 
as a winter slump typical of pre- 
war seasonal trends. 

Producers explained that they 
were keeping tire inventories at 
near current sales levels and were 
reluctant to build up large stocks 
of tires made with high-cost ma- 
terials and labor. 


Goodyear announced an output 
reduction amounting to about 30 
percent on a tonnage basis. Weekly 
working time of most Goodyear 
workers was cut to 30 hours or less 
from the six-day, 36-hour spread 
called for in the United Rubber 
Workers-CIO contract. 


B. F. Goodrich, General Tire and 
Seiberling also reported schedule 
reductions to 30 hours a week or 
less. Similar reductions were said 
to be in the offing at Firestone. 

Wage negotiations between tire 
makers and the URW will open 





CAR SALESWOMEN—A sales force of women is being organized by 


Chicagoland 

Kalser-Frazer dealers, The idea originated with Harry L. Brown, president, and Wil- 
liam M. Wolf, secretary-treasurer, of Albany Park Motors, Inc., and Fred Ex, president 
of Fred Ex & Sons Motors. A full course of instruction in selling, including a thorough 
training in the mechanical features of Kaiser and Frazer cars is being conducted by 
factory officials. The training course is under the direction of Lee Schwartz, K-F 
regional manager. When the course is finished, the new saleswomen will be assigned 
ealerships near their homes. Shown above are (left to right): Wiliam M. Wolf, 
Harry L. Brown, Ethel J. Brown, Mildred Johnson, Marvin White, Harriet Nolan, Hazel 


Canfield, Dorothy Heiss and William Trumball. 


Va. Group Charges Chrysler 
Cut Dealer Parts Profits 


discount basis of 35 percent. These 
parts were, until recently, primed at 
the factory for the net amount of 
$1.75 on front fenders, hood panels, 
the association claims; a net charge 
of $1.45 was made for priming rear 
fenders, radiator shells and hood 
halves. 


RICHMOND, Va.—A charge that 







reduced by Chrysler Corp. is made 
by the Automotive Trade Assn. of 
Virginia. 

The association is referring the 
subject to NADA, with a request 


——— ee 


Fairless told the committee that | that it be submitted to its factory- Under the new billing proce- |800n. The union has demanded a 


Crosley Reduces 


Sedan Price $19 
As Output Rises 


CINCINNATI.—A $19 decrease 
in the factory list price of the 
Crosley sedan was announced last 
week by Powel Crosley jr., presi- 
dent of Crosley Motors, Inc. The 
model now lists at $869, against a 
former price of $888. 

Crosley, noting that the convert- 
ible model price was recently cut 
from $949 to $899, said the reduc- 
tions resulted from “substantially 
increased preduction” at the manu- 
facturer’s plants here and in Ma- 
rion, Ind. 

“The lower prices have been 
made possible by increased produc- 
tion, revamping of body dies, bet- 
ter tooling and other improve- 











U. S. Steel “has made no general | goajer relations committee for ac- 


increase in the price of its steel 
products, and it does not now con- 
template making any such _ in- 
crease.” 

“When U. S. Steel finds that 
costs are no longer on the up- 
ward trend, earnest consideration 
will be given to a reduction in 
the selling prices of its products,” 
he said. 

The steel executive said the $5- 
a-ton boost in semi-finished steel 
prices affects “only a few” Big 
Steel customers and “only 10 per- 
cent of our total steel shipments.” 

“Steel prices are not high in the 
light of present-day costs,” Fairless 
maintained. “The high cost of living 
is not due to present prices of 
steel.” 

Taft charged that the price in- 
crease will raise U. S. Steel’s in- 
come this year by some $28,000,000 















(In Detroit, Chrysler Corp. de- 
clined to comment.) 

According to the Virginia asso- 
ciation, a price supplement was 
mailed recently to all Plymouth, 
Chrysler, Dodge and DeSoto deal- 
ers by the corporation, announc- 
ing increases in the list price and 
a change in the method of billing 
parts. This change, the associa- 
tion said, “gravely concerns” the 
dealers. 

John Raine, manager of the asso- 
ciation, said, “The simple facts are 
that the dealer’s costs are up and he 
must absorb these costs in order to 
stay in competition with his com- 
petitors.” 

Raine also expressed the fear that 
these discount structures might be 
extended so far as to threaten new- 
car discount arrangements. 

















30-cent-an-hour increase. 


Davis Sets Start 
Of Production 
Late in March 


CHICAGO.—Production of three- 
wheel models by the Davis Motor- 
car Co. of Los Angeles, is scheduled 
to start later this month at a 50- 
car-a-day rate, it was announced 
last week as a model of the cag 
made its debut here in the automo- 
bile section of the International 
Amphitheater sports and travel ex- 
position. 5 

Future plans, the company stated, 
call for an eventual daily output of 
1,500 to 2,000 at plants to be set up 
in various parts of the U.S., with 
the West Coast accounting for a 
large proportion of the production. 

For the time being, the firm’s 


dure, dealers are supplied with a 
net billing which represents a dis- 
count of 25 percent from the list 
price, the association charges. 
This change, the association ar- 
gues, materially decreases the mar- 
gin of profit on all sheet metal parts 
included in the “B” classification. 

Raine charges that dealers will be 

forced to absorb the increased pur- 
chasing costs under the new billing 
procedure. He declared that, al- 
though the factory does not set the 
resale price of parts, it does publish 
a catalog distributed nationwide to 
all corporation dealers and they in 
turn resell the parts at the list price 
as outlined in the price list supplied 
by the corporation. 

If a dealer raised his selling 
price of parts above the catalog 
list prices, he would discover an 
immediate loss of sales, Raine 
said. 









ments, including entirely new| and give it a profit on semi-fin- 
painting equipment,” he _ stated.| ished steel of $17,000,000 above 
“Another factor contributing to} and beyond 1947 earnings of 


the price decrease has been the| $180,000,000, the highest in its his- 
general tightening of quality con-| tory except in 1916, 1917 and 1929. 
trol in every step of production.” When asked how the increase 

Crosley is the third auto maker /|would affect the price of automo- 
to reduce prices since the start of |biles, Arthur R. Homer, president 
postwar production. Ford andj|of Bethlehem, is reported to have 
Plymouth cuts early in 1947 were |said that a straight $5 hike in all 
nullified by subsequent price in-|steel prices would mean only an $8 
creases following the second round |addition to the cost of a $1,500 
of wage raises. automobile. 

Other Crosley factory prices are 


the station wagon, $929; panel de- Used-Car Prices oF 


livery truck, $899; quarter-ton 
pickup, $839, and sports utility | $100-$500 in St. Louis 
model, $799. ST. LOUIS.—A combination of 


increased new-car deliveries, gen- 
eral economic pinch and a quiet- 


De-Scaler P rice ing of demand to the point when 
a car gets older it gets cheaper 


Slashed to $2.95 is cited as cause for a decline of 


NEW ORLEANS.—The fair trade | ftom $100 to $500 in the price of 
price of the Butler De-Scaler has | USed cars here. Russell Kribs, pres- 


been slashed from $4.95 to $2.95, |ident of the Missouri Used Car 
it was announced last week by Dealers Assn., said the slump be- 
President E. M. Butler of Butler | 84m last December, but he expects 
Engineering Co. prices to hold steady or possibly 
Predicting a big increase in| rise a little now that spring 
sales, Butler said one dealer sold | Weather is near. 
48 De-Scalers at the new price in He also expects used-car dealers 
just two days. This same dealer|to have a good spring season as 
had sold only 10 at the old price |many who held off making pur- 
in the entire 11 months preceding, | chases are now shopping around 
it was stated. used-car lots. 




















The association charges that up 
until Jan. 5, “B” parts—which cover 
body parts such as doors, fenders 
and grilles—have been billed on a 


Cooper Replaces 


MacDonald as 
K-F Sales Chief 


WILLOW RUN.—F red R. Cooper 
has been named vice-president in 
charge of sales of Kaiser-Frazer 








Fred R. Cooper 
Corp., it was announced last week 
by Edgar F. Kaiser, vice-president 
and general manager. 

Cooper succeeds W. A. MacDon- 
ald, who will continue as a director 
of the corporation and a member 
of Kaiser’s executive staff. 

Walter P. deMartini will serve 
under Cooper as director of sales, 
while W. G. Morrison has been 
named assistant director of sales. 


“The new appointments,” Kaiser 





W. A. MacDonald 






“B” 
largest volume of dealers’ body 
parts sales, the association points 
out, since the factory is the almost 
exclusive supplier of these items. 










“A” parts and special parts—com- 
petitive parts which are supplied by 


parts jobber is usually able to give 
a much larger discount to the inde- 
pendent trade than the dealers are 
capable of doing, it is said. 

Under the new policy, the dealers 
will be forced to drastically cut dis- 
counts on the resale of parts to 
other dealers and to the indepen- 
dent repair shops, the association 
claims. This must ultimately result 
in loss of a large percentage of this 
business, it is said. 


NUCDA Leases 
Detroit Office 


DETROIT. — The National Used 
Car Dealers Assn. has rented offices 
at 1043 Penobscot Building here and 
is expected to move headquarters 
from Washington in two weeks. 
Secretary-Treasurer Carl Marker 
and Milton T. Raynor, counsel, ar- 
ranged for the offices. 

Meanwhile, the Michigan Used 
Car Dealers Assn. is planning a spe- 
cial issue of its bulletin to be mailed 
to 25,000 used car dealers across the 
nation to commemorate the move to 
Detroit. 


parts sales constitute the 


On other parts, which consist of 


the parts jobber—the dealer body 
sales are very limited because the 





dealer organization will be limited 
to the West Coast area, it was said. 
The scope of the distribution setup 
is to be widened as the output is 
increased. 

The Davis Three-Wheel, built in a 
single enclosed type model accom- 
modating four passengers, is and 
will continue to be entirely a sub- 
contracted operation, a company 
official said. 


Packard Names 
Distribution Chief 


DETROIT.—Neil C. DeSantis has 
been named manager of car distri- 
bution of Packard, it is announced 
by Karl M. Grei- 
ner, general sales 
manager. 

With Packard 
since 1928 and for 
eight years a 
member of the 
department he 
now heads, De- 
Santis succeeds 
Atlee S. Carmi- 
chael, who has re- 
signed to enter 


Nell 0. DeSantis business for him- 


self. DeSantis joined Packard in 


the traffic department, transferring 
to the sales division in 1935. From 
1942 until 1945, he held supervisory 


posts in the aircraft division, head- 


ing the spare parts department in 
the war’s latter stages. 





said, “are in keeping with our de- 
termination to maintain the strides 
which Kaiser-Frazer has made to- 
ward leadership in the automobile 
industry.” 

Cooper has been associated with 
Joseph W. Frazer, K-F president, 
for 24 years in sales capacities at 
Chrysler, Willys and other com- 
panies. He has been with K-F as 
director of sales since formation of 
the company in 1945. 

DeMartini was with Kaiser ship- 
building enterprises on the - West 
Coast. He recently joined K-F in a 
service capacity. 

Young Co,, Ltd., Honolulu, Hawaii. Newly completed, this building is a show place Morrison, a former Chrysler man, 
vard, the automotive center of Honolulu. More than 5,000 was division sales manager of K-F’s 


on 
crowded into this showroom during the first evening the new Hudson was on display 
there, sccording to Allen ©, Germann, Hudson export manager. icentral division. 









TYPICAL OF THE HUDSON distributorships abroad is the showroom of Von Hamm- 





DEAN McKINLEY (right), Chevrolet dealer in Belleville, Ill., was awarded the dis- 
the U of Commerce 


for ‘‘outstanding 
by County 


tinguished service award of - 8S. Junior Chamber 
civic achievement’’ in his community in 1947. He is being congratulated 
Supt. of Schools Clarence D. Blair at the presentation banquet in Belleville. 
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[> GLAD that the recent con- 
troversy among directors of the 
National Used Car Dealers Assn. 
has not affected the forward prog- 
ress of this association and its 
affiliate state and local associa- 
tions. 


There are a lot of benefits to 
come to used car dealers, the entire 
industry and the public by a 
strong, permanent used-car dealer 
organization. I realize the diffi- 
culties that have always been ex- 
perienced in the past in organiz- 
ing this part of the trade. 

If there is any example of the 
free enterprise system in this 
world, it is certainly used-car 
dealers. They have been 
rugged individualists. They had 
to be to survive. The very nature 
of the trade has made them in- 
dependents. 

There are no trade factors that 
serve to hold them together, such 
as the influence of the car manu- 
facturers on new-car dealers. This 
is an important reason why it has 
been so difficult to form a perma- 
nent, smooth-working organization. 
It is the very reason, too, why the 
members of the trade themselves 
must provide the means of self 
regulation, cooperative and har- 
moniously united efforts to im- 
prove conditions in the field, 
strengthen the market and secure 
more profit opportunities in the 
future. 


He’s Vital Cog 
In Industry Machine 


[= used-car dealer has always 
been a very important element 
in this trade. In normal times his 
is the only place where an owner 
can turn his car into cash in a 
hurry. The dealer moves used cars 
from markets that are overstocked 
to places where there are short- 
ages. He has helped the industry 
in the past move as many as seven 
million units a year. Most of these 
dealers have been resourceful buy- 
ers and aggressive sellers..And as 
this industry and the nation de- 
velops, his services will be more 
essential to our economy than ever 
before. 

In spite of prosperous times, 
many of the families now and in 
the future never can afford new 
cars. The used car, however, 
brings to the owner all the ad- 
vantages enjoyed by the new-car 
owner. Used cars, because they 
are so useful to the owner, are 
every bit as important to the 
buyers of such merchandise as 
new cars are to the new-car 


* * 


buyer. 

The market is large for two rea- 
sons. More people can afford to 
buy them. In normal times more 
used cars are available than new 
ones. 

It isn’t the low price alone that 
has maintained the volume on 
used cars. At one time new cars 


Lightfoot Heads 
Fort Worth Assn. 


FORT WORTH, Tex.—The New 
Car Dealers Assn. of Fort Worth 
has announced the election of offi- 
cers for 1948, as follows: 

A. H. Lightfoot, president; W. T. 
Ryan, first vice-president; B. G. 
Sharpe, second vice-president; J. F. 
Lowe, secretary-treasurer, and W. J. 
Willingham, executive secretary. 

Offices of the association are now 
located at 1209 Burk Burnett Bldg., 
Fort Worth. 


Mo. Dealer Convention 


Set for May 25 in K.C. 


ST. LOUIS.—The ninth annual 
convention of the Missouri Auto- 
mobile Dealers Assn. will be held 
May 25 in the Hotel President, Kan- 
sas City, it was announced last 
week. 

The convention committee held 
its first meeting here Feb. 26 and 
began work on the program for 
the ronvention. 


were priced as low as $260, f.o.b. 


Detroit. The manufacturer who 
offered such a car was obtaining 
60 percent of the business and pro- 
ducing at the rate of 10,000 units 
a day. This manufacturer did not 
just voluntarily get out of this 
field. Along about 1927, when used 
cars became available in large 
numbers, buyers preferred larger, 
more complete used cars than a 
low-priced new car. The one rea- 
son why bantam cars have never 
been popular in America, as com- 
pared with foreign countries, has 
been the availability of full sized 
used cars at a low price. 
+ + aa 


Used Car Dealers 


Need Association 


| gene dongs who buy used cars re- 
ceive all the priceless benefits 
that new car ownership and use 
brings. Most used-car dealers, in- 
stead of selling utility value of 
their product, devote a lot of their 
time and sales effort to selling 
cars on the price basis only. Their 
strategy is largely to outsmart 
their competitors, rather than help 
build public acceptance of the 
used car as a legitimate piece of 
merchandise. Only by organization 
can used-car dealers develop a 
stronger market, which will be so 
necessary when normal conditions 
are restored. 

Any association, particularly 
when it is in its initial state, can- 
not afford to attempt to adjudi- 
cate controversial questions. 


Competition, to be free, must be 
fair. To make it fair, some self- 
imposed rules are needed not only 
for the protection of the trade it- 
self, but for the benefit of the 
public. 

I am in agreement with the 10- 
point program as laid out by used- 
car dealers in the recent St. Louis 
convention. It’s a big task. Two 
projects are pressing. A solution 
would be a great industry-wide for- 
ward step. 


* * + 


Two Most Important 


Are Discussed 


C= of these projects is an 
agreement with respect to 
proper rates for financing of used 
cars. The second is self-regulation 
in regards to truth in used-car 
advertising. Abuses of these two 
items have harmed the trade. They 
injure every individual dealer in 
the trade. If trade members allow 
the situation to continue, they risk 
that either local, state, or national 
government will promulgate re- 
strictive legislation which will in- 
jure everyone. 

Used-car dealers can get to- 
gether and agree what are fair 
financing terms on the sale of 
used cars. Fair both to the dealer 
and to the customer. Then they 
can use all the power within their 
trade to force compliance with this 
decision. To help enforce it upon 
non-complying dealers, finance 
companies as well as better busi- 
ness bureaus cooperation can be 
solicited and encouraged. 

As far as the truth in adver- 
tising is concerned, the trade 
itself could formulate a code of 
ethics, agree to it and then live 
up to it. Newspapers are inter- 
ested in truth in advertising and 
can be enlisted to aid in enforc- 
ing compliance on non-members. 

There are many other just as 

important beneficial projects for 
used-car dealer associations. It 
seems to me these are two pri- 
mary ones, both of which will have 
a far-reaching effect in developing 
a stronger and more permanent 
market for the merchandising of 
this most important basic product 
of our industry. 





NEW OFFICERS elected by Automobile Trade Assn. of Maryland are Louis W. Kiefer 


of City Chevrolet Co., 
president, and William M. 
and directors, left to right: 
P. Palmer, Billhimer & Palmer, 
3. Marsden, The Motor Sales Co. 
president. 


New officers 
Scott; Kiefer; Frank 
Webster W. Griebel, Griebel Motors; Frank 

Daniel B. Brooks, retiring 





Pa. Associates Fete Koller 
On 50th Year as Dealer 


By George E. Shelley 
Staff Correspondent 

EADING, Pa.—(UTPS)—H. O. 

Koller, founder of Reading 
Automobile Co, (Buick), was hon- 
ored at a testimonial dinner last 
week in recognition of his 50th an- 
niversary in the automobile busi- 
ness. About 75 representatives of 
the industry attended the event in 
the Berkshire hotel. 

R. C. Jones of Reading, chair- 
man of the committee in charge, 
introduced the following guests at 
the dinner: 

J. Eustace Wolfington, NADA 
director for Pennsylvania; J. 
Stanley Giles, president of the 
Reading Automobile Club; A. A. 

Martin, president of the Phila- 
delphia Automotive Trade Assn.; 
Claude S. Klugh, manager of the 
Pennsylvania Automotive Assn., 
and Ray McGovern, Philadelphia 
zone manager for Buick. 

Koller started in the automobile 
business with the Winton in 1898, 
building the first private garage in 
Reading. In 1900, he built the first 
public garage in Reading, with a 
capacity of six cars. 

* * * 

E OCCUPIED the second sta- 

tion-garage at the corner of 
Fifth and Cherry streets, with a 
showroom in front for one car, 
and an old frame stable in the 


U. S. Cites Dealer 
In Fraudulent 
Surplus Buying 


LITTLE ROCK, Ark.—Cedric M. 
McMullin, president of the Mac- 
Nash Motor Co. here, was indicted 
by federal authorities on charges of 
presenting false priority claims and 
conspiracy to obtain surplus war 
materials, it was learned last week. 

Indicted along with him was Eu- 
gene Marshall, former Little Rock 
radio announcer, who was arrested 
on a similar charge last November. 

A lengthy investigation is said to 
have preceded the charges that Mc- 
Mullin and Marshall conspired to- 
gether on Nov. 4, 1946, to purchase 
surplus material by using the name 
of Merlin D. Lucas, 2312 Valmar St. 

Both are said to have used an 
allegedly forged priority entitling 
Lucas to purchase three pickup 
trucks. 

Under the two counts in the in- 
dictment, both McMullin and Mar- 
shall would be liable to a $20,000 
fine and 12 years in prison. 


3 Okla. Groups 
Elect Officers 


OKLAHOMA CITY.—Charles 
Smith (Nash) has been elected pres- 
ident of the association of Okla- 
homa City dealers. Ralph Bolen 
(Chevrolet) is vice-president, and 
F. E. Northway (Ford) is secretary- 
treasurer. 

In Shawnee, dealers elected Shan- 
non P. Hamm (Nash) as president 
of their association, with H. R. Way- 
land (Lincoln-Mercury) as vice- 
president and L. J. Brewer (Kaiser- 
Frazer), secretary-treasurer. 

Enid dealers elected Henry Ste- 
vens (Buick) president, Charles Da- 
vis (Nash) vice-president and Si 
Siler (Studebaker) secretary-treas- 
urer. 


rear for about 15 to 18 cars. The 
frame structure was torn down in 
1905; a two-story brick building 
was erected in 1905 with a capacity 
of about 30 cars. A hand-operated 
elevator was used to get to the 
second floor repair shop. 

In 1908, Koller organized the 
Reading Taxicab Co. using 
Franklin taxicabs, the first such 
company in Reading. 

The following year a new sales 
and service station, with a capac- 
ity of about 100 cars, was erected 
at a new location, but by 1925 this 
again proved too small for sales 
and service, and in 1926 a new 
building was erected at 1411 N. 
Fifth St., the company’s present 
location, and was occupied in 1927 
for Buick service. A south unit 
was added in 1929 to enlarge the 
service department, and in 1938 
the sales and service were again 
combined at the present location. 
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Wis. Dealer Group 


Offers Prizes 


In Serap Drive 


$600 in Scholarships 
Is Donated by 


Manitowoc Assn. 


MANITOWOC, Wis. — A _ scrap 
metal collecting drive to be con- 
ducted by members of the county 
4-H Club here and sponsored by the 
Manitowoc County Auto Dealers 
Assn. has been organized to aid in 


more, president; Robert B. Fleigh of Bob Fleigh, Inc., viee- | Overcoming the basic metals short- 
Scott of Will Scott, Inc., secretary-treasurer. 

J. Walter Wood, Govans Motor Co.; 

Hyattsville; 

ot shown, Fleigh and 


ages, it was disclosed here by the 
association. 

The campaign will run for two 
months and will provide short-term 
scholarships, savings bonds and 
cash to the winners. Dates of the 
drive are March 15 to May 15. The 
sum of $600 has been provided by 
the association as part of the win- 
ners’ stake. 

Purpose of the campaign is to col- 
lect scrap steel and cast iron from 
the rural areas and to direct it to 
brokers for eventual disposal to in- 
dustry. Income from the sale of the 
metals will go to those responsible 
for collecting the metal, the asso- 
ciation said, with prize money being 
separate and additional to income 
derived from the sale of the scrap. 

Top prize will be a $75 scholar- 
ship to the boy or a $75 bond to the 
girl who collects most metal by 
weight. Second award is a 
scholarship or $50 bond. Third 
award is a $25 bond, followed by ten 
$10 awards for the next highest col- 
lections in weight. 


Colo. Nets $5,110 
In Year From 


Dealer Violators 


DENVER.—Last year, 53 persons 


Koller was active in the organ-|were convicted of violations of the 
ization of automotive groups in|state law licensing and regulating 
the early days of the industry. In|dealers in new and used cars and 


1913, a small group 


of Reading | those convicted paid $5,110 in fines, 


dealers gathered in Koller’s office | according to a report made public 


and formed an automobile dealer’s|by W. F. 


Perkins, state revenue 


association, later incorporated as | director. 


the Reading Automobile Trade 


“The department, which is 


Assn. About 1919, at a meeting | charged with administering the law, 
held in Wyomissing, Pa.—attended | js rx tee ds a very close oak and 
by Ed Satchell of Allentown; the | fles are being maintained of each 
late George McFarland, Harris-|of the state’s 1,331 active, licensed 
burg; a York dealer, Miller Kal-/| dealers in motor vehicles,” Perkins 
bach, and Koller—the movement | geclared. 


was started to form PAA, later 
incorporated as it stands today. 


* * * 


He pointed out the intention of 
the legislature in passing the law 
was to protect the public against 


(THROUGH the years the Read- | unscrupulous and fly-by-night deal- 
ing Automobile Co. has handled | ers, which, he said, is particularly 
the following cars, in addition to|important now because of the tre- 


the Winton: Oldsmobile, 


Ford, | mendous business in used cars. 


Cadillac, Packard, Dodge, E-M-F| ‘The law was amended in 1947 to 


(later Studebaker), Franklin, To- 
ledo Steamers, Stearns, Reo, Loco- 
mobile, Daniels, White Steamer, 
Pope Toledo “Vim” Trucks, Wav- 
erly Electric, 


Buick. 

Members of the committee ar- 
ranging the testimonial dinner 
were: 


R. C. Jones, chairman (Pack- 
ard); Thomas W. Albert, tire 
dealer; James Molder (Dodge- 
Plymouth); Paul Johnson 
(Dodge-Plymouth); Nick Cilli- 
berti (Dodge-Plymouth); Sylvan 
Colove (Pontiac-Cadillac-Willys) ; 
John D. Corbit (Studebaker) ; 
William Dittman (DeSoto-Plym- 
outh); Charles Fisher (Dodge- 
Plymouth); R. B. Fritz, motor- 
cycle dealer; A. W. Golden (Pon- 
tiac-Cadillac-GMC); Charles 
Golden (Ford); Pierce Hettinger 
(Chrysler-Plymouth); Ardes Het- 
tinger (Chrysler-Ply mouth); 
Wirt C. Wiltrout (Pontiac-Cadil- 
lac-Buick); Howard Lutz, tire 
dealer. 

Also, L. M. Leinbach (Studebak- 
er); George D. Manderbach (Lin- 
coln-Mercury); W. Randolph Mar- 
tin (Studebaker); Fred Morgan- 
stern (Chevrolet); Howard Murray 
(Chevrolet); William Schaeffer, 
automobile supplies and garage 
equipment; Ellis Pierson (Buick); 
Harold Garman (Hudson); John 
Schlegel (Chevrolet); William H. 
Seaman (Chevrolet); Ray Spang- 
ler (Studebaker-Oldsmobile); Abe 
Ungerleider (Nash); James Do- 
remus (DeSoto-Plymouth); Paul 
Webber (Chrysler-Plymouth), and 
Harold Zerbe, auto supplies and 


equipment. 


require that all dealers must have 
a principal place of business where 
books and records are kept. 


the Cole “8” and Dealer Upheld 


In U. C. Claim 


TOPEKA, Kans.— Stone Motor 
Co. here was upheld in a damage 
suit brought against it involving 
the sale of a 1935 sedan. Samuel 
E. Miller’s claim against Stone for 
$1,350 was turned down by Judge 
Charles Magaw. 

Miller charged that the engine 
broke down four months after pur- 
chase, in spite of “false represen- 
tations” allegedly made by dealer- 
ship officials. The defense showed 
that Miller drove the vehicle 2,000 
miles before the breakdown oc- 
curred, and that the car was pull- 
ing a trailer part of that time. 


Resale Contest 
On in Nebraska 


LINCOLN, Neb.—Municipal Judge 
E. C. Fisher has taken under ad- 
visement a suit testing the valid- 
ity of the anti-resale contract rec- 
ommended by the Lincoln New Car 
Dealers Assn. 

Howard Burnet Co. sued John 
Schleiger for $300 damages, alleg- 
ing that he bought a $3,200 car last 
Sept. 10 and agreed not to sell it 
within six months without offering 
the vehicle to the dealer for a price 
minus depreciation. Schleiger then 
resold the car to a Californian for 
$3,700, Burnet charged. 
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AUTOMOTIVE WE STAND FO 














11. Fair and equitable contracts 
turers and dealers in motor vehic 
cessories. { 2. A fair profit to the 
used vehicle accepted in partial 
car or truck. 13. Every dollar 
lected by state or federal g 
the building and maintenance of 
elimination of governmental and bureaucratic con- 
trols over this industry. 15. A return to the pre- 
cepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 














AUTOMOTIVE NEWS, MARCH 8, 1948 


--a word in 


M. Slocum 


AS I WRITE this, there is con- 
siderable renewed hope that indi- 
vidual taxes will be reduced, retro- 
actively for the year 1948. Some 
Democrats, who are placing the 

welfare of the 
“EASY COME, country above 
EASY GO!” mere expediency 
for snatching 
votes, have indicated they will 
give sufficient support to the pro- 
gram to override the expected Ad- 
ministration veto. It will be a long 
stride in the direction of curtailed 
bureaucratic spending. Human na- 
ture being what it is, just as long 
as the money rolls in, there will 
appear ways to spend it. We have 
all had too much experience with 
this sort of thing among our 
friends and relatives not to be 
able to sense it a mile off. There 
have always been “national crises” 
ever since the founding of this 
country. Marshall plans, inadequate 
appropriations for national de- 
fense, more money for this, that 
or the other pet scheme “otherwise 
the nation perishes,” are so old 
to most of us, who have lived 
through two or three generations, 
that they are covered with moss. 
We try diligently, but seldom with 
much apparent success, to con- 
vince our young friends, who are 
living through what appears to 
them to be the most difficult time 
in our nation’s history, that things 
aren’t half as bad as they appear 
on the surface. That opportunities 
for success in any business or pro- 
fession were never better, but we 
have to admit that we can remem- 
ber when a man was able to keep 
some of the fruits of his labors, 
without giving the major share to 
governmental spendthrifts, or face 
the penalty of spending the rest 
of his days in Leavenworth or 
Atlanta. 





























































* * + 


A FRIEND OF mine who was 
threatened with hypertension— 
which is the fancy name for high 
blood pressure—and advised by his 
physician to avoid any possible 
activity which might disturb him 
mentally or physically, has found 
a very simple remedy. He simply 
refuses to listen to radio commen- 
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Opportunity for Dealers 


tators or read newspaper column- 
ists, who are hourly warning about 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 





In Night Driving? 


N SPITE of all the advances that have been made in auto- 
mobiles, too many people look on night-time driving as a 
taboo land of terror. And their fears are not groundless, for 
statistics show that the traffic toll at night is three times 
that of day, on a mileage basis. 

Correction of this situation would be of great benefit 
to the auto industry, for it would expand the usefulness 
of autos. 

As we see it, the situation offers a challenge and an op- 
portunity to auto dealers and makers alike. 

The challenge to dealers is evident. The opportunity lies 
in the fact that they can increase their service business and 
also their prestige through the proper type of safety ad- 
vertising. 

A recent survey by AAA shows that the No. 1 enemy at 
night is headlight glare. Part of the cause of this cannot be 
corrected by the dealers alone. However, it was pointed out 
by the survey that the hazards of night driving were greatly 
increased by the large number of cars with lights incor- 
rectly adjusted or focused, or with one or more lights 
blacked out. 

Dealers can do something about this. But their adver- 
tising must be carefully slanted. Few people are touched 
by appeals that they should pay to have their lights fixed 
so that they de not shine in the eyes of others. They fig- 
ure that’s the other guy’s tough luck. Dealers must play 
on the “what’s-it-going-to-get-me” theme. For instance, 
the key lines might go something like this: 

“The glare may be in the other guy’s eyes, but YOU may 
become the corpse.” 

The copy would explain that “When your out-ef-focus 


lights blind an on-coming driver, he may easily run into 


your car.” 


All types of service specials can be worked in here—vision 
specials, with checks of lights and windshield wipers, and 


accessory sales of windshield washers and shields tied in; 


mechanical specials, with brakes, steering, etc., to be in- 


spected, as well as tire specials. 
These things the dealers can do. As for the manufacturers, 


they have the problem of so designing cars as to minimize 


the glare problems. 








the Red menace, discussing the 
Palestine fiasco or uncovering the 
Communistic tendencies in Wash- 
ington. Thus being completely un- 
prepared to enter into discussions 
on any of these subjects with his 
friends or neighbors, he goes bliss- 
fully about his own business, en- 
joying the laughter of children, 
the beauty of the sunsets, the 
fragrance of the flowers in his 
garden, the luxury of a_ well- 
stocked larder and his Simmons’ 
beautyrest bed. He says that, so 
far as he can see, everything is 
going along just as it seemed to be 
when he was kept constantly in 
a dither of uncertainties and per- 
plexities. When he was arguing 
far into the night with his family, 
his friends and his business asso- 
ciates, over the things he or they 
had just heard or read which was 
in all probability spoken or writ- 
ten by a man already in the throes 
of hypertension. His experience 
seems to me to have a ring of 
logic, which one of these days I 
may decide to apply to my own 
activities. 





* * + 

IF YOU WILL pardon a “com- 
mercial,” I’d like to mention again 
that we will publish this year, after 
a lapse since 1944, the 12th edition 
of the Automotive News Almanac 
for 1948. As all of our long-time 
subscribers know, this review and 
reference book is an encyclopedia 
of valuable comparative statistics, 
which is practically “worth its 
weight in gold” to anyone asso- 
ciated with America’s No. 1 in- 
dustry. Dealers, manufacturers and 
hundreds of others cherish these 
books and keep them handy for 
almost constant reference. This 
year we plan to publish an edi- 
tion of 35,000, but these will only 
cover the needs for our subscribers 
and those ordering extra copies in 
advance of publication. The price 
for extra copies ordered in advance 
is $2.50 per copy. The deluxe edi- 


letters but you may sign your name with the assurance that it will net be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Realistic Editorial 

Just a note to compliment you 
upon your editorial, “Selfishness 
Blackens Record of Safety Ef- 
forts,” of your issue of Feb. 23, 
which is realistic and of which 
type of writing and speaking we 
have so little today.—_JoHN S. Wor- 
LEY, consulting engineer, Ann Ar- 
bor, Mich. 

* + + 
Impartial 

I am a sales representative for 
Sherwin-Williams Co. in charge of 
New England automotive sales. 

I find your publication of great 
value to me, as I deal with auto- 
motive parts jobbers, both whole- 
sale and retail. I also contact car 
dealers. 

Automotive News keeps me up 
to date on the industry’s doings 
and, of course, gives me plenty of 
“meat” for use in my conversa- 
tions. You have a great publica- 
tion and I admire your impartial- 
ity—C. M. Jessup, Newark 4, N. J. 


+ * * 


Collecting 

I am a 12-year-old boy very in- 
terested in automobiles. My father 
and his two brothers are all deal- 
ers in different towns. My father 
and I both enjoy Automotive News 
very much. In 1946 you had several 
gold-colored separate pages in 
some issues to commemorate the 
golden anniversary of the automo- 
bile industry. 

I wonder if you might have any 
extra copies of these special is- 
sues you could send me. I would 


tion, spiral-bound and with plastic 
covers for permanence, is $5. Or- 
ders are already beginning to 
stream in, so this may be our last 
warning. Don’t tell me later I 
didn’t!—G.MLS. 





be very grateful because I have 
several scrapbooks on cars, and I 
would like to have those issues to 
put in them. In the last year I 
have been writing to many Eng- 
lish manufacturers and have re- 
ceived much material. I wou!d like 
also addresses ef any French or 
manufacturers of other countries. 
—Cnartes Hyman, 401 Oakland, 
Dilton, S. C. 

Eprror’s Note: Copies are on 
way. Suggest you write G. de 
Hening Michaelis, 40 Fourth 8t., 

(See LETTERBOX, Page 42, Col. 3) 


Coming Events 


March 8—New Orleans (Jung hotel). An- 
nual convention of Louisiana Auto Deal- 
ers Assn. 

March 15 (opening), Cleveland, 1948 ex- 
hibit, American Society of Tool Engi- 
neers, 

March 23-24—Des Moines. Iowa Auto Deal- 
ers Assn. parley. 

March 30-April 1—Phiadelphia (Bellevue- 
Stratford). SAE Transportation meeting. 


APRIL 
April 8-11—Dallas. Sixth annual South- 
west Automotive Show. 


MAY 

May 10-12 — Pinehurst, (Carolina 
hotel). Annual convention, North Carolina 
Automobile Dealers Assn. 

May 21-22—French Lick, Ind, (French Lick 
Springs hotel). Bleventh annual conven- 
tion, Automobile Dealers Assn. of Indi- 
ana, Inc. 


May 25—Kansas City (Hotel President). 


Ninth annual convention, Missouri Auto- 
mobile Dealers Assn. 


JUNE 
June 1-3—New York City. Twenty-fifth an- 
nual convention of New York State Auto- 
mobile Dealers, Inc. 
dune 6-11 — French Lick Springs, 
Annual SAE summer session. 


AUGUST 
Aug. 18-20—San 
SAE West Coast meeting. 
Oct. 17-19—San Antonio, Tex. Annual con- 
vention, Texas Automotive Dealers Asan. 





N. ©. 


Ind. 


(St. Francis). 
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-Four-star hit / 
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* S SENSATIONAL as the biggest Broadway hit! A crowd 
a here ay i A record-smasher here and everywhere—that’s the 
row Ss everyw amazing new Hudson! Around the nation, Hudson dealers 
showed this car to ten million people during its announce- 

ment week alone! 


And no wonder! Hudson features not just a redesign of 
exterior lines. It’s an entirely new type of motor car no 
one else in the world is prepared to build today! 





This new Hudson is just five feet from ground to top, 
but has more inside head room and roomier seats than 
in any other mass-produced car. 


Hudson is the only American-built car you step down 
into when entering—yet it maintains road clearance. 


| Hudson’s new, all steel Monobilt body-and-frame* is the 

5 only motor-car construction that completely encircles you, 

| even outside the rear wheels, with a rugged box-steel 
| foundation frame. 

Yow ride within this frame—cradled between axles—not 

on top of the frame as in other cars. And as you ride, 

Hudson’s combination of unique construction and com- 

| iy fort features gives you a sensation of snug safety and 

} , serene, smooth going unlike anything you’ve known before! 


There’s power to spare in Hudson’s all-new Super-Six 
engine—the most powerful six built today—or the 


fT h f Super-Eight. Automatic gear shifting in forward speeds 
e on y car is provided by Hudson’s “Drive-Master” transmission. 

In every way the new Hudson is a “Four-Star Hit”—a 

sensational motor car that has greatly broadened the 


_@ 
yo ts S ft @ i? ad Ow rn é r to : potential opportunity for every dealer in Hudson’s quality 


dealer group. Hudson Motor Car Company, Detroit 14. 


ne * Trade-mark and patents pending 
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Never, in all of Oldsmobile’s 50-year history, has a new model 
been greeted with such enthusiasm! Dealers all over America 
as well as the public at large—have “gone Futuramic” in a big 
way just as soon as they have seen this record-breaking new 
Oldsmobile ‘‘98” for 1948. 


The wires quoted on this page are actual excerpts selected at 
random from just a few of the scores of telegrams Oldsmobile 
has received. And the photograph indicates just one of the many 
“mob scenes” the Futuramic Oldsmobiles have caused when put 


on public display. 


Futuramic . . . Hydra-Matic . .. Oldsmobile .. . names which mean 
that this year, more than ever, “It’s SMART to BE with Olds!” 


? 


LEADING THE WAY INTO A NEW GOLDEN ERA 
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SAE Studies Inflation Blocks .. . 


Cut in Car Costs Aim 
Of Auto Engineers 


TH! auto industry is embarked 
on a ceaseless search for lower 
costs to meet the problem of soar- 
ing prices. 

Evidence of this behind-the-scenes 
fight against inflation was given in 
Detroit last week by engincers 
speaking at the first postwar na- 
tional passenger-car and production 
meeting of the Society of Automo- 
tive Engineers. 

Much of this battle against 
costs is evolutionary. It promises 
no sensational and revolutionary 
reductions in prices. But it goes 
on constantly, seeking new and 
less expensive ways of producing 
automobiles. 

The areas in which the search is 
conducted are undramatic. They in- 
volve such technical and dry- 
sounding terms as production pro- 
cess control, ultra-speed welding 
units, the multi-transformer meth- 
od and poke spotwelding, low- 
weight forgings and _ stress-engi- 
neering in body design. 

* * + 


H. McCARROLL, director of 
*chemical engineering and 
chemical and metallurgical research 
for Ford, discussed production pro- 
cess control and what it can do for 
quality, costs and volume. 

McCarroll pointed out that along 
with improved quality, reductions 
in cost and increases in production 

go hand in hand. 

He sought to demonstrate that 
while other forms of quality con- 
trol have value, process control 
is the best means of quality con- 
trol for many types of manufac- 
turing operations. 

Examples cited included increased 
production on cold header dies due 
to control of grain size, hardenabil- 
ity and heat treatment of tools. 

Using many illustrations, McCar- 
roll called attention to the methods 
used in applying process control in 
steel making, forging, founding, 
cold heading, heat treating, plating 
and cold forming of sheet metal. 

* * + 


eee on cost and labor sav- 
ing has promoted great ad- 
vances in welding equipment and 
techniques, according to E. O. 
Courtemanche, welding engineer for 
Briggs Mfg. Co. 

Alert to this, Briggs has sought 
to use these developments in its 
production of nearly 10,000,000 auto- 
motive bodies, he pointed out. 

“It can be conservatively estimat- 
ed,” he said, “that 20 percent of 
the production man-hours in Briggs 
plants in Detroit and Evansville, 
Ind., are devoted to welding opera- 
tions.” 

The trend has been, he said, to 
more automatic equipment and 
better welds. 

Courtemanche traced the develop- 
ment of welding equipment from 
the early days to the present ultra 
spced units, the multi-transformer 
method and poke spotwelding. 

Arce welding and oxy-acetylene 
welding are still used on some bod- 
ies, such as the low-production con- 
vertibles and station wagons, but 
these methods are more expensive 
and are eliminated wherever pos- 
sible, he said. 

Constant improvements are be- 
ing made in the welding processes, 
he ass-ricd. 

* * * 
A RUtmem area in which savings 
are possible is that of forgings, 
according to J. H. Friedman, vice- 
Ipresident and general manager of 
the National Machinery Co. He dis- 
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cussed the development of low- 
weight forgings. 

By that term he meant forgings 
designed and produced so as to re- 
duce to a minimum scrap loss in 
the form of crop ends, flash trim- 
mings and machining chips. 

Few people, even forgemen, he 
said, realize the extent to which 
scrap increases forging costs. 
Needless scrap, it was said, af- 
fects the cost in engineering, pur- 
chasing, transportation, storage, 
handling, heating, forging, trim- 
ming, cleaning, machining, etc. 

“Almost any means employed to 
reduce or eliminate it,” he said, 
“will pay huge dividends.” 

Friedman then went on to discuss 
means of producing low-weight 
forgings. 

* * * 

HILIP O. JOHNSON and Rus- 

sell G. Heyl jr., of General Mo- 
tors’ Fisher Body division, dis- 
cussed application of stress engi- 
neering to automobile body design. 

This, too, was a subject offer- 
ing opportunities for savings, 
since it was pointed out that the 
trend over the last 10 or 12 years 
has been to increase the weight 
of automobiles with little or no 
increase in strength or rigidity. 

“Any elimination of weight that 
does not impair the structure,” they 
said, “obviously will represent a 
saving to the manufacturer in fab- 
ricating and material cost, and to 
the owner in operating cost.” 

Fisher body, in seeking to im- 
prove the structural efficiency of 
bodies, established a structures de- 
partment. This department con- 
cerns itself with stress analysis, 
weight control and testing. 

Three major phases of stress 
analysis are design conditions, 
load distribution and detail 
analysis. 

After citing the many considera- 
tions necessary, the speakers point- 
ed out that much more information 
in body design is needed. 

“Applied loads, required rigidity, 
passenger safety in accidents are 
only a few items on which informa- 
tion is needed,” it was said. 

“This information is necessary if 
better body structure is to be con- 
tinually developed. A better body 
structure means a lighter, stronger, 
cheaper and more rigid structure 
than its predecessor.” 

In reference to unitized vs. con- 
ventional body-frame construction, 
the speakers said that the unitized 
structure, if properly designed, “will 
give an efficient structure from a 
stress engineer’s viewpoint. How- 
ever, this type of structure presents 
many problems, of obvious nature, 
which must be faced by other de- 
partments.” 

+. + * 
LSO on the GM team, W. E. 
Rice and R. O. Ellerby, of GMC 
Truck & Coach, discussed determi- 
nation of dynamic loads in coach 
structures. 

They showed a typical coach 
structure, described electrical strain 
gages and electronic instruments 
required for their use, and showed 
some examples of the practical ap- 
plication of the equipment. 

“We feel,” they said, “that there 
is much work to be done in the 
field of dynamic load determina- 
tion. There is much room for the 
improvement and simplification 
of instrumentation used for this 
type of analysis.” 

Any structure, they said, can be 
(Continued on Page 58, Col. 3) 
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Open-Air Dealership . 


iv ag 


PION e *y ais! 


THE AMERICAN PUBLIC has learned to expect ultra-modern things from Hollywood, 
but Pioneer Oldsmobile Co. in North Hollywood goes one step beyond that with its new 
“outdoor service’’ building. Top is a view of the two-story glass front of the building 
in California. IN THE CENTER is a picture of the open-court customer receiving area, 
where the customer’s order for service is taken. 
as lubrication, motor tuneup, wash-rack, etc., is unhampered by walls or obstructions. 
They are reached by driving across the open court. BELOW is a view of the interior 
of the building, showing the service control tower, cashier's office, and entrance to 


the customer lounge. 












































Access to various service stalls, such 





Bank Lends K-F $10 Million 
Sought in Stock Offering 


] ASER-PRASER stock strength- 
ened last week following an- 
nouncement of a $10,000,000 line of 
credit from the Bank of America. 

A K-F spokesman said the 
credit would be used to finance 
the company’s “short range” cap- 
ital requirements. He said he did 
not know how much of the loan 
had been taken out since it was 
arranged Feb. 24. 

The amount of the loan approxi- 
mated the $10,260,625 Kaiser-Frazer 
was to have received, after payment 
of expenses, from the sale of 900,000 
shares of its stock on Feb. 3. 

* + * 
Kz HAD announced a production 
cutback to a “single-shift basis 
of maximum economy” the day after 
its loan was arranged with the 
Bank of America. 

However, in a subsequent press 
interview, Edgar F. Kaiser, gen- 
eral manager of K-F’s Willow Run 
plant, expressed confidence that 
the company would wind up with 
a better net profit this year than 
in 1947. 

After losing more than $3,000,000 
in the first quarter of 1947, K-F 
ended the year with a profit of more 
than $19,000,000. 

“During most of 1947, we were on 
a single shift and we earned $22,- 
000,000 in the last nine months,” 
Kaiser said. 

+ +. * 


URING the interview, Kaiser 
appeared disappointed about 
cutting K-F production. 

He declined to go into details on 
whether the failure of K-F financ- 
ing plans had anything to do with 
the company’s cutback, when other . 
firms are pressing for added output. 
Also, K-F was just beginning to} 
achieve production goals aimed at 
for months. 

On a one-shift operation 
throughout most of 1947, K-F 
averaged a production of slightly 
more than 600 cars daily. It is be- 
lieved that efficiency can be built 
up to the point where one line 
will yield 900 cars daily. 

Experience in the industry has 
shown that a two-shift operation is 
always more costiy. 

However, K-F officials indicated 
that the curtailment is a temporary 
expedient. 

+ + . 
| hantesareh KAISER was also opti- 
mistic about future public ac- 


ceptance of Kaiser and Frazer cars. 
He admitted that they are now 
available for immediate delivery. 

“But,” he added, “you can get 

fairly quick delivery on other cars 
in our price class. Our dealers 
are not complaining that we are 
giving them more cars than they 
can sell.” 

According to reports from around 
the country, K-F’s nearly 4,000 deal- 
ers have about 20,000 cars in their 
showrooms, or more than five cars 
for each dealer. This is about a 
month’s production. 

However, a K-F spokesman said 
that such inventories were not ex- 
cessive “in view of the fact that a 
spring lift in car sales is expected 
soon.” 

In contrast, some K-F dealers say 
that the coming of spring will prob- 
ably “change nothing but the hu- 
midity.” Others were more opti- 
mistic. 

+ ” + 


[NDICATIONS by K-F factory of- 


ficials that a price reduction on | 


the company’s cars will not be 
forthcoming failed to dim the hopes 
of many dealers that one will mate- 
rialize. 

Dealers present at a recent meet- 
ing in Detroit’s Fort Shelby Hotel 
with K-F officials said the officials 
had suggested the possibility of in- 
creasing discounts to dealers in- 
stead of reducing retail prices. 

(In June, 1947, K-F reduced deal- 




















Glass Trust Trial rf 
Opens in Toledo; 
To Take a Year 


TOLEDO. — After 32 months of 
preliminaries, trial of eight compa- 
nies charged with conspiring to cre- 
ate a monoply in the flat glass 
industry began here last week be- 
fore Federal Judge Frank L. Kloeb. 

Lawyers for the glass companies 
denied that there was any conspir- 
acy. One of them said the true 
story of the case “is a story of eco- 
nomics and technology and not one 
of conspiracy or monopoly.” 

The trial is expected to last a year 
if shortcuts are agreed upon. 

The government charges that the 
conspiracy began in 1928 and in- 
volves safety, plate and window 
glass. 

Those accused are Pittsburgh 
Plate, Libbey-Owens-Ford, Ameri- 
can Window Glass, Fourco Glass, 
Rolland Glass, Franklin Glass, Blue 
Ridge Glass, American Security, and 
the National Glass Distributors 
Assn., an organization of dealers 
and jobbers. 

Opening the case for the govern- 
ment, Curtis Shears, special assist- 
ant to the U.S. attorney general, 
cited the decrease in the number of 
glass companies since 1928. 

The glass companies asserted 
there is lively competition in the in- 
dustry, and those companies that 
had failed were the victims of tech- 
nological obsolescence rather than 
conspiracy. 


Flechtner Heads 
Plymouth Regions 


DETROIT.—Appointment of By- 
ron E. Flechtner as director of re- 
gions for Plymouth was announced 
last week by R. C. 
Somerville, Plym- 
outh general sales 
manager. He suc- 
ceeds Henry B. 
Daniels, who re- 

ently joined the 
staff of Joseph 
Bayne, Lincoln- 
Mercury sales 
manager. 


Flechtner en- 
B. E. Flechtner {tered the automo- 
bile business in 
1926 and joined the distribution de- 
partment of Plymouth in 1929. In 
1936 he was made assistant to the 
supervisor of field activity for 
Plymouth. 































ers’ margin by $100 on the Kaiser 
model to offset “rising production 
costs.” 

(A week later, K-F announced it 
had made a “substantial profit” on 
operations in the second quarter of 
1947. Soon after, $50 of the margin 
cut was restored.) 

Some Detroit dealers were against 
a margin hike instead of a retail 
price reduction. One K-F dealer 
stated his position as follows: 

“A margin increase would only 
mean that on high-priced models 
we would be giving a little less 
away to make a deal than we 
were before; whereas, a genuine 
and substantial retail price reduc- 
tion could only have the best pos- 
sible effect on a public which has 
already learned to respect our 
products, but is as ‘price con- 
scious’ now as it ever will be.” 

“I know,” he continued, “that 
many other companies have in- 
creased already or plan to boost 
prices. But that is all the more rea- 
son why a price reduction would be 
the best kind of action by any indi- 
vidual company right now.” 



















SWS CHEVROLET CELEBRATED its silver anniversary in Dayton, O., recently. 4 


birthday parfy was attended by 150 empl 


loyes, guests and wives. A. D. [ihellabar:.e+ 


executive vi:e-president, is shown with seven employes who have been with the firr: *.© 


20 years or more, Left to right, Robert W. Rumpf, service manages; C. 
cofounder of SWS; George Ganger, 


salesman; Shellabarger, 
used-car manager; James Ruprecht, office 
Hissong, mechanic. 


D. Rausde':, 
salesman; A. F. Dyke. 
manager; J. T. Wilcox, salesman, and H. H. 


| of 
ipa- 
cre- 
lass 


Deb. 
nies 
pir- 
rue 
CcO- 
one 


ear 
the 
low 


rgh 
eri- 


lue 
ind 


ers 


rn- 
ist- 
ral, 


ted 
in- 
nat 
ch- 
an 


rin 


ist 
ail 
ler 


t— 
\- 
s 


at 
n- 
st 
a- 
be 
li- 


Ps, 


AUTOMOTIVE NEWS, MARCH 8, 1948 





The Hearst Newspapers publish for the politicians 


A Primer on 
‘laxation 


FROM AN EDITORIAL BY 


W tlliam Randolph Hearst 


PUBLISHED IN THE HEARST NEWSPAPERS APRIL 3, 1932 


What is the effect of taxation on incomes? 

To diminish the net income of the individual by 
the exact amount of the tax which the Government 
deducts from his or her income. 

Does this diminish the purchasing power of the 
individual? 

Obviously, to the exact extent that his or her 
income is diminished by the tax. 

What ts the effect of this decrease in purchasing 
power on the part of the individuals who constitute 
the community? 

As previously stated any decrease in the pur- 
chasing power of the individuals who constitute the 
community 

.. decreases the buying at the shops, 
.. decreases employment at the shops, 

... decreases the orders of the shops from the factories, 

...decreases the business of the factories, 

...decreases employment at the factories, 

..decreases the orders of the factories for raw ma- 
terials from the farms and the mines, 

... decreases employment not only among the labor- 
ers, but among the so-called white-collar men 
who transact business and record the transaction 
of business when there is business. 

Then does prosperity depend absolutely upon the 
purchasing power of the individual? 

It does, and the money the individual gives to the 
Government he or she cannot and does not spend in 
buying, or building, or doing any kind of business, 
or giving any kind of employment, except to the 


Qv-RAF ark 


tax collectors. 




















& 
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OSYPERITY 


Today, the Hearst Newspapers still point out that taxes 
are dangerously high. Prices cannot come down as long as 
wages rise and the government continues its heavy pur- 
chases for shipment abroad. 

The only possible relief for the American people and the 
American pocketbook is tax relief. Taxes can be cut. They 
should be cut. And those who oppose cutting them are kicking 
the props from under the American standard of life. 
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FOB FACTORY 


Steel Industry Pulled 


‘Boner’ on Prices 


By A. H. Allen 


FAIRLY GENERAL agreement is being expressed that 
the steel industry “pulled a boner” in announcing recently 
increased prices on semifinished steel items. Doubtless the 
case for the price boosts can be soundly supported, affecting 
as it does thus far only a few products and these not the 
types of finished steel used &— —————_ 
by metalworking plants. The 
mistake the mills appear to 
have made is in timing the move 
poorly and not backing it up with 
sufficient explanatory detail. 

Price increases, figuring roughly 
to 5-10 percent on blooms, slabs 
and billets, were dumped on the 
trade almost overnight. Further- 
more, the method of making the 
increase was, to say the least, de- 
vious. Resort was made to a change was there none- 
in terminology, that is, pricing the theless, in the 
above items on a net ton basis! ratio of 2240/2000 or the propor- 


instead of by the 
gross ton as they 
always have been 
figured in the 
past. The actual 
price figure was 
not changed at 
all; in fact it was 
lowered by a dol- 
lar a ton on forg- 
ing billets. How- 
ever, the increase 





A. H. Allen 


tion of the gross ton to the net 
ton. 

Increases in forging billets will 
be felt directly by all automobile 
companies, since they are the raw 
material of crankshafts, camshafts, 
connecting rods, steering knuckles 
and other smaller forgings. 

Meanwhile advances have been 
registered in most grades of 
steel pipe, averaging about $7 
per ton, and structural steel like- 
wise has been edging upward by 
virtue of changes in extra 
charges. Throughout the rest of 
the steel picture, the price trend 
continues to slant upward be- 
cause of the policy of most mills 
of slapping every possible extra 
onto a price and taking little or 
no account of defective material 
which in other days would be 
summarily rejected by fabrica- 
tors. 

Higher freight costs likewise 
have added to the steel bill, and 
if freight on semifinished grades 
should be changed from gross to 
net ton basis, then additional 
amounts would have to be added 

to the delivered prices of items 
mentioned above. 
* * * 

AS STATED BEFORE, these in- 

creases can be amply justified; the 








HURLEY is president of Hurley Motor Sales, 311 N. Vine St., Harrison, 
dealership 


STERLIN 
Ark. This Ford-Mercury 


point is that they weren’t, and the 
steel industry is getting pushed 
around plenty in the public eye 
for its lack of forethought in the 
matter of public relations. 


Cc. M. White of Republic Steel, 
for example, aptly although belat- 
edly points out his company’s profit 
in 1947 was only 4.77 cents on each 
dollar of sales, against an average 
of 10.5 percent in the period 1909- 
1927, and that steel prices still are 
not high enough to assure the in- 
dustry of firm financial experience 
in the years to come—unless some 
material reduction in present costs 
comes about. 


The only corrective, pricewise, 


MICROMOTORS 


... for HEATERS « DEFROSTERS « WINDSHIELD WIPERS « VENTILATING 
FANS « ANTENNA LIFTS « TOP LIFTS AND PUMP APPLICATIONS... 


neat in appearance and readily adaptable. In 
a wide variety of products used throughout the 
world, more than 20,000,000 Redmond Micro- 
motors have proven their high quality. Whenever 
you are in need of small electric motors, or have 
difficult application problems to solve, call 


THESE capable low voltage D.C. Micromotors are 
loaded with stamina. They’re built in compact 
sizes up to 1/20th* horsepower and have gone 
through years of refinement especially for the auto- 
motive trade. Torque characteristics are uniform 
and their reputation for quietness and long-life is 
unexcelled. You'll find them sturdily constructed, 





or write Redmond. 


*One-tenth bp. on intermittent duty. 


aa 


Redmond facilities include 3000 
CML. ae ie a ae 





is now operating in its new home. 


in steel as in most everything 
else is a little serious competi- 
tion for the buyer’s dollar. It 
was not too many years ago 
when steel companies were sell- 
ing tonnages of cold-rolled sheets 
at $8-$11 below the published 
price in “under-the-table” deals 
with automotive buyers. There 
was no talk then about average 
annual profits because the shoe 
was on the other foot, and the 
mills were out to book tonnage 
at almost any price which would 
keep their high-production con- 
tinuous mills rolling. 

In all probability that day will 
come again—in steel as in auto- 
mobiles, two-pants suits and can- 
ned orange juice. The uneasy thing 
to contemplate is what will come 
with it. Lower wages? Corporate 
losses? Unemployment? Govern- 
ment pump priming? Reduced cap- 
ital expenditures? Slashes in ad- 
vertising budgets? 

The uniform answer probably is 
“yes,” since no one yet has de- 
vised the formula for the stabiliza- 
— of the economic happy me- 

ium. 


Tractor Export 
Plans Assailed 


LITTLE ROCK, Ark.—Sharp re- 
duction of the quantities of farm 
machinery to be shipped to West- 
ern Europe under the Marshall 
plan was advocated by the Arkan- 
sas Retail Hardware & Implement 
Dealers Assn. in a_ resolution 
adopted at the closing session of 
the group’s 48th annual convention. 

The association, in a resolution 
declaring that “the American 
farmer will need every tractor and 
virtually every agricultural imple- 
ment that industry can and will 
produce during the coming several 
years,” demanded that only used 
tractors, and not new tractors, be 
shipped abroad. 


Park Here 
Coast Oil Firm Plans 
New-Type Garage 

LOS ANGELES.—General Petro- 
leum Corp. has announced plans 
for the construction of a radically 
new type of self-parking garage 
at Eighth and Flower Sts. in 
downtown Los Angeles. 

The new structure will park 446 
cars and will be operated in con- 
junction with the new General Pe- 
troleum office building now being 
erected two blocks away on the 
corner of Wilshire Blvd. and 
Flower St. 

It is planned to construct a 
building 85 feet high with a 25- 
foot basement. This is approximate- 
ly the equivalent of an ordinary 
six story building and it will fill 
the lot which is 145 feet wide and 
152 feet deep. 

Within this building there will 
be a corkscrew-like continuous sin- 
gle floor extending from the base- 
ment to the roof in a rectangular 
spiral. This floor spirals upward 
on a 4 percent grade around a 
central core, which contains a pas- 
senger elevator, a man lift and a 
stairway. 

This continuous floor is 60 feet 
wide, permitting a two-way traffic 
lane in the center and a depth of 
20 feet on each side of this lane 
for continuous rows of individual 
parking areas at right angles to 
the traffic lane. 


K-F Franchise Taken On 


By Onawa Tractor 

Onawa Tractor & Supply Co., 
Onawa, Ia., has assumed the deal- 
ership for the Kaiser-Frazer line of 
passenger cars in addition to its line 
of farm machinery. 

Owners and operators of the com- 
pany are Veak and Levi 
Sturzenegger. 
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®@ Other cars in the Hillman line: 
The Hillman Drophead Coupe 
(Convertible) © The Hillman 
Estate Wagon * The Commer Light 
Delivery Van (¥ ton panel truck) 
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Rootes Lid. off England 


REMINDS YOU- 


Don’t Miss 


THE PRIVATE SHOWING 


OF THE BRILLIANT NEW 


HILLMAN MOTOR CARS 


at Essex House 


160 Central Park South, New York City 


2-7 p.m. Tuesday, March 16 * Main Ballroom 


Tresday, March 16th, automobile dealers will 
witness the unveiling of a line of motor cars new 
to America—but established since 1908 in Eng- 
land. This exciting new group of cars—designed 
especially for the American market—offers an 
unusual sales opportunity to the forward-looking 
dealer. , 

Our representatives from England will gladly 
explain the complete details. You are cordially 
invited to attend . . . the Essex House, Tuesday 
the 16th of March, in New York City. 


ROOTES MOTORS 


The Hillman Saloon (4 Door Sedan) 


Immediate Delivery! 
Shipments are arriving regularly from England. 


Service and Parts—24 Hour Delivery 
Twenty-four hour parts delivery made anywhere in 
the U. S.—from extensive stocks in our central Factory 
Warehouse. 


Dealer Franchises Accepted 

A fully detailed explanation of the large profit possi- 
bilities offered by the Hillman line will be given, and 
dealer applications will be accepted. Be sure to attend! 
(See our advertisement in last week’s Automotive 
News for full details on Hillman features. ) 


INCORPORATED 


Brewster Bldg., Queens Plaza, Long Island City, N. Y. 


* England's largest producer of mo- 
tor cars and trucks including: The 
Sunbeam-Talbot * The Humber 
The Hillman * Commer Trucks 
Karrier Trucks 
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IT’S SMART TO OWN dames saiky the personal car of forty-nine outstanding features 
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Plan Expansion 
For Dealership 


Finance School 


CHICAGO.—Encouraged by the 
favorable reception accorded his 
plan at the recent Automotive 
Trade Assn. Managers meeting 
which he addressed here, Floyd L. 
Hoffman, president of the Automo- 
bile Dealers Bookkeeping and Ac- 
counting School, announced last 
week that the activity is being or- 
ganized on a national scope. 

Hoffman said that starting June 
1, instructors armed with charts 
and other material will appear 
before dealer meetings with the 
cooperation and sponsorship of 
local associations in various cities 


being worked out. 

“The school, which has proved 
its value in Chicago with the sup- 
port of the Chicago Automobile 
Trade Assn., was organized to fill 
the need for specialization in the |agreements,” Hoffman said. 
bookkeeping and accounting pro-| “We feel that the school also 
cedures applicable to the new-car |assists in making membership in 
dealer, as prescribed by the par-jan association more attractive to 
ticular manufacturer and made!a dealer.” 


horses. 


"Fas LUSH DAyYs of “sport shoe” working 
and thinking have been nice. But they soften 
a man—or an organization. After all, deliver- 
ing a car to one of a half dozen clamoring 
buyers doesn’t call for much constructive effort. 
But the lush days are running out and it’s time 
to get into sturdy work shoes that will stand 
the gaff when the going is tough. 
Forward-looking dealers are already trying 
out their selling muscles. They are doing the 
kind of thinking and planning that is the only 
sound basis for a successful dealership. And 
Universal C.I.T., with all its profit opportun- 
ities for the dealer, is an important factor in 


those plans. 


By Harry Stanton 
Staff Correspondent 


BOSTON.—Old-timers in Boston’s 
new-car dealer fraternity are en- 
thusiastically commenting that the 


house showing was the biggest suc- 
cess in the history of the trade here. 
One dealer, who employed 
“clockers” at the entrances to his 
“automobile row” showroom, tal- 
lied more than 15,000 visitors, and 
many others said they were lit- 
erally swamped with visitors. 


Boston Turns Out for... 


Citywide Dealer Open House 


reported to have been sold and 
many orders were placed for future 
delivery of new cars. In suburban 
communities surrounding Boston, 
huge crowds have visited new and 
remodeled dealerships to inspect 
showrooms, stock and service fa- 
cilities. 

In prewar days, dealers furnished 
special exhibits, shows, movies, and 
refreshments to attract the crowds. 
However, this year only « few of 
the dealers bothered to present spe- 
cial inducements. In spite of this, 

















: In England, about 1900, the law 
of the U. S. An itinerary is now | required that a man precede an 
auto by 60 yards, waving a red flag 
to warn nervous pedestrians and 


mandatory by most franchise 


public response was said to be 
nothing short of remarkable. 


McLouth Steel Purchases By holding up deliveries on 


Cold Rolling Mill some models and by arranging 


special shipments on others, the 
DETROIT.—McLouth Steel Corp. dealers were able to show as many 
has announced purchase of a new 


: half a dozen body types of new 
24-inch cold rolling mill to meet | ** 
the increased sales demand on its | ©@Fs- The showrooms, suitably 
stainless steel division. decorated for the occasion, were 
The mill will be installed during | Teminiscent of the prewar days 
the third quarter of this year and | When dealers had more cars than 
will provide the additional produc- | Customers. 
tive capacity needed to balance At least one model of every car 
finishing facilities, according to | made in America plus at least one 
McLouth officials. British make were on display. All 


Large numbers of used cars were 





Universal C.I. T. offers you the tools you 
need to gain additional profits in every depart- 
ment of your business. This Dealer Program 
works for you in your sales room and your 
repair department because it works to the best 
advantage of your own customer as well as 
yourself. When you use the Universal C. I. T. 
Plan you hold your customer for future busi- 
ness and repeat sales. It allows you to earn all 
the profits you must make during the coming 
years to maintain a balanced dealership. 


Ask the Universal C. I. T. man who calls on 
you to explain how you can use this plan to 
your own greatest benefit. Remember, it pays 
to rely on the financing institution that has 
always put the dealers’ problems first. 


Whi mae Te financing Than money! 
UNIVERSAL C.1.T. 


UNIVERSAL C. 1. T CREDIT CORPORATION -~ 


OVER 300 LOCAL OFFICES IN PRINCIPAL CITIES 


the leading manufacturers ran large 
advertisements in local newspapers, 
and most dealers ran special invita- 
tion ads. Newspapers cooperated by 
running pictures of the cars and 
appropriate publicity. 

One paper went so far as to run 
pictures of the principal dealers 
and factory zone manager for each 
make of car. 


Former Owners 
Buy Over Half 
Of Surplus Land 


WASHINGTON.—Former owners 
have exercised their priority rights 
to buy back from the federal gov- 
ernment more than one-half of the 
war-surplus agricultural land which 
has been disposed of to date, the 
War Assets Administration an- 
nounced last week. 

Of the 444,981 acres disposed of 
through Dec. 25, 1947, by the Farm 
Credit Administration, which acts 
as WAA’s disposal agent, 271,526 
acres were purchased by former 
owners. They paid $10,035,359 for 
the land which cost the government 
$15,861,721. 

Under the Surplus Property Act, 
former owners have a priority to 
purchase surplus land acquired by 
the government after Dec. 31, 1939, 
which is topped only by federal 
agencies, and state and local gov- 
ernments. These agencies exercised 
their top preference to buy 64,766 
acres. 

Veterans, who have a priority 
immediately following former own- 
ers and tenants of former owners, 
bought 41,719 acres, paying $1,697,- 
851 for land that had cost the gov- 
ernment $2,794,067. 

Under the Surplus Property Act, 
the price required to be paid by 
former owners is a “price not 
greater than that for which it was 
acquired by the United States, such 
acquisition price being properly ad- 
justed to reflect any increase or 
decrease in the value of such prop- 
erty resulting from action by the 
United States or a price equal to 
the market price at time of sale, 
whichever price is lower.” 

WAA stated that the dollar re- 
turn on agricultural property has 
been uniformly high, amounting to 
approximately $34 per acre, or 51.77 
percent of the purchase price. 


Model T Museum 


Parts Shop for Flivvers 
Operates in Brooklyn 


BROOKLYN.—In 1927 when Ford 
Motor Co. announced a change- 
over in production from Model T’s 
to Model A’s, dealer William 
Scharff decided that many Model 
T owners would continue to drive 
their old car despite the model 
change. 

Realizing that these parts would 
become scarce long before the T’s 
stopped running, he decided to spe- 
cialize on Model T parts and im- 
mediately went about buying out 
the stocks of Ford dealers in 
Brooklyn. He has continually added 
to this stock until today he can 
supply just about any part with 
the possible exception of a univer- 
sal joint, differential gear, roller 
bearing sleeve, or a spindle con- 
necting rod. He has all motor parts. 

Scharff has scores of the old 
four-spoke steering wheels, oil 
parking lights, narrow shallow fen- 
ders, cup-like hub caps, and square 
brass radiator shells which the 
public come to associate with 
Model T’s over the years. His bins 
hold carburetor springs, brake 
shoes, bolts, anti-rattle devices and 
hundreds of other parts peculiar 
only to the Model T. 

Scharff thinks his business will 
last a long time, growing better 
as the years pass. He refuses to 
think of the day when the last 
Model T will chug into oblivion. 
“They'll go on forever,” he says. 


Bumpus to Expand 


Frank L. Bumpus jr., Buffalo 
automobile dealer, has announced 
plans to enlarge his building at 
1487 Seneca St. at an estimated 
cost of $40,000. 
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THIS ADVERTISEMENT —————> 
appearing in Saturday Evening Post, 
Collier’s, Time Magazine, and news- 
papers throughout thecountry—leads 
off a hard-hitting campaign on the 
U. S. Royal Air Ride. 


You CAN capitalize fully—and immediately— 
on the nationwide swing to low-pressure comfort with the U.S. 
Royal Air Ride. 

Air Rides are plentiful—available to you, in quantity, in both 
15” and 16” sizes. No wheel changes are necessary. They are engi- 
neered to fit all cars—old and new—with standard or wide base rims. 
Air Ride advantages, therefore, can be readily sold to new car buyers 
and service customers alike. 

Over one million Air Rides are now in consumer use—proved 
first in performance and preference among low-pressure tires. 

Get the full story of the Air Ride’s amazing new features. Ask your 
U. S. Distributor to show you the presentation, “Better Cars Require 
Better Tires.” It is a typical example of the outstanding profit oppor- 
tunities you'll find in the U. S. Royal Car Dealer Plan. 





Call your U. S. Tire Distributor today about the profit-building, 
profit-protectng U.S. CAR DEALER PLAN 
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Prodigal Grab Funds 
Come Home to Roads 


A NEW and interesting approach 
in highway financing is being 
noted in some states by highway 
groups. This is the recoupment for 
highway use of special automotive 
taxes that have been spent for non- 
highway purposes in the past. 


Demands for such recoupment 
of highway funds are currently 
being made in Illinois, Oregon 
and South Dakota. Other states 
where new revenues for high- 
ways are are also expect- 
ed to hear appeals from highway 
users for this repayment. 
According to the National High- 
way Users Conference, diversion of 
highway user funds to non-high- 
way purposes by the states totaled 
$2,317,471,000 for the 23-year period 
1924-1946. 
There are several state prece- 
dents for this “recoupment” drive. 
Bills passed in 1947 by the Dela- 


































ware and North Dakota legisla- 
tures are examples. In Delaware 
the legislature appropriated $2 
million to the state highway de- 
partment in repayment for money 
borrowed from the highway funds 
in 1935, 1937 and 1939. In North 
Dakota the legislature appropri- 
ated$2,941,718 to reimburse the mo- 
tor registration fund for money 
transferred to a real estate bond 
payment fund in 1933. 
* 


+ * 


AN EARLIER example is pro- 
vided by Texas, which in 1941 
and 1942 restored $3,000,000 to the 
highway funds which had been di- 
verted in 1932 to purchase out- 
standing warrants of the Confed- 
erate pension fund and the general 
fund. 


NHUC notes that while 20 out 
of 48 states now have constitu- 


sion, past diversions by these 
and other states have had an 
important bearing on current 
highway deficiencies. 
It contends that if those dollars 
had been spent on roads as they 
were collected, when roadbuilding 
costs were lower, road needs today 
would not be so pressing. Diversion 
total by states, according to NHUC 
are: 
Alabama, $11,182,000; Arizona, 
$668,000; Arkansas, $991,000; Cali- 
fornia, $141,981,000; Colorado, $4,- 
332,000; Connecticut, $331,000; Del- 
aware, $4,748,000; District of Co- 
lumbia, $10,231,000. 
Florida, $169,171,000; Georgia, 
$71,629,000; Idaho, $29,000; Illi- 
nois, $77,521,000; Indiana, $22,750,- 
000; Iowa, $1,105,000; Kansas, 
$18,000; Kentucky, $12,570,000; 
Louisiana, $71,587,000; Maine, 
$142,000; Maryland, $9,762,000. 
Massachusetts, $52,475,000; Mich- 
igan, $2,210,000; Minnesota, $2,316,- 
000; Mississippi, $268,000; Missouri, 
$688,000; Montana, $946,000; Ne- 
braska, $24,088,000; Nevada, none; 
New Hampshire, $471,000; New 
Jersey, $139,838,000; New Mexico, 
$7,898,000. 

New York, $674,128,000; North 


tional amendments against diver- | Carolina, $17,902,000; North Da- 
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stowaway 


GIVE YOUR CUSTOMERS 
A CHANCE TO BUY THIS 
FAST-SELLING SENSATION 


Do any of your customers hunt, fish, camp, 
boat, or travel? They'll a// want a Towpac, 
the stowaway trailer that fits perfectly into 
théir way of living. Towpac is a traffic- 
builder and a money maker— it’s novel, 
attractive, and priced right. 





PAT APPLIED FOR 


to assemble e « « Five minutes 
is more than enough to assemble or take 
apart the Towpac. All corners fasten easily 
together with simple snap locks—no tools 
required. It’s so light, even a girl can carry 
it from house or garage to car. 


away in little space... 


Everyone needs and wants a trailer—but few 
have room to store the bulky conventional 


kind. Towpac stows neatly 
car’s luggage compartment or 


advantage to the dealer. 


smoothly at 


Discounts te dealers: 33-1/3% on 12 of more; 25% on 1-11. Phone, wire or write 
fer further information Literature, displays, end ether sales aids aveileble. 


McCUSLOCH 
<——~_Faprera 





towpoc 


trailer 


economy of storage space is likewise a great 


real utility... Buitt of aluminum 
alloy and heavy, durable canvas, Towpac 
can easily carry 400 pounds. The running 
gear is a first-quality pneumatic tire and tube 
on a sturdy wheel with Timken-bearings, 
mounted on a spring-steel undercarriage. 

New safety hitches are easy 

to fasten, and are self-locking. 

On the road, 


backs like part of the car. 


Dealer Safety Honor Roll 

Recent additions to the Pennsylvania Automotive Assn. safety com- 
mittee included: 

Glen Guise, Adams Co. Motor Corp., York St., Gettysburg; Jenks 
H. Watson, W. H. Watson & Son, 185 S. Main St., Doylestown; W. 
Harold Laughlin, Laughlin Motor Co., Clarion; Howard A. Cassel- 
berry, Casselberry Motors, 317 Bellefonte St., Lock Haven; John 
Shaver, United Motor Sales Corp., Ridgway; J. L. McCloskey, Forest 
Garage, Tionesta; Elmer Reiber, 648 E. Washington St., New Castle; 
J. B. Novak, Novak Motor Co., 12 W. Third St., Lewistown; D. E. 
Chamberlain, C & F Motor Sales, 34 S. Main St., Montrose, and 
J. F. Reifler, Dexter Chevrolet, Inc., Honesdale. 


Phila. Cabbies 
Reveal Gripes 


On Congestion 


Philadelphia’s traffic problems 
received a thorough going-over re- 
cently from the city’s taxi drivers 
in a poll conducted by the Evening 
Bulletin. 

And when the smoke had blown 
away, it turned out that nearly a 
third of the cabbies blamed the 
police for traffic congestion. The 
“jury” comprised 851 Yellow Cab 
drivers, and they were given a list 
of seven well-known causes of tie- 
ups. Then the cabbies were asked 
to rate each cause in the order of 
its importance. 

Their votes were as follows< 


Parking laws not enforced, 30.3 
percent; buses on main streets, 16.3 
percent; lack of express highways 
through city, 13.8 percent; uncon- 
trolled pedestrian traffic, 12.9 per- 
cent; traffic lights not properly 
synchronized, 10.6 percent; loading 
and unloading of trucks, 8.6 per- 
cent; too few off-street parking 
places, 7.5 percent. 

The drivers then added a few 
ideas of their own, listing a num- 
ber of other causes of traffic con- 
gestion. In this grouping, the cab- 
bies named streetcars as the chief 
cause of congestion with a vote of 
10.3 percent. Parking, especially 
the double variety, came next with 
a vote of 10.2 percent, and buses 
were blamed by 5.4 percent of the 
voters. 

Other causes for congestion were 
given as narrow streets, improp- 
erly trained drivers, and the load- 
ing and unloading of trucks at 
peak traffic hours. 


Va. Hikes- Auto Insurance 
12.3%, Collision 10 to 48% 


A boost of 12.3 percent on the 
average in comprehensive coverage, 
which includes fire and theft, and a 
hike of from 10 to 48 percent in col- 
lision insurance became effective in 
Virginia last week. The increases, 
sought by insurance firms in that 
state, were granted by the state 
corporation commission. 

In the three most popular types 
of collision coverage, the average 
premium increases are as follows: 

On $25 deductible, 48.1 percent; 
$50 deductible, 15 percent, and $100 
deductible,’ 10.3 percent. The per- 
centages are an average based on 
varying age groups and price clas- 
sifications of passenger automobiles. 

+ Bd * 


Safety Workshop 

State Superintendent of Public 
Instruction Wayne Reed of Ne- 
braska will hold the first work- 
shop conferences to stress traffic 
safety education in Kearney, Feb. 
9-13. Ten high schools will be rep- 
resented. The Safety Patrol and the 
State Safety Council will take part 


in the conference. 
ae + * 


kota, $4,468,000; Ohio, $148,427,000; 
Oklahoma, $45,881,000; Oregon, 
$731,000; Pennsylvania, $149,915,000; 
Rhode Island, $38,538,000; South 
Carolina, $5,072,000; South Dakota, 
$11,086,000; Tennessee, $69,125,000. 
Texas, $199,332,000; Utah, $2,655,- 
000; Vermont, $265,000; Virginia, 
$448,000; Washington, $10,826,000; 
West Virginia, $319,000; Wisconsin, 
$96,412,000; Wyoming, none. 


* * * 


Dealers Aid Course 


Driver training course will be 
offered at Star City (Ark.) high 
school. The training has been made 
possible by Hundley Chevrolet Co., 
the Star City Motor Co. and Amer- 
ican Automobile Assn. 
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Parking for Shoppers 


Planned by Va. Dealer 


P. C. Duckworth head of Vir- 
ginian Motors, Inc. (Ford), 
Lynchburg, Va., suggests that 
other dealers may see some 
possibilities in this national 
problem of finding a place to 
“park” in his plans for a 130- 
car lot for shoppers in that city. 

The lot and improvements, 
estimated to cost about $75,000, 
will be two blocks from _ the 
shopping district. Eventually, a 
three-story parking building 
with a ramp system is planned 
over the open-air lot, he states. 
Duckworth has been a Ford 
dealer for 25 years. 


Towpac follows 
top speed, and 
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we see YC lo Ce on markets 


Better Homes & Gardens readers are your customers because 
BH&G is written entirely for the suburban kind of living that 
mass production of cars makes possible. 


BH&G families have the money to buy new cars often (their 
incomes are among the highest for all big magazines) and the 
average age of their cars in 1940 was only 2.8 years. 


Does any other magazine give you this direct line to the 
heart of your own best market—the people who must have at 
least one car, and who repeat their purchase often? 


sell - 
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Huge Bond Float 
Urged in Mass. 
For Highways 


BOSTON, Mass. — Issuance of 
$100,000,000 in bonds to finance 
highway construction was urged in 
a report last week to the Massa- 
chusetts legislature by a special 
interim commission on highways 
and motor vehicles. 


Suggesting that the bond issue be 
amortized from a present 3-cent 
gasoline tax and other revenues ac- 
cruing to the highway fund, the 
commission pointed out that such 
borrowing would enable the state 
to start meeting highway construc- 
tion needs, estimated to total $677,- 
000,000. 

The study group also recom- 
mended that the proposed $100,000,- 
000 program be completely under 
contract no later than June 30, 
1950, and that the practice of 
“piecemeal” road building be aban- 
doned. It was suggested that the 
state department of public works 
be given sole authority to select the 
projects, which would have to be 
confined, however, to the féderal- 


AUTOMOTIVE NEWS, MARCH 8, 1948 





BRANCH MANAGERS from various sections of the nation preview the dealer central 
training school planned by International Harvester Oo. W. K. Perkins, truck sales 


manager, spoke to the group. 





aid state highway primary and|Meliska Opens Pontiac Firm 


urban systems. 

An immediate comprehensive 
study by the state department of 
public works was urged by the 
commission to determine the feasi- 
bility of a revenue producing self- 
supporting through expressway 
from the Connecticut state line to 
the New Hampshire state line, with 
connections toward the west of the 
Connecticut river and easterly to- 
ward Boston. 


After Service With Factory 


Louis Meliska, a veteran of 13 
years in Pontiac factory posts, has 
opened a Pontiac dealership in tem- 
porary quarters in Parma, O. 


Formerly a national car distribu- 
tor for the Pontiac division, Me- 
liska hopes to have Lou Meliska 
Pontiac, Inc. in a contemplated 
$100,000 home at 6519 Brookpark 
Rd. by May 15. 
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Dealer Business Counsel 


Goodwill Called Insurance That Guarantees 
Continuance of Business Life 


By J. B. Van 


Tassel 
OODWILL is something that/ building of customer goodwill is 


cannot be bought with hard 
cash. It cannot be created by ad- 
vertising, although advertising can 
be used to main- 
tain it once it is 
created. It is one 
of the most val- 
uable assets of a 
business, yet it is 
also the most in- 
tangible thing in 
business. 

The Supreme 
Court of the 
United States has 
briefly defined 
goodwill as “the 
disposition of a pleased customer 
to return to the place where he 
has been well treated.” 

is a form of business 
insurance—in fact it is the only 
form of insurance that guaran- 
tees the satisfactory continuance 
of any business. 
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Under today’s conditions the 
more important than ever before 
and most automobile dealers and 
their employes should fully realize 
that fact. 


The personnel of the sales and 
service departments come _ into 
closest contact with the customer. 
It is from the personnel of these 
departments that customers will 
form an opinion of the dealership. 
That opinion can be circulated by 
word of mouth around the com- 
munity in which the dealership is 
located. Every personal contact 
with a customer is an opportunity 
to build goodwill, or the reverse. 


best attitude, the most win- 
ning smile and the most engag- 
ing personality a salesman pos- 
sesses should not be reserved only 
for the customer who is about to 
make a big purchase but should 
be given freely to every customer, 
even those who come in and ask 
only for free advice. Every cus- 
tomer should be made to feel that 
his needs are the most important 
thing to that dealership at that 
moment. 


The customer with a complaint 
needs extra special attention. He 
should not be permitted to leave 
the dealership with a grouch, 
either real or fancied. One “grip- 
ing” customer can offset the 
boosting of a dozen satisfied cus- 
tomers. 

If the complaint is justified, ad- 
justment should be made immedi- 
ately and pleasantly. An adjust- 
ment that is made grudgingly, or 
only after much argument, is of 
no value as a builder of goodwill. 


If the complaint is unjustified, 
then logic and reason should pre- 
vail. Those handling the customer 
should quietly but pleasantly pre- 
sent facts and explain why the 
complaint is not a justifiable one. 
If possible, it is good business to 
give some small concession to hold 
that customer’s goodwill. 

* * * 


IVING a customer immediate 

attention when he enters the 
dealership is very important. Noth- 
ing irritates the average owner 
more than to go into a showroom 
or a service department and stand 
around waiting for an employe to 
serve him when several employes 
are talking together or performing 
duties which he feels could be 
stopped in order that he should 
get attention. 


If every salesman and service’ 
mechanic is engaged with other 
customers one of them should 
break away and inform the new- 
comer that his needs will be at- 
tended to in a moment, offering 
him a chair and some literature 
to read in the meantime. 


Another powerful goodwill build- 
er is the knack of being able to 
remember names and faces. Cus- 
tomers always feel better when 
salesmen in a dealership remem- 
ber them by name even if they 
have only been in once before. It 
is these little touches that quickly 
give a dealership a good name for 
friendly personal service. 


In view of the importance to 
dealers at this time of doing every- 
thing possible to create and main- 
tain customer goodwill, it is timely 
to consider how much of this is 
really dependent upon the per- 
sonal contacts between customers 
and salesmen and service men, and 
to emphasize the fact that each of 
these contacts can be a powerful 
influence in building customer 
goodwill or the reverse. 


(Any questions on business 
management will be gladly an- 
swered by Van Tassel. Address 
him c/o Automotive News, De- 
troit 26, Mich.) 





Heads Fleet Sales 


Roger C. Cassady has been named 
special truck representative in 
charge of fleet sales and contracts 
for Walter E. Schott Co., Willys 
distributor, 2320 Gilbert Ave., Cin- 
cinnati. The announcement was 
made by Michael ©. Geyer, man- 
ager. 
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Trailer Output 
Declines 23,122 


* 
During Year 

WASHINGTON. — Production of 
truck trailers last year totaled 
53,112 units, compared to 76,234 the 
previous year, according to the 
Department of Commerce. 

A total of 55,516 trailers, valued 
at $138,404,615, was shipped during 
1947, it was stated. This compared 
to shipments of 73,001 units worth 
$151,384,063 the year before. 

The truck-trailer manufacturing 
industry has set its 1948 sights on 
a return to the record rate attained 
during 1946. 

December production of truck 
trailers amounted to 3,285 units, 
compared to 3,241 in November. 
The high production month in 1947 
was January when 7,511 units were 
turned out. The high 1946 month 
was October with 8,731. 


Output last year showed a steady 
drop from the January high and 
production during the last seven 
months of the year did not exceed 
4,000 trailers in any month. During 
1946 production fell below a 4,000 
monthly rate only in one month— 
February. 


The figures are based on reports 
received from 101 plants manufac- 
turing truck trailers. These repre- 
sent, it was stated, all known U. S. 
plants manufacturing truck trailers 
with a rated capacity of five tons 
or more. 


Bars & Bracelets 
Prosecution Considered 


For Buick Vandals 


MINNEAPOLIS.—(UTPS)—T he 
Buick bracelet fad, which has re- 
sulted in the smashing of radiator 
ornaments on hundreds of new 
Buick automobiles, has Minneapolis 
authorities veering toward a policy 
of court prosecution for the youth- 
ful vandals. 

Since the first teen-age girl 
showed up last fall wearing one 
of the radiator rings as a bracelet, 
the ornaments on about 60 percent 
of the late model Buicks on Minne- 
apolis streets have been smashed. 

One insurance company had 119 
claims based on the ornaments in 
less than two months. A garage 
had more than 100 of the repair 
jobs in one week. 

The Buick ornament design had 
to be changed for the 1948 models 
after the craze got started in Chi- 
cago, Milwaukee and Minneapolis. 

School authorities talked to pu- 
pils wearing the bracelets and 
learned possession of a certain 
number of bracelets was a pre- 
requisite to membership in some 
girls clubs. One girl had 67 brace- 
lets, and some boys peddled the 
ornaments at 15 cents to other 
boys who wanted to give them to 
girls. 


Buffalo Slates 
Industrial Show 


BUFFALO. — The diversified in- 
dustry and labor-management har- 
mony of the Niagara Frontier will 
be themes of Buffalo’s Progress Ex- 
position May 14-23. Sponsored by 
the city’s chamber of commerce, the 
industrial show will feature the 
“how” of manufacturing processes 
as well as the “what” for an antici- 
pated attendance of over 200,000. 
Special arrangements for tours by 
school groups is expected to boost 
the attendance figures to near the 
quarter million mark. 


James Elected President 
Of L.A. Studebaker Assn. 


Ed James, Long Beach (Calif.) 
Studebaker dealer, has been elected 
to the presidency of the Metropoli- 
tan Studebaker Dealers Assn., com- 
prised of Studebaker dealers 
throughout Los Angeles county. 

The activities of the association 
are said to include improving cus- 
tomer and public relations, devising 
newer, more satisfactory methods 
of servicing Studebaker cars and 
developing a sound, fair policy in 
connection with deliveries of new 
cars. 


Bob Finlay's ‘‘Auto Advertising’’ column 
gives the latest developments in dealers’ 
and manufacturers’ plans for winning pros- 
pects and influencing buyers. 





O’BRIAN BUICK C©O., 10th and Morton Ave., Chester, Pa., has new headq 
which cover 5,200 square feet. The service department is equipped with a control tower. 


r 
Torsion Bar Data 
Report Reveals Techniques 


Germans Developed 


WASHINGTON.—Wartime pro- 
duction techniques for torsion-bar 
suspensions were high caliber and 
incorporated several novel fea- 
tures, according to a British re- 
port on the German spring mak- 
ing industry now on sale by the 
Office of Technical Services, De- 
partment of Commerce. 


Torsion-bar suspensions were 
used in most types of German ar- 
mored vehicles and in many civil- 
ian wheeled vehicles. Basic elec- 
tric or good quality open-hearth 
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ing process throughout, the report 
states. 

All firms visited employed a 100 
percent test in which the bars were 
twisted in torsion, both ways, to 
a predetermined stress within the 
elastic range, the requirement be- 
ing that the bars should return to 
within one percent of the original 
position at the completion of the 
test. Mimeographed copies of the 
55-page report (PB-18943, German 
spring making industry) sell for 
$1.50. 


Scott Moves Lot 
Harry Scott Used Cars has moved 
its place of business to 322 E. Michi- 


steel was used in the manufactur-| gan Ave., Ypsilanti, Mich. 





DETROIT. — Truck registrations 
for January have not leveled off 
to any appreciable extent, R. L. 
Polk & Co. reported last week. 

Early estimates for commercial 
car registrations for the month 
showed that sales, as reflected by 
registrations, were down, but Polk 
said indications are that approxi- 
mately the same number of trucks 
will be registered for the month as 
were registered in January, 1947— 
62,477. 

Registrations from 34 states tab- 
ulated thus far show new truck 
sales to be 34,684, as compared with 
33,086 from the same states for 
January, 1947. Should present ra- 
tios hold, the month’s total will be 
slightly more than 62,000, it was 
indicated. 

Passenger-car registrations for 
31 states tabulated thus far totaled 
133,680, nearly 35,000 more than 
were registered for the same states 
in January, 1947. Nearly all makes 
of cars were surpassing registra- 
tion records for January, last year, 


Truck Sales Steady 


January Registrations Expected to Approximate 
"47 Total of 62,477, Polk Estimates 












with expectations that more than 
275,000 cars will be registered when 
all states are tabulated. 


New Jeep Implements 


Planned by Newgren 

TOLEDO. — Newgren Co., engi- 
neers and distributors of farm 
equipment, has completed a pro- 
gram of reorganization and expan- 
sion which will provide more ade- 
quate capital and enlarged engi- 
neering and testing facilities, it is 
announced by George M. Newlin, 
president. 

Immediate effect of the pregram 
will be the addition of new and re- 
fined implements especially de- 
signed for use with the Willys- 
Overland Jeep, and a comprehensive 
project for “farm-testing” the en- 
tire Newgren line and the operation 
of the various implements with 
Jeeps equipped with the new Mon- 
roe hydraulic lift. In addition, he 
said, plans are underway for a 
series of schools and demonstra- 
tions for Willys-Overland distribu- 
tors and dealers. 








Pi ciataaitve manufacturers who seek their pot of gold in the 
rich Northern Ohio market find it in the pages of the Cleveland 
Plain Dealer. For Cleveland is a lucrative, continuing market for 
automotive sales. Year after year, Cleveland is among the leaders in 
car owners on a per capita basis... and studies of new car sales, 
broken down into 272 census tracts in A. B. C. Cleveland, show a 
striking parallel with Plain Dealer readership. No wonder, then, 
that the Cleveland Plain Dealer is annually one of the leading 


newspapers in the country in automotive lineage. 





trace 


CLEVELAND 


PLAIN DEALER 


Cleveland’s Home Newspaper 
Cresmer & Woodward, Inc., New York, Chicago, Detroit, San Francisco, Los Angeles 


A. 8S. Grant, Atlanta 


Facts for Advertisers 


® Do you know where to locate 
dealers to achieve maximum 
sales volume? Do you know the 
past automobile buying perform- 
ance of the areas your dealers 
serve? The Plain Dealer Market 
Survey Department can answer 
not only these questions, but can 
also reveal detailed sales break- 
downs from 1928 to 1947, and 


car sales. We'll be glad to make 
an appointment with you to 
discuss in detail your market- 
ing potentialities in Cleveland. 






Plain Dealer readership to 


ea, 
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THE TOP COMMAND of Tucker Corp. looks over a painted body and frame under 
@ portable dryer in Building 4A. Note the prow on the front of the frame. The frame 
extends around the outside of the car. Left to right are Preston Tucker, president; 
Herbert Morley, vice-president in charge of purchasing; Lee Treese, vice-president, 
manufacturing, and Fred Rockelman, executive vice-president. 
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Washington Dealers Get... 


Tips on Dealing with Unions 


WENATCHEE, Wash.—Eight 
recommendations for negotiating 
labor contracts were set forth by 
Edward L. Rosling, legal counsel 
for the Seattle Automobile Dealers 
Assn., in an address at the recent 
convention of the state dealers’ as- 
sociation here. 

Pointing out that Seattle dealers 
make contracts with nine separate 
unions, Rosling declared that be- 
cause unionism “will inevitably 
spread into other areas, proper 
methods of negotiating labor con- 
tracts are a vital necessity for man- 
agement.” 

His recommendations follow: 

“1. Selection of a dealer negotia- 
tion committee which is small and 
comprised of persons of even tem- 
perament, not given to emotional 
outbursts. 

“2, Selection of one man as 
committee spokesman—a man 
who has a thorough knowledge 
of dealership operation, who has 
a knowledge of unions, who has 


a reputation for fairness, and 
who is not considered a labor 
baiter. 

“Lawyers do not make good labor 
negotiators because union represen- 
tatives are invariably suspicious of 
them. Nor should an association 
president be a member of the dealer 
negotiating committee; he should 
be ‘held in reserve’ to be brought 
into the discussion if a stalemate 
occurs. 

“3. Thorough preparation of the 
dealers’ case. Foremen of individual 
dealer shops should be consulted to 
get the ‘employe angle.’ Accurate 
surveys of wage rates and working 
conditions in the surrounding area 
should be made, and put on paper 
with copies for all present at the 
negotiation meeting. 

“4, When negotiation meetings be- 
gin, get together in an atmosphere 
of friendliness. Break the ice with 
a story or two, then take the lead in 
discussion. Impress on the union 
representatives the serious nature 


RERS! 


of the gathering, and ask them 
what they want and why. Call upon 
all members of the union committee 
for their opinions. 

“Then, having obtained the union’s 
demands and arguments, defer re- 
sponding immediately with the ex- 
planation that the demands will 
have to be presented to the dealer 
association membership. It is best 
to hold frequent and short meet- 
ings, Rosling said, especially if it 
becomes apparent that negotiations 
are likely to be much-disputed and 
long-drawn-out. 

“56. Notes of a meeting should 
be dictated by the spokesman im- 
mediately after the meeting is 
held, while still fresh in the mind. 
It is too easy, and convenient,” 
Rosling said, “for remarks to be 
later ‘forgotten’ and denied. 

“6. Prepare counter-proposals in 
writing, with copies for all. Inas- 
much as wage problems are usually 
the most disputed, leave them to the 
last for discussion. In going down 
the new contract, point by point, 
have it organized with the old one 
for quick, easy comparison. Upon 
agreement on any point, draft the 
phraseology immediately. But make 
it clear that all agreements are con- 
tingent upon final acceptance of the 
overall contract. 

“7, In any discussion guard against 
giving definite ‘No, it can’t be done’ 
answers. After having done so, sur- 
render will weaken subsequent ar- 
guments. And, by the same token, 
make demands that will allow for 
concessions. 

“8. Arrive at a contract which, in 
final form, is in easy-to-understand 
language. Put it in short paragraphs 
and avoid legal phraseology and 
technicalities.” 


New-Car Display 
Planned as Part 
Of Seattle Show 


SEATTLE.—A $100,000 display of 
new automobiles by more than a 
dozen leading manufacturers and 
Seattle distributors will be one of 
the features of the annual Seattle 
Times sports and vacation show, 
March 12-21. 

Formal opening of the automobile 
display will be held March 13, desig- 
nated as Automobile Day. A special 
Seattle Automobile Dealers’ Assn. 
committee, headed by Richard A. 
Smith, has worked out plans for the 
program. 

Other committee members _in- 
clude Henry Rahe, Arthur Snyder, 
William E. Lum and Norman Vick- 
erman. 


IHC Consolidates 
St. Paul Activity 


ST. PAUL, Minn.—International 
Harvester will take another step in 
its expansion program in the Twin 
City area March 15, when it will 
move both its transfer warehouse 
operations and its general line sales 
branch to the company's building 
located at 2572 University Ave., 
here. This announcement was made 
jointly last week by H. E. Sanders, 
sales branch manager, and F. B. 
Wilson, transfer manager. 

The building will make available 
to both operations more than 434,- 
000 square feet. Rearrangement 
work is being completed in the 
building which, during the war, was 
used to manufacture war materials. 
A modern display floor will be one 
of the features of the new location. 


Load Ratings Up 25% 


On Timken Bearings 


CANTON, O.—A. L. Bergstrom, 
vice-president in charge of engi- 
neering of Timken Roller Bearing 
Co., has announced a 25 percent in- 
crease in the radial and thrust 
load carrying capacities of the 
Timken line of tapered roller 
bearings. 


This increase is said to be based 
on several factors, including im- 
proved alloy steels made especially 
for anti-friction bearings, better 
metallurgical control, more accur- 
ate manufacturing equipment, 
greatly improved surface finishes 
and more accurate inspection 
methods. 








onal 
p in 
‘win 
will 
ouse 
ales 
ding 
Ave., 
nade 
lers, 


able 
434,- 
nent 

the 


‘ials. 
one 
tion. 


rom, 
ngi- 
ring 
t in- 
rust 

the 
oller 


ased 

im- 
ially 
otter 
cur- 
ant, 
shes 
tion 





| 
} 
| 





New Tradein Levy Rule... 





Conn. Sales, 
Slashed to I 


HARTFORD, Conn.—Connecticut 
sales and use tax changes enacted 
Feb. 26 by a special legislative ses- 
sion include a provision that on 
tradeins of used cars, the tax will 
be placed only on the difference be- 
tween the tradein and the sales 
price of the new car. 

The new legislation provides 
that the state motor vehicle com- 
missioner may, on request of the 
state tax commissioner, revoke or 
suspend a registration where the 
tax has not been paid. 

These and other changes were in- 
cluded in a bill reducing the state’s 
sales and use tax from 3 percent to 
1 percent, effective Apr. 1. 

The 1 percent rate will continue 
in force until June 30, 1949, when it 
will go to 2 percent until June 30, 
1951, expiration date of the present 
law. Excess funds from the tax will 
be applied to retirement of veter- 
ans’ bonus bonds. 

At the time of its enactment 
last year, the Connecticut sales 
and use tax was expected to yield 
$26,000,000 a year, but in the first 
six months of operation produced 
$22,000,000. It was for the express 
purpose of modifying the tax that 
Gov. James L. McConaughy called 
the special session. 


To previous exemptions the new 
bill adds restaurant meals costing 
less than $1 and materials used di- 
rectly in agricultural and industrial 
production and by public utilities. 
The tax no longer will apply to pur- 
chases of $25 or less made outside 
Connecticut for personal use or con- 
sumption inside the state. Other 


ATA Committee 


Plans 7 Forums 
On Accounting 


WASHINGTON. — The national 
accounting committee of the Ameri- 
can Trucking Assns. has scheduled 
six regional conferences and one 
national meeting during the spring 
to carry out a detailed program for 
increased efficiency in motor carrier 
accounting methods. 

The meetings will coincide with 
regional sessions scheduled by ATA 
for discussion of all current prob- 
lems of the trucking industry. 

George H. Minnick, comptroller 
of ATA and secretary of the ac- 
counting committee, announced the 
national spring meeting of the 
group will be held May 12-14 at the 
Statler hotel, Detroit. Regional 
meetings will be held: 


Apr. 8, Hotel New Yorker, New 
York; Apr. 13, Ansley hotel, Atlanta; 
May 18, Blackstone hotel, Fort 
Worth, Tex.; June 2, St. Paul hotel, 
St. Paul, Minn.; June 8, Newhouse 
hotel, Salt Lake City, and June 14, 
Palace hotel, San Francisco. 


The gatherings will be addressed 
by motor carrier accountants, who 
will present ideas which have 
brought results in their own com- 
panies and which are applicable to 
other companies. 


Chek-Chart Tells 
Saga of Lube Aids 


CHICAGO.—Development of the 
lubrication chart and its use in 
merchandising are told in the story, 
“Saga of the Lubrication Chart,” 
prepared by Chek-Chart Corp., 624 
S. Michigan ave., Chicago 5, IIl. 

Theme of the release is that the 
history of these charts—which show 
in standardized form the lubrica- 
tion points of every car and tell ex- 
actly how and when they should be 
lubricated—parallels the develop- 
ment of service stations. 





Studebaker Parts Depot 


Leased in Yonkers. N. Y. 
YONKERS, N. Y.—A new one- 

story building at 777 Saw Mill 

River Rd. here has been leased 

by Studebaker Corp., which will 

— it in wholesale parts distribu- 
ion, 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 


Use Taxes 
Percent 


changes included an increase in the 
minimum purchase price affected by 
the tax from 13 to 25 cents. 

The new measure also provides 
that merchants may include the tax 
in their advertised selling price. This 
provision was opposed by Demo- 
cratic minority legislators, who 
charged it would amount to a hid- 


den tax. 
* . *- 


Miss. Kills Plan to Tax 
Over-List Sales 50% 


JACKSON, Miss.—Committees of 
both branches of the Mississippi 
legislature have killed identical bills 
which would have levied a 50 per- 
cent tax on the gross sales price of 
used cars above the list price. 

The bill had been designed to 
“suppress the inflation prices on the 
sale and distribution of second-hand 
and used cars.” 
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Motors (Studebaker), Decatur, which he sold to Thomas L. Hisgen and R. 8S. Hammond. 
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Auto-Lite Battery 
Calls Meetings 


TOLEDO.—Dealer and distributor 
sales meetings are now being con- 
ducted throughout the U.S. by mem- 
bers of the sales organization of 
Auto-Lite Battery Corp., according 
to W. E. Blank, manager of replacc- 
ment sales. The meetings will be 
continued until well into the sum- 
mer, Blank said. 

Of special interest is a special 


to becoming a Buick 


Decatur, Ga., emphasizes 
nist, asaten, he exgnmieen Cnevehne 


sales presentation which tells the 
complete Auto-Lite story both 
graphically and swiftly, he stated. 
The presentation is desk size and 
fits into an easily carried case. 


Hillcrest Motors, Lid. 


Hillcrest Motors, Ltd. (Ford- 
Monarch), 1438 Bathurs St., To- 
ronto, has opened a new garage 
and showrooms, featured by an 
all-curved glass showroom front. 
It is open for day and night serv- 
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Home-Trailer 
Output Totals 
71,674 in Year 


WASHINGTON. — The trailer 
coach industry produced 71,674 
housing type units in 1947, accord- 
ing to the Department of Com- 
merce. 

The 1947 production figure was 
approximately four times that of 
1945 and six times the total units 
built in 1939. No complete data is 
available for 1946 production. 


Value of the 1947 production was 
estimated at $115,700,000, a 49 per- 
cent increase in number and a 55 
percent increase in value over esti- 
mated total shipments during 1946. 
October shipments totaled 7,716 
units, the highest month, and were 
valued at $13,300,000. 


Odell Gets Vice-Presidency 


At International Harvester 


William R. Odell jr., treasurer of 
International Harvester Co., has 
been elected a vice-president of the 
confpany, John L. McCaffrey, presi- 
dent, announces. Odell will con- 


ice. Harry Hershoran is president. | tinue as treasurer. 


One of a series of messages to help you increase your understanding of business paper advertising, and its {fect on your vusiness, 


Maybe ‘more production” 
isn’t the answer 
to all our problems 


MERICAN INDUSTRY is already producing at almost 

double its pre-war rate. Yet with labor and mate- 

rial costs at an all-time high, the experts insist that we 

must produce still more goods, faster, more efficiently, 
if we are to avoid another boom-and-bust cycle. 


We'll buy that—as far as it goes. 


But let’s never lose sight of the fact that production 
is only half the problem. Because for every increase in 
our rate of production, there must be a comparable 
rise in our rate of sales. 


Actually, of course, 


there is no such thing as pro- 


ducing goods at a profit. Goods are sold at a profit— 
yes. And while production line savings are vitally 
important, it is of equal importance to keep down the 





cost of manufacturing sales. 


That is the function of mechanized selling—to pro- 
duce sales on a mass production basis, and at the 
lowest possible cost per unit. Translated into more 
familiar terms, it simply means advertising to the 
right market, in the right way, at the right time. 


Like the machine on the production line, good 
advertising is a multiplier of men’s efforts, for it 
enables us to produce (and earn) far more than we 
could alone. And when it goes to work in business 
papers — with their tremendous concentration of 
hand-picked readers—advertising becomes the most 
efficient machine at our disposal for manufacturing 


sales at a profit. 


What are the ten ways to measure the results of your business paper 
advertising? You'll find the answers in a recent ABP folder, which we'll 
be glad to send you on request. Also, if you'd like. reprints of this adver- 
tisement (or the entire series) to show to others in your organization, you 


may have them for the asking. 


is one of the 129 members of 





The Associated Business Papers, 
whose chief purpose is to maintain the highest standards of editorial 
helpfulness—for the benefit of reader and advertiser alike. 





AUTOMOTIVE WASHINGTON 
Commodity Drops Held 


No Inflation Cure 


By William Ullman 


ADDRESSING A REGIONAL conference of bankers here 
recently, President Joseph Dodge of the American Bankers 
Assn. warned his listeners that the inflation problem is still 
unsolved. The recent decline in commodity prices was no 
cure, he said. Dodge called on the bankers of the five states 


represented at the conference ¢ 


to desist from feeding infla- | 
tionary pressures while at 
the same time extending every bit 
of credit necessary to increase | 
production. 

Dodge, who has been touring the 
nation on behalf of the American 
Bankers Assn.’s_ voluntary anti- 
inflation program, said that the 
recent break in commodity prices 
was “a healthy thing.” But, he 
added, it must not be interpreted 
as an end to the inflationary pres- 
sures. He declared that there is 


ers are 


little similarity 
between the pres- 
ent situation and 
the 1920-21 re- 
cession. The eco- 
nomic _ position 
now, he said, is 
fundamentally 
different because 
“there is no over- 
hanging load of 
private indebted- 
ness as there was 
in 1921, the farm- 
sound, business on the 
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whole 
sumers generally are not 
beyond their means.” 

The main effect desired from 
he association’s anti-inflation 
program, Dodge asserted, is to 
rechannel loans into productive 
channels and thus slow down the 
rate of inflationary expansion of 
credit. 

“If business legitimately needs 
credit we intend to grant it,” he 
said, “but we hope to channel our 
loans into situations that are im- 
mediately productive. 

“We cannot repeat the mistakes 
of former periods when banks con- 
tributed substantially to inflation 
itself and then when a depression 
followed made the situation worse 

| by calling loans and being unable 
lor unwilling to extend credit.” 
+ * * 


Urges Debt Cut 

Dodge, who is president of the 
Detroit Bank, Detroit, asserted 
that the American bankers have 
taken the lead in a voluntary war 
on inflation as part of a program 
to prove to America and the world 
“that free enterprise can under- 
stand its problems and can work 
out its é6wn solutions.” 

At a press conference, he urged 


is well financed, and con- | 
living | 


“I gotta have it back by eight 
o’clock. Pop plays in an orchestra 
tonight.” 


a systematic retirement of the 
federal debt as an anti-inflation 
device which, he said, should al- 
ways be tempered to the condition 


| of the economy. 


He added that, of course, debt 
retirement could be carried out 
too rapidly with resultant deflia- 
tionary pressures and he urged 
that when reasonable retirements 
are made the pulse and tempera- 
ture of the economy be taken to 
find out the effect before making 
the next move. 

Dodge also pleaded for tax re- 
duction this year, including a rea- 
sonable amount of reduction for 
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business as well as_ individuals. 
This was necessary, he believed, 
to keep savings flowing into pro- 
ductive channels. Too many indus- 
tries have had to have recourse 
to bank loans because of their in- 
ability to get equity capital, he 
said, and this isn’t healthy. 

The Detroit banker denied that 
there is any necessity for the re- 
imposition of Regulation W to 
control consumer credit and he 
argued against the Eccles plan to 
compel banks to institute special 
reserves. 

ok * + 
More Social Security? 

PREPARATIONS for legislation 
widening the Social Security Act 
this year have been initiated. The 
House Ways and Means Commit- 
tee has directed that a subcom- 
mittee, headed by Rep. Reed of 
New York, proceed to examine 
pending legislation and other pro- 
posals for broadening the cover- 
age of the system. 

The subcommittee is expected to 
begin work as soon as a special 
advisory council on social security, 
named last summer by the Senate, 
has made a preliminary report on 
its findings. 

Any revisions undertaken this 
year, it is understood, will aim 
at correcting some known in- 
equities and providing somewhat 
wider coverage, rather than at 
overhauling the entire system. 
The latter objective, which mem- 
bers of Congress have in mind 
as a long-range program, prob- 
ably will require several years of 
study before legislation can be 
proposed, it was stated. 

Proposals likely to be embodied 
in any bill presented this year 
would extend coverage to domes- 
tic workers, self-employed persons 
and probably some people on a 
voluntary basis. It would also 
amend the present law so that 
the limitation on a retired per- 
son’s outside income may be 
doubled—raised from the present 
$15 a month to $30 a month. 

Rep. Kean of New Jersey, a 
member of the Ways and Means 
Committee, recently introduced a 
bill covering most of the points 
the Republicans have in mind for 
legislation at this session. The 
Kean bill will be among the first 
proposals studied by the subcom- 
mittee when it gets down to work, 
it has been indicated. 

* * a 
40 Pct. Without 


APPROXIMATELY 40 percent 
of the gainfully employed in the 
United States are reported to be 
without the benefit of social se- 
curity coverage. 

In recent months there has been 
heavy pressure on members of 
both the Ways and Means and 
the Senate Finance Committee to 
do something about this situation. 


Labor has been especially in- 
sistent that there be improve- 
ments in the coverage and the 
benefits of the system and mem- 
bers of Congress of both parties 
feel that while time is too short 
to make a complete overhaul this 
year some improvement can be 
effected before Congress ad- 
journs, 

Rep. Landis of Indiana has been 
outspokenly critical of the present 
old-age assistance payments, 
charging that they “do not even 
provide a subsistence income.” He 
has been pressing for a more 
equitable system of old-age assis- 
tance. 

In all more than a dozen social 
security bills are pending and it 
is believed that a number of others 
will be proposed. 

* * * 


Taft-Hartley Tests 


NOTWITHSTANDING that it 
has been in full effect for six 
months now, the Taft-Hartley law 
has not yet been subjected to the 
test of big industry wage nego- 
tiations. But it won’t be long, how- 
ever, as time flies, until it will 
have a chance to work out in the 
automobile, steel, meat packing, 
electrical appliance and coal in- 
dustries. 

In the current issue of Personnel 
Journal, it is pointed out that the 
law’s actual effect on labor and 
management will not be known 
until four developments have run 
their course. These are listed as: 

1. A sharp downward trend of 
business which would end the cur- 
rent tendency of management in 

(See WASHINGTON, Page 47, Col. 3) 
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Ford Develops 


Assembly Line 


For Radiators 


DEARBORN. — The Ford Motor 
Co. has developed a completely 
mechanized process for the manu- 
facture of radiators for 1949 Lin- 
coln, Mercury and Ford automo- 
biles, Mead L. Bricker, vice-presi- 
dent and director of general pro- 
duction, reports. 

Assembly line techniques were 
adapted to build what is believed 
to be the automotive industry’s first 
fully conveyorized line for volume 
production of radiators, he stated. 

Bricker said the Ford automatic 
processes not only are proving ef- 
ficient but productive of better 
radiators. Modern materials hand- 
ling methods, he added, have elimi- 
nated to a large extent manual 
handling of sub-assemblies as well 
as bench operations which formerly 
were responsible for considerable 
damage to radiator fins. 

Basic methods employed in the 
Ford radiator department have 
been retained but simplified and 
mechanized in an effort to provide 
a straight line flow of parts to sub- 
assemblies, final assembly, testing, 
inspection, painting and shipping. 

A laborious operation of individ- 
ually fluxing each assembled radia- 
tor core by hand has been replaced 
with a rotary fluxing fixture, Brick- 
er said. 

Utilizing a conveyorized, gas-fired 
soldering oven, the top and bottom 
ends of the tubes are soldered to 
the top and bottom headers by an 
automatic process which has elimi- 
nated manual handling and manual 
bench operations. The automatic 
soldering operation is new to radia- 
tor manufacture. 

Fifteen different assembly oper- 
ations which follow the soldering 
of the top and bottom headers in 
the automatic ovens, all of which 
were formerly performed by hand- 
ling the work manually on benches, 
are now accomplished while the 
work is traveling on a merry-go- 
round type assembly conveyor. 

“This final assembly conveyor is 
an excellent example of what can 
be accomplished by judicious use of 
mechanical materials handling,” 
Bricker said. “The conveyor not 
only eliminates virtually all of the 
damage to fins which resulted from 
performing the operations on 
benches but it also has reduced the 
amount of physical effort of the 
workers.” 


Morse, Formsprag 


Unite in Sales 


DETROIT. —- Frank M. Hawley, 
president of Morse Chain Co. divi- 
sion of Borg-Warner Corp. and Chis- 
holm N. Macdonald, president of 
Formsprag Co. of Ferndale, Mich., 
jointly announced the formation of 
the Morse-Formsprag sales depart- 
ment last week. 

The Morse-Formsprag sales de- 
partment will have headquarters at 
7601 Central Ave., Detroit 8. This 
organization binds the manufactur- 
ing facilities of the Formsprag Co. 
and the sales organization of the 
Morse Chain Co. Morse-Formsprag 
has developed a new line of over- 
running clutches for industrial use. 


Fuel Economy 
New Gadget Said to Cut 
Formation of Sludge 


BRANTFORD, Ont.—This city’s 
buses will soon be equipped with 
a gasoline-saving gadget invented 
by William Taylor, who said his 
development eliminates formation 
of sludge in internal combustion 
motors and can increase mileage 
upward of 12 miles to the gallon. 

According to Taylor, the gadget 
works like this: 

Connected to the manifold and 
oil intake, it sucks water and fuel 
vapor from the crankcase. Instead 
of the vapor condensing in the 
crankcase, it enters a can mounted 
on the oil intake where it is con- 
densed. The vayor then re-enters 
the manifold to be used over again. 
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Rubber Industry’s Big Four 
Get FTC Default Notices 


pra rr 


LOVE BROTHERS Motor Co. 


(DeSoto-Plymouth), 


Alice, Tex., has recently added 


lubrication, washing, body and paint departments and a used-car lot. 


High Frequency 
84% of °47’s Reported 
Radio Equipped 


NEW YORK.—Firm demand for 
new passenger automobiles, plus 
the increasing number of new-car 
buyers taking a radio as original 
equipment, will provide a good 
market for auto radios during 
1948, according to Frank W. Mans- 
field, director of sales research for 
Sylvania Electric Products Inc. 


Mansfield said that the number 
of radio-equipped new cars in- 
creased to approximately 84 per- 
cent in 1947, a big gain since the 
last prewar year. 

During 1947, he added, auto radio 
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“A 


production hit a new high of ap- 
proximately 2,860,000 units, a gain 
bes approximately 265,000 over the 
previous 1941 record. 


Break-Even Analysis 


Issued by Remington 


Sixteen practical lines of at- 
tack on break-even points 
through methods of reducing 
costs and increasing production 
are outlined in a new, illustrated 
brochure available from Reming- 
ton Rand, Inc. Copies of this 
brochure KD 367 can be obtained 
from any office of Remington 
Rand or by writing to Systems 
and Methods Research Dept., 
Remington Rand Inc., 315 Fourth 
Ave., New York 10. 


WASHINGTON. — Notices of de- 
fault were served on the rubber in- 
dustry’s Big Four last week, as the 
Federal Trade Commission took a 
step forward in exacting compli- 
ance with its order requiring the 
companies to file special reports in 
connection with an investigation of 
quantity discounts in the sale of 
tires and tubes. 

Special orders by the FTC di- 
rected U.S. Rubber, Firestone, Good- 
rich and Goodyear to file the re- 
ports on or before Feb. 24. When 
the reports were not forthcoming by 
that date, the government served 
on each corporation a notice of de- 
fault required as a prerequisite to 
possible imposition of civil penalties. 


Under terms of the act, if the 
reports are not filed within 30 
days after such notice, the com- 
panies become subject to a pen- 
alty of $100 a day for each day in 
default. 

Another section of the statute 

provides for issuance of orders by 
U.S. district courts commanding 
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compliance with certain commission 
orders. 

The default notices were served 
after the commission denied re- 
quests by three of the companies 
for additional time, ranging from 30 
to 45 days, within which to file the 
reports. The request of the fourth 
company for an extension of 20 
days was not received until Feb. 25, 
and it was also denied. It was re- 
ceived after the notice of default 
had already been mailed by the 
commission. 


Filing of the reports was ordered 
for the purpose of determining 
whether conditions in the rubber 
tire industry warrant action by the 
commission to establish maximum 
quantity limits of tires and tubes 
eligible for discount. 

' Fixing of such quantity limits is 
authorized by the Clayton anti-trust 
act. 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 


THREE DOLLARS and NINETY-FIVE CENTS 


Archer Names Beam | A M A Cc © 4 J 


er . 
ae eae ae 6646 CHARLEVOIX, DETROIT 7, MICHIGAN 


truck and commercial car depart- | 
ment of Archer Motor Co. (Ford) | 

350 Monroe Ave., Rochester, N. ¥.| 

Riiy Archer is president. 
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Feb. Auto Stock Loss 
Less Than Jan. Drop 


By George Deery 
Staff Writer 


ONTINUING the January trend 

to the downside, both the auto 
share index and the Dow-Jones 
industrial average gave up more 
ground in February. 

However, followers of the auto 
issues can find some comfort in 
the better behavior of this group, 
relatively, in the shortening of 
the comparative gap between its 
February decline and that for 
the previous month. 

For the month ended Feb. 28, 
the nine auto manufacturers’ 
stocks showed a decline of 5.4 per- 
cent against a drop of 4.5 percent 
by the 30 industrials measured by 
the Dow-Jones yardstick. 

This compares favorably with 
11.3 percent decrease in the auto 
share index for January, when the 
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Chester J. Brost, Dodge Dealer, Buffalo, New York 
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industrial average was able to hold 
its decline to 2.9 percent. 

While the market was indecisive 
during much of the past month, 
and for that reason believed to 
have little significance because of 
the light turnover, it could be said 
that the narrowing of the margin 
of the drop between the auto and 
the other index means little. 

This reasoning, logical as it 
sounds, finds a challenge in the 
extent to which share purchas- 
ers evaluate the outlook for the 
auto industry intelligently. As 
yet, no voices have risen to doubt 
that the industry still faces ex- 
cellent prospects generally. The 
same cannot be said of many 
other lines. 

Recognition of this fact will, in 
the opinion of this writer, result 
in a better performance by the 
auto stocks during March than by 
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“I’VE BEEN a Dodge dealer for ten years, and 
before that I was one of the country’s biggest 
dealers in lower priced cars. I knew all about 
the Dodge dealer agreement before I became 
a Dodge dealer. When the chance came, believe 
me, I signed one of those agreements myself. 
So far as I know, it’s the only dealer contract 
of its kind in the world. It takes in two distinct 














Auto Stocks 
Mar.1 Feb. 21 
Chrysler ........ 56% 54% 
Crosley ......... 6% 6% 
General Motors . 52% 52% 
Hudson ......... 16 15% 
Kaiser-Frazer 9% 10 
DEE Nescrvevess 16 16 
Packard ........ 4% 4% 
Studebaker ..... 17% 16% 
Willys-Overland. 7% 1% 
Average for 
Nine Stocks .. 20.68 21.36 
the industrial average. If the 


downside is the top market influ- 
ence, then the auto index will 
weaken less than the industrials, 
and if the March move is upward 
from the present rut, the same pre- 
diction follows—a better deal for 
the followers of the auto issues. 
* . * 


ANY of the factors back of 
such predictions are as shift- 

ing as the March winds. But it 
appears to this observer that the 
many favorable factors for the car 
manufacturers will not be lost by 
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lines of cars and a great line of trucks. It affords 
a huge market potential, for car and truck sales, 
for parts sales, and for service. All in one single 
agreement. It’s the best in the business.” 


DODGE * PLYMOUTH * DODGE“ Job-Rated’ TRUCKS 


DODGE—DIVISION OF CHRYSLER CORPORATION 
7900 JOS. CAMPAU, DETROIT 11, MICH. 





investors in sizing up their com- 
mon stocks for the short-term 
future. 

The changes in the nine stocks 
comprising the Automotive News 
Auto Stock Index from the close 
for January to Feb. 28 follow: 


Feb. 28 Jan. 31 


CHEF GUEE © ccscssivwivsdveciss 55 58% 
RE oceniasannnsitoctiscens 6% 7 

General Motors ........ 52% 55% 
NS os cateorswvesiovenevsnve 15% 18% 
Kaiser-Frazer ............ 8% 13% 
BEE Sinkiv co scdheeidssivostivevcode 16 17 

INE. cenneviphsscscthoeckixs 4% 4% 
Studebaker ................ 17 19% 
WERE, ied vicioverteconties ™ 85% 





Steel Taxes Exceed 


Net for 12 Years 


During the 12 years 1935-46, 
tax collectors received more 
money from the steel industry 
than the industry earned as its 
net profits, American Iron & 
Steel Institute announced last 
week. Tax payments by the in- 
dustry during that period totaled 
over $3,737,000,000, whereas the 
industry’s profits totaled about 
$2,243,000,000. Average annual 
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tax payments were $311,000,000, 
while average annual earnings 
amounted to $187,000,000. 

Since the inception of Social 
Security in 1936, the steel indus- 
try has paid more than $526,000,- 
000 into federal and state funds 
for this purpose up through 1946. 
State and local tax payments for 
the 1935-46 period approximated 
$827,000,000. The remainder went 
to the federal government. 


Good Quarter 


Best Period in History Seen 
For Oil Firms 


“The earnings of oil companies 
in the current quarter are expect- 
ed to exceed those of any similar 
period in the industry’s history. 
This is based on the high volume 
of production, which is at a peak 
level, and the unprecedented de- 
mand for petroleum products, 
coupled with the higher prices be- 
ing received at retail,” according 
to the New York Times. 


“Normally, the first quarter of 
a year is the poorest from an 
earnings standpoint for most oil 
companies. However, crude oil 
prices were advanced last Decem- 
ber by 50 cents a barrel and prod- 
uct prices were increased to cover 
the higher postings for crude oil. 

“With present prices likely to 
continue for this quarter at least, 
unless some action is taken by the 
federal government to roll them 
back, it will be the first full three 
months’ period that they will have 
been in effect.” 

* e a 


Fractions 


An additional 65,000 tons of steel 
monthly over 1947 is anticipated 
by the petroleum equipment indus- 
try under the voluntary allocation 
plan of the Department of Com- 
merce. . . . Under the heading 
“Quality Stocks Offering Liberal 
Yields,” a leading investment ad- 
visory service lists Continental Oil, 
Socony-Vacuum, Standard Oil of 
Cailfornia, Standard Oil of Ken- 
tucky, Union Oil of California. 

Standard Oil of Ohio last year 
processed 11.5 percent more 
crude oil at its refineries than 
in the preceding year. ... War 
and inflation go hand-in-hand. 
Sharp commodity inflation has 
followed the War of 1812, the 
Civil War, and the last two 
World Wars. 


Less than 300 firms out of about 
90,000 queried in 1946 had a guar- 
anteed annual wage plan in effect. 
: . Standard & Poor’s Outlook 
said Dana Corp. at 20 “is regarded 
as one of the most interesting 
speculations in the auto parts 
group.” . . . William O’Neil, presi- 
dent of General Tire & Rubber, 
made a gift of 1,430 common 
shares, decreasing his holdings to 
3,060 shares, according to the SEC. 

Arthur E. Pew jr., director of 
Sun Oil, sold 4,000 shares of com- 
mon stock in January, reducing 
his holdings to 43,155 shares, the 
commission reported. . . . Another 
“insider” transaction was the sale 
of 2,000 shares of Studebaker in 
January by H. S. Vance, chairman. 
leaving his holdings at 12,000 
shares. 

A $5,000,000 loan from banks 
brought Hudson’s outstanding 
notes up to $13,000,000, according 
to a report to the Securities & 
Exchange Commission. The re- 
payment schedule is as follows: 
$2,000,000, Jan. 6, 1949; $1,000,000, 
April 20, 1949; $6,000,000, Jan. 6, 
1950; $1,000,000, April 20, 1950, 
and $3,000,000, April 20, 1951. 
Gabriel Co. 1947 earnings are 

estimated to have been in excess 
of $7,000,000. This would compare 
with $5,089,638 in 1946. 

a * 2 


Earnings 


Plymouth Oil—For 1947: Net 
profit, $4,197,420 or $4.01 a share, 
compared with $2,105,239 or $2.01 
a share for 1946. December quar- 
ter: Net profit, $1,692,318 or $1.61 
a share, compared with $713,879 or 
68 cents a share for final quarter 
of 1946. Figures exclude earnings 
of Republic Oil Refining Co., which 
is 50 percent owned by Plymouth 
Oil. 

E. I. duPont de Nemours & Co. 
—Earnings applicable to its com- 
mon stock for the year ended with 
last December were equal to $9.88 
a share. This compares with $9.44 
a share earned in 1946. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 


Attorney at Law 


T IS WELL KNOWN that ordi- 

narily all public officials and em- 
ployes are liable for injuries to 
others caused by negligence. But 
a late higher court held a state 
law valid which exempts such pub- 
lic officials and employes from lia- 
bility. 

For example, in McDermott v. 
Irwin, 73 N. E. (2d) 86, it was 
shown that a state law exempts 
policemen from all liability when 
driving automobiles for injuries 
caused pedestrians and automobile 
drivers. 

One McDermott received serious 
injuries when the ambulance in 
which she was riding was struck 
by a city ambulance driven by a 
police officer. McDermott sued the 
police officer for damages and 
proved that the ambulance failed 
to sound siren, whistle or bell, and 
came into the intersection through 
a red light and on the wrong side 
of the street. 

Nothwithstanding these facts the 
higher court held the police officer 
not liable saying: 

“The statute exempting city po- 
licemen from personal liability for 
injuries caused by their negligent 
operation of motor vehicles is con- 
stitutional.” 

* * * 

MODERN higher courts consist- 
ently hold that the trustees of a 
corporation are charged with fidel- 
ity in the performance of their 
functional duty. Therefore corpo- 
ration directors may not legally use 
their official duties for the benefit 
of another corporation. 

For example, in Ray v. Home- 
wood Inc., 27 N. W. (2d) 409, the 
court held: 

“The law confines the business 
management of a corporation to 
its directors, and they are vested 
with a fiduciary responsibility to 
administer its affairs. As such, 
they are charged with the duty 
to act for the corporation accord- 
ing to their best judgment. 

“Directors may not agree to ex- 
ercise their official duties for the 
benefit of any individual or inter- 
est other than the corporation it- 
self.” 

- * o 

ACCORDING to a recent higher 
court, where a purchaser of an 
automobile signs papers in blank 
and entrusts the dealer to reduce 
an oral agreement to writing, the 
dealer is charged with the duty of 
reducing this contract to writing 
to conform with the verbal agree- 
ment. His failure to do so results 
in the written contract being void 
and the court may hold the dealer 
liable. 

For example, in Mot Motor Sales 
v. Mielsch, 199 S. W. (2d) 552, the 
tesimony showed facts, as follows: 

One Mielsch testified that he 
purchased a Buick automobile 
from Mot Motor Sales for $2,700, 
of which amount $1,656.25 was 
paid by check and that $1,043.25 
was paid in cash. Mot Motor 
Sales denied that Mielsch had 
paid the sum of $1,043.25 in cash. 


Mielsch further proved that he 
signed the papers pertaining to the 
purchase of the automobile in blank 
and turned them over to Mot Mo- 
tor Sales which later filled in over 
his signature certain stipulation 
not according to the verbal agree- 
ment. 

The higher court ordered Mot 
Motor Sales to pay Mielsch the sum 
of $1,043.25 and $500 attorney’s fees, 
with interest and costs. This court 
said: 

“Where one entrusts to another 
the reducing of an oral agreement 
to writing, and the former incor- 
porates therein matters which had 
not been agreed on, there is no ob- 
ligation to carry out the terms 
thereof.” 

Another unusual and important 
point of law decided by this 
higher court was, as follows: Al- 
though Mot Motor Sales tesified 
that Mielsch had paid $1,043.25 
in cash, and no witnesses saw 
Mielsch pay this amount in cash, 
the jury believed Mielsch and dis- 
believed the automobile dealer. 

The higher court approved the 
verdict, saying: 

“Appellants (Mot Motor Sales) 
deny that they received the pay- 


ment of $1,043.25, claimed by ap- 
pellee (Mielsch) to have been paid 
in cash. ... The jury having found 
that appellee did pay the sum of 
$1,043.25 in cash and... jurors 
have a right to use their common 
knowledge and experience in weigh- 
ing the evidence before them.” 


* * * 


ACCORDING to a recent higher 
court, the mere fact that the op- 
erator of a motor vehicle drives 
it into the rear of a stationary 


automobile on the road ahead of 
him does not prevent his recovery 
of damages, unless it appears from 
facts surrounding occurrence that 
he was at fault. 

On the other ,hand, under no 
circumstances will the court 
award damages to a motorist in- 
jured as a result of his own neg- 
ligence. 

See Hemel v. United States Fidel- 
ity, 31 So. (2d) 38, reported Sep- 
tember, 1947, where a motorist was 
temporarily blinded by the lights 
of an approaching automobile and 
collided with rear of a motor truck 
which was parked in the middle 
right lane of the highway. 

The higher court refused to allow 


the motorist damages, saying that 
he was contributorily negligent in 
not seeing what a reasonably care- 
ful and prudent driver would have 
seen and avoided. 


Peoria (Ill,) L-M Dealer 
Expects March Opening 


Remodeling of a building at 813 
Main St., Peoria, Ill., has been un- 
dertaken by Pere Marquette Motors 
Co. (Lincoln-Mercury), according 
to William E. Nash, general man- 
ager. 

Nash expects to have the dealer- 
ship alterations and service facili- 
ties completed in time for a mid- 
March opening. 
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ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 


1866 
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1-H Opens Center 


In Cincinnati 


CINCINNATI.—Announcement of 
the formal opening of a new Inter- 
national Harvester Co. truck sales 
and service branch here at 2901 Gil- 
bert Ave., was made last week by 
K. W. Freeman, the company’s mo- 
tor truck southern region manager. 

The new headquarters covers 
47,000 square feet. The building has 
showroom, sales offices, parts de- 
partment, truck service station, and 
warehouse areas on the ground floor 
and executive and accounting of- 
fices on the second floor. 


THE WHELAND COMPANY 


FOUNDRY 


DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 





24 





While automobile public 
tions has aroused a good deal of 
mixed comment, the end result 
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__Auto Advertising — 


Press Report Gives 
Nod to Auto Industry 


By Bob Finlay 


rela-|adroit handling largely prevented 


unfavorable treatment. 
“Indeed,” says the _ report, 





| 


A LITTLE PLANNING and coordination is giving Roy Hill Co. (Chevrolet), Dallas, 
Tex., ‘‘double showing’’ on some of its 24 sheets. Wherever and whenever possible, Hill 
tles in with the national campaign. The two boards shown, situated on the Dallas-Fort 
Worth highway, the most traveled in Texas, were on view during February. Hill also 
has won the award of merit of the Dallas Advertising League for its direct-mail adver- 
tising in 1947. Earl F. Hayes is general manager of the firm. 





“much of the news on these sub- 
jects has been so presented as 
to reflect favorably on the auto- 
| mobile industry.” 

By companies, the leaders were 
Ford 42.0, TWA 23.5, GE 19.5, GM 
18.7, Pan American 16.5, American 
| Airlines 10.8, U. S. Steel 10.3, NWA 
8.9, Chrysler 7.6 and C & O 7.5. 


In the Twohey rating, cover- 
age, visibility and value are con- 
sidered. Coverage deals with the 
portion of the newspaper read- 
ing public which had put before 
it the material; visibility the ex- 


seems to be pretty good. 


At least that’s hew it looks 
from a reading of a report by 
James S. Twohey Associates on 
press treatment of selected com- 
panies and industries for the last 
six months of 1947. The Twohey 
report considers not only the 
amount and visibility of press 
notice but seeks to determine 
the value. 

On such a basis, the auto indus- 
try led all the rest, with a rating | 
of 115.6. Oil got 85.8, air 63.4 and 
rail 34.2. The report points out that | 
the auto industry was in the spot-| tent to which newspaper empha- 
light because of production and| sis devices, such as headlines, 
labor problems, often a source of| pictures and page preference, 
an unfavorable press, but through were used, and value the average 








the news story. 

Modifying factors are considered 
in relation to value. For instance, 
a price increase would normally 
be unfavorable, but it might be 
handled in such a way to neutral- 
ize the unfavorable value or even 
bring a favorable impact. 

+. + + 


Like Old Times 

Reminiscent of the prewar 
auto sections is the 16-page sec- 
tion of the Feb. 22 Boston Globe 
which Harry Stanton, auto edi- 
tor, sends along. It marked the 
auto dealers’ open house on 





reaction of the average man to Washington’s 


birthday during 
which all auto dealers kept open 
to display 1948 models. 


* * + 


Record a Month 


Total retail linage established an 
all-time record during every month 
of 1947, indicating that more stores 
than ever before, operating in a 
wide variety of retail classifications, 
are making use of the newspaper 
advertising medium, says John Gie- 
sen, director, retail division, Bureau 
of Advertising, ANPA. 

Giesen based his statement on an 
analysis of figures revealed in the 
new 52-city report of newspaper 





Imagine anything but spring upholstery 


standing up in service ike wis! 




































AKE a long-range view of the up- 

holstery that’s going into the car 
you make. What condition will it be 
in five years from today—after it’s 
been “through the mill”? Saggy and 
lumpy? Or just as resilient and com- 
fortable as the day it was installed? 


“Just about like new” will prob- 
ably be your answer if that uphol- 
stery contains springs. The reason 
for that is simple. Springs are made 
of steel—the material that just can’t 
be beat for long life under the rough- 
est, toughest treatment! 


In Premier Steel Spring Wire we 
offer fine, selected steel that has been 
especially treated to be uniform and 
tough so that springs made of it will 
have a high degree of resiliency, hold 
their shape under long, hard usage. 


Yes, for smoother, more comfort- 
able rides . . . for longer-lasting up- 
holstery—install spring upholstery— 
and be sure the springs are made of 
Premier Spring Wire. It’s the finest 
upholstery spring wire available. 


AMERIC 


UNITED 


AN STEEL & WIRE 


COMPANY 


Cleveland, Chicago and New York 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 
Tennessee Coal, Iron & Railroad Company, Birmingham, Southern Distributors 


United States Steel Export Company, New York 


STATES 


STEEL 
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linage published by Media Records. 

Total retail linage outstripped 
1946 by 16.1 percent in 1947 to reach 
the record figure of 1,127,242,002. And 
the grand total of newspaper linage 
in 1947 established an additional 
record, rising 16.1 percent to 2,008,- 
535,854 lines from the 1946 figure of 
1,729,713,225 lines. 

* * ®¢ 


Lawler Was There 


Seems that the boys who write 
the Nash press releases omitted 
the name of N. F. (Shad) Lawler, 
one of the prin- 
cipal speakers, 
from the story on 
the recent meet- 
ing in Chicago of 
zone and district 
managers. And 
since the story 
DID carry the 
name of one of 
those boys who 
write the press 
releases as a 
; speaker, the omis- 
sion has become a little em- 
barrassing. Just to clear things up, 
when the show moved down to St. 
Louis, those same boys who write 
the press releases arranged to 
have Lawler posed beside a huge 
blowup of the St. Louis Globe- 
Democrat, carrying a_ headline, 
“SHAD LAWLER WAS HERE.” 


Accessory Accounts 


Ohio Advertising, Cleveland, has 
obtained the S. E. Hyman Co. (Fre- 
mont) account for promotion of au- 
tomobile seat cover fabrics. Same 
agency got the Shuler Radiant Co. 
(Cleveland) account for promotion 
of Feda radios. 


* 7 . 
Goodwill 


As an employer-employe good- 
will project, many firms are re- 
ported distributing income tax 
guides to employes during January 
and February through a special 
industry arrangement with the 
publishers—Reader Service, 248 W. 
17th St., New York. The tax guide 
covers contain identification and 
company promotion. 

* © ®@ 


Names 


George Stout, sales promotion 
manager of Perfect Circle Corp., 
has resigned to devote full time to 
establishing his 
own merchandis- 
ing and advertis- 
ing service in 
New Castle, Ind. 
Stout joined Per- 
fect Circle in 1925 
as sales corre- 
spondent. From 
1929 to 1946 he 
was the com- 
pany’s advertising 
manager. In _—e 
April, 1946, Stout Gesege Sheet . 
was named sales promotion man- 
ager to handle the introduction and 
promotion of Perfect Circle’s two 
newest products, Plastigage and 
Bearing Adjusters. 


Seth W. Jewell has joined Camp- 
bell-Ewald Co., Detroit, as an as- 
sistant account executive, H. G. 
Little, general manager, announces. 


Frank W. Seivert has been ap- 
pointed advertising manager for 
the Kellogg division of American 
Brake Shoe Co. 


The newly merged Cresmer & 
Woodward, newspaper representa- 
tives, will maintain two offices in 
Detroit until suitable quarters can 
be found. Thomas O. Eichelberger 
is at 8-238 General Motors Bldg. 
and Don A. Jansen and Frank C. 
Davies at 641 New Center Bldg. 
Both Jansen and Eichelberger are 
vice-presidents. 


D. P. Brother, president of D. P. 
Brother & Co., Inc., national ad- 
vertising agency, announced last 
week promotion of Vice-President 
Clarance Hatch to the post of 
executive vice-president and Carl 
Georgi jr. to vice-president. Hatch 
is serving as account executive on 
Oldsmobile and Georgi continues as 
director of all media. 


Election of Storey M. Larkin to 
the board of directors and the re- 
incorporation of Caldwell - Baker 
Co., Inc., Indianapolis advertising 
agency, as Caldwell, Larkin & Co.. 
Inc., have been announced by 
Howard C. Caldwell, president and 
general manager. Larkin is iden- 
tified with many leading automo- 
tive advertisers. 
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South African Door Open .. . 


AUTOMOTIVE NEWS, MARCH 8, 1948 


New Import Program 
Aids U.S. Makers 


By Eric Blackwell 
Staff Correspondent 


JOHANNESBURG, South Africa. 
—Published accounts of some of 
the decisions made by the South 
African government at the Geneva 
trade conference had some inter- 
esting repercussions. 


The statement that, in the fu- 
ture, duties on passenger car im- 
ports would be at the rate of 20 
percent ad valorem was hailed 
by some as marking an end to 
the preference given British in- 
terests, and by the British as a 
“stab in the back.” 


That statement, it is now appre- 
ciated, referred only to maximum 
duties that might be imposed by 
the South African government, 
which really collects duties sub- 
stantially lower than such a max- 
imum, |. 


Until recently, import duties on 
passenger cars coming into the 
Union of South Africa were as- 
sessed without distinction as to the 
countries of origin on the follow- 
ing basis: 


1. On cars having an f.o.b. value 
of $1,600 or less, a duty of $4.60 
per 100 pounds of weight as 
shipped. 


2. On cars having an f.o.b. value 
of more than $1,600 but less than 
$2,400, a duty of 25 percent ad 
valorem or, in simpler phrasing—25 
percent of actual f.o.b. value. 


3. On cars exceeding $2,400 f.o.b. 
value, a duty of 30 percent ad 
valorem. 

Because 95 percent of imports 
in South Africa fall under the 
first category, this duty is natur- 
ally more favorable to cars of the 
Chevrolet and Plymouth type. On 
these types, the duty represents 
only about 12 percent ad valorem. 

The bulk of British automotive 
imports consist of cars weighing 
about 1,000 pounds less than the 
average American make, but hav- 
ing an f.o.b. value approximately 
the same. Thus, the British car 
usually benefits from a $46 lower 
import duty. 

Such a situation no doubt lends 
some color to the general impres- 
sion that British cars get prefer- 
ential duty fees. 

The fact is, however, that if a 


Ford Launches 7 
Plant Retooling 
To New Models 


DETROIT.—More than 1,000 men 
at the Rouge already are engaged 
in moving heavy machinery and 
rerouting conveyor lines so that 
1949 models will start rolling on 
schedule, it is announced by Ford 
Motor Co. 

The job is scheduled to be com- 
pleted by April 1. 

Four hundred production work- 
ers are working with the general 
maintenance department under an 
agreement between Ford and the 
UAW-CIO. 

Conversion is well underway in 
six buildings. Heavy machinery is 
being moved to new positions in 
the plastics building. More than 
200 machines and presses are be- 
ing moved to the recently acquired 
Mound Rd. plant. 

A new conveyor line for the as- 
sembly of frames is under con- 
struction in the cold heading build- 
ing. More than 400 machines are 
being moved out of the gear and 
axle building and 741 items are 
being rearranged within the build- 
ing. 

A large conversion project is 
underway in the press steel build- 
ing where huge presses are being 
moved to new locations. In the B 
building, Mercury and Ford final 
lines are being reconverted. 





Dorn-Byrnes Motors 


Thomas Byrnes and Harold Dorn 
have incorporated Dorn- Byrnes 


Motors, Inc., to operate an automo- 
bile dealership with $50,000 author- 
ized capital stock at 6533 Cham- 
berlain, University City, Mo. 


20 percent ad valorem basis had 
been adopted in place of a duty 
calculated on weight, American ex- 
porters would have suffered heav- 
ily. 

But the action of the South 
African government at Geneva 
in enlarging the limits of rated 
duties was important and has 
benefited both American and 
British exporters considerably. 
Many American models which 
were perilously near the $1,600 
f.o.b. value and others over that 
value have been saved from pay- 
ing the 25 percent ad valorem. This 
meant a saving of $300-$400 in duty 

and $400-$500 in retail price on 
each car. 


In view of the large “cars- 
knocked-down” business seen in 
the expansion of General Motors 
and Chrysler plants, it is antici- 
pated that within a year or two 


90 percent of American car ex- 
ports will be dutiable on the basis 
of an average of less than $100 
on a low-priced car. 

In Johannesburg recently for a 
luncheon in his honor, C. B. 
Thomas, president of Chrysler 
Export Corp., told a group of this 
country’s industrial representa- 
tives: 

“South Africa is today the most 
important export market left to 
the motor industry of the United 
States. Because of your dollar hold- 
ings and your production of gold 
many thousands of vehicles intend- 
ed for other countries which are 
now closed to us will be diverted 
to the Union.” 

Thomas applauded the “spirit of 
friendliness” which he said was so 
evident among local dealers. 


Later in Capetown, Thomas told 
a group that British car makers 
had made serious bids for the 
South African market and that if 
American makers wanted to retain 
their status they would have to 
devote more attention to it. He 
suggested that dealers in Ameri- 
can vehicles get more publicity for 
their cars by promoting exhibi- 
tions. 








ABOUT 25,000 SQUARE FEET of space is occupied by I 


10-point dealer, 342 E. Market St. 


All Bowers Production 


Based at Reading, Pa. 


HARRISBURG, Pa. (UTPS).— 
Bowers Battery & Spark Plug Co. 
of Reading is moving its spark plug, 
battery charger and ignition cable 
department from Elkton, Md., to its 
Spring Valley plant at Reading, it 
has been announced by the state de- 
partment of commerce. 


The move was completed and the 
three departments were in opera- 


ndianapolis Nash, Inc., a 
W. A. Grawemeyer is president of the firm. 





tion March 1. The change will move 
all of the company’s manufacturing 
operations out of Elkton, leaving 
only a warehouse there. 

od * + 


Lake Region Motor Cited 


Lake Region Mctor Co. (Nash), 
Winter, Haven, Fla., has received 
a 10-point dealer plaque. Clyde E. 
Wilson of Atlanta, assistant zone 
manager, presented the award to 
Floyd E. Clevenger, dealership 
manager. 


D ? SOTO. the car that 


‘les you drive without shi ling l 
now gives you 





SUPER: CUSHION TIRES 


mounted on new. wider 


SAFETY: RIM WHEELS 


“THE ADVENTURES OF CHRISTOPHER WELLS” EVERY TUESDAY NIGHT OVER ALL COLUMBIA STATIONS 


for extra protection 


e 











STADIUM AUTO SALES, Inc., 1201 W. 16th St., Indianapolis, has been appointed 
dealer in the Indiana territory by Keller Motors Corp., Huntsville, Ala. O. H. Eberhard 
is president of the dealership. The firm will also serve as special distribution represen- 
tative in that state, according to George D. Keller, president. 


Peckat Offers New Willard Plant 
All-Metal Shad e, Dedicated in Portland 


PORTLAND, Ore.—Formal dedi- 
2 Other Items 


cation of the new Willard Storage 
Battery Co. plant here was cele- 

MAYWOOD, Ill—An adjustable 
all-metal auto shade, known as 


brated with a civic luncheon at- 
tended by Gov. John H. Hall of 
the Airform, has been introduced | Oregon, Mayor Earl Riley of Port- 
by Charles Peckat Mfg. Co. of|land, and other notables. 
Maywood. Peckat also manufac-| C. E. Murray, Willard executive 
tures the Leatherwove auto shade. | vice-president, said the new struc- 
Simultaneously, Peckat an-/ture was built and equipped at a 
nounced the Signal-Vu, a plastic| cost of approximately $1,000,000 
lens which attaches to the wind-/anq has a eapacity of 250,000 bat- 
shield to reveal overhead traffic 
light signals, and the Universal 


teries a year. 
Jakit, a water-repellent leatherette 
container for tire tools. 

The aluminum surface of the 
Airform shade, according to the 
producer, is curved so as to pro- 
vide rigidity in strong winds and 
to blend with body styling. 

One model can be fitted to any 









































PECKAT’S new auto shade features a 


curved aluminum surface for added 


strength and appearance. 


make of car and the driver can 
have complete eye vision adjusta- 
bility to suit his individual needs, 
it was stated. 

Like the Leatherwove shade, 
Peckat said, the Airform features 
“clamp-on” brackets made of Bond- 
erized steel. The aluminum surface 
of each shade can be painted with 
any lacquer or enamel matching 
coat, it was added. 

Other features of the new shade 
include a decorative center strip 
of stainless steel, chrome-plated 
brass screws, and the need for only 
one center bar due to the non- 
flutter features claimed because of 
the shade’s curved design. 


Bendix Training 


Service Sellers 


SOUTH BEND.—Service sales 
representatives of the Bendix Prod- 
ucts division, Bendix Aviation 
Corp., are attending a school on 
service and maintenance of vac- 
uum power equipment at the South 
Bend plant, according to T. A. 
Kreuser, service sales manager. 

In March these men will start 
special service schools at major 
distributing points throughout 
their territories. These schools will 
be attended by mechanics from the 
service departments of Bendix dis- 
tributors and dealers, Kreuser ex- 
plained. 


Retirement Plan Adopted 


By John Wood Firms 

CHICAGO.—A retirement plan 
for all salaried employes of John 
Wood Mfg. Co., Inc., has been an- 
nounced by J. B. Balmer, president. 
The company produces a complete 
line of water heaters, range boil- 
ers and underground liquid stor- 
age tanks. 

The retirement plan also covers 
employes of its two wholly owned 
subsidiaries, Service Station Equip- 
ment Co., Muskegon, Mich., maker 
of Bennett gasoline pumps and Eco 
tire inflation equipment; and Su- 


perior Metal Products Co. St. 
Paul, Minn., producer of dairy 
equipment. 
McAdow Joins Pape 
Dudley McAdow has been ap- 2 


pointed general sales manager of 
Pape Chevrolet Co., Inc., Bronx, 
N. Y., according to W. A. Pape, 
president. McAdow formerly was 
new-car sales manager for another 
large Chevrolet dealer in the Hast. 


An 











Smartly designed horn button of spark- 
ling ‘‘Lucite”’ is smartly useful, too. Another 
distinctive feature in MIcRO-STYLING... 
another sales-plus for the car! 





eye-catching tail-light lens of shatter- 
resistant ‘‘Lucite.” Has long-lasting beauty 
and durability, excellent optical properties. 
A smart touch in Micro-Sry.inc for sales! 
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WASHINGTON.—Federal au- 
thorizations for highway purposes 
should be based strictly on traffic 
needs and should be kept to a 
minimum, consistent with meeting 
indispensable requirements as 
shown by careful appraisal, the 
U. S. Chamber of Commerce told 
Congress last week. 

In identical statements filed with 
Senate and House subcommittees 
on roads, the chamber emphasized 
that the current necessity for cut- 
ting the federal budget makes it 
essential that appropriations for all 
purposes be held down. 

While not naming any specific 
amounts of authorizations for 
highway work, the chamber said 
that continued federal-state co- 
operation was the most economical 
and efficient way to attain a high- 
way system capable of meeting the 
needs of interstate commerce and 
the national security. 

The chamber statement opposed 








Highway Economy Urged 


Congress Told That Federal Budget Cut Makes 
Minimum Road Appropriations Necessary 


making the authorization for an 
indefinite period as proposed in 
some of the pending bills but said 
“there should be recognition of the 
necessity of advance planning by 
the national, state and local au- 
thorities concerned as well as the 
highway construction industry.” 
“As to provision of rights of 
way,” 
“the chamber believes this is pri- 
marily a local function and should 
be the responsibility of the states, 
either alone or in cooperation with 
their subordinate jurisdictions. 


“Elimination of federal partici- 
pation in the costs of the rights 
of way would result in a wider 
spread of the necessarily limited 
federal funds and thus assure the 
most effective discharge of the 
chief federal function of promoting 
coordination of highway work in 
the national interest.” 


Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 


MICRC 


A light that flashes through a ‘‘Lucite” 
lens when gas is running low. It’s a little 
thing. But it’s an idea for Micro-StTyLinG 
that may help sell the car! 








the statement continued, |. 


Combination 
Exterior of Trailer Coach 
Uses Fiberglas, Plastics 


TOLEDO.—Fiberglas and plas- 
tics are now combined to do serv- 
ice as the exterior of a new trailer 
coach. 


The first of these coaches, light 
in weight and fire resistant, has 
been delivered to a Toledo dealer 
by the manufacturer, Clipper 
Coach Co. of Tipp City, O. 

The material covering the coach 
is known as Marcolite and is man- 
ufactured by Marco Chemicals, 
Inc., Sewaren, N. J. The coach unit 
includes a bedroom, kitchen and 
combination dining and living 
room, 


Getz Joins Ace Motors 


Appointment of Wallace F. Getz 
as secretary and treasurer of Ace 
Motors, Inc., Indianapolis, Central 
Indiana Hudson distributor, has 
been announced by William H. 
Schmelzel, president. Getz also will 
head the business management de- 
partment of the entire territory 
served by the distributor. 





a%s 


automobile accessories for 
beouty and viility teo. 





Engine performance and beautiful lines are 
not the only sales appeals your future cars 
must have. An ultra-smart set of instrument- 
panel fixtures...a well-placed ash receiver 
...a streamlined horn button ...a lot of 
little things will count! Your treatment of 
these big little things—your MICRO-STYLING 
for beauty and utility too—will be reflected 
in tomorrow’s sales. So, when you plan that 
car of the future and gear it for sales—give 
it MICRO-STYLING! 
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Motley to Address 
Joint SAE Dinner 
In Toledo 


TOLEDO.—Arthur H. (Red) Mot- 
ley, publisher and president of Pa- 
rade Publications, will address the 
Toledo regional dinner-meeting 
sponsored by the Society of Auto- 
motive Engineers, Detroit section, 
and the Toledo technical council at 
the Commodore Perry hotel March 
29 


Moltey will talk on the subject: 
“How Well Are We Minding Our 
Own Business?” C. S. McIntyre, 
vice-president of Monroe Auto 
Equipment Co., is SAE chairman 
for the meeting. Toastmaster will 
be Daniel H. Kelly, executive vice- 
president of Electric Auto-Lite Co. 


K-F Franchise Assigned 
Aero Motors, Fort Wayne 


Aero Motors, 1721 S. Calhoun 
St., Fort Wayne, Ind., has been 
named as a dealer for Kaiser- 
Frazer. An afternoon open-house 
reception celebrated the new ap- 
pointment. 


THIS "an te SCENE is 


Yoqation 
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Turner Buick Corp. 


has changed its! charter. 


a portion of the Nash exhibit in the Mlinols Sportsmen and iati 
Chicago. Left to rieht: L. B. Hakes, Chicago sone managers Jonepn | lation. 
Jezbera, =, Cannes Southtown Nash Sales; Orin Benson, celebrated 
Raiph Scheu, » President, Chicago Nash, Inc.; owasl thedey, gundam, Dewar & Ge.. 
Au . m. 


name to Turner Buick Corp., ac- 


Drinkard-Payne Buick Corp of| cording to an amendment to its 
Richmond, Va., 


HAGERSTOWN, Md. — Pointing 
out that postwar safety campaigns 
already have brought a marked 
reduction in the highway accident 
rate, Ed J. Buhner, president of 
the American Trucking Assns., 
Inc., has called on truck drivers 
all over America to take the lead 
in promoting courteous driving 
and thereby bring about a further 
improvement in the nation’s safety 
record. 

Buhner delivered the keynote 
address here on the theme of high- 
way safety before a statewide con- 
vention sponsored by the western 
Maryland chapter of the Maryland 
Motor Truck Assn. He was intro- 
duced by J. Marshall Stewart, vice- 
president of the Maryland asso- 
trainer; “More than a year ago,” Buh- 
ner said, “you were addressed 
here in Hagerstown by Ted V. 
Rodgers, then president of ATA 
and now chairman of our board 
of directors. He told you then 
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CAR TOMORROW 





GIVE IT MICRO-STYLING...GIVE IT 


v4 


WHY USE “LUCITE"''? Few materials can 
be more useful to you in Micro-STyLiInG 
your car for eye-catching beauty and 
practicability too than Du Pont 
‘‘Lucite” acrylic resin. Look at all these 
special features! 


BEST FOR UTILITY... Time-tested on 
‘**Lucite” re- 


cars since 1937, 
, 6} sists breaking, sunlight and 
7 bad weather. It is not dam- 
aged by gasoline, lubricants, 
or by many common solvents that cause 
crazing of some plastics. Proved for ex- 
posed lenses, hood motifs, and trim. 


BEST FOR STYLE... Because ‘‘Lucite™ 
offers excellent an serene for 
smart, practical design. Use it 
for dial faces, horn buttons, 
knobs.. etc. Comes in a wide 


LUCITE* 


THE TIME-TESTED PLASTIC 


range of color-fast hues, transparent, 
translucent and opaque. 


BEST FOR LIGHT-REFLECTION ... 


That's right! Tests show 
that ‘‘Lucite,’’ because of 
its light-transmission and 
its ability to be molded ac- 
curately, is especially excel- 


=s:19 


lent for reflectors. In transparent form, 
it transmits up to 92% of light. It also 
‘* edge-lights”’ and can ‘‘ pipe” light 
around curves. 





WRITE FOR FREE LITERATURE on “‘Lu- 

cite” and other Du Pont plastics. No 
obligation. If you wish, Du Pont tech- 
nical men will be glad to consult with 
you in confidence and ad vise on applica- 
tions of Du Pont plastics to help your 








MICRO-STYLING plans. Address: 
E. I. du Pont de Nemours & Co. (Inc.), 
Plastics Department, Room 213, Ar- 
lington, New Jersey. 


lS SE OMA 


Plastics 


BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 


‘Lead Way 
Truck Drivers Should Help Cut Toll Further, 
Buhner Tells Maryland Conclave 





in Safety’ 


the heavy increase in motor ve- 
hicle traffic that followed lifting 
of wartime restrictions would 
result in a tragic increase in 
the total number of accidents 
and traffic fatalities unless posi- 
tive action were taken to pro- 
mote highway safety. 

“I am happy to be able to re- 
port to you today that positive, 
concerted action was taken. Many 
organizations besides our own na- 
tional association, your state as- 
sociation and the other state motor 
truck groups, pitched in and did 
a splendid job of promoting high- 
way safety. 

“What they have accomplished 
is highly encouraging. By the end 
of 1946, the rate of traffic fatali- 
ties had dropped to a record low 
of 9.9 per 100,000,000 miles. Actual 
mileage during that year exceeded 
the estimates that were made at 
the beginning of the year, but 
actual deaths were below the esti- 
mates. Six thousand, five hundred 
fewer persons lost their lives than 
if prewar driving habits had per- 
sisted.” 


Buhner declared, however, that 
fatalities in 1946 totaled 33,700— 
more than the 1940 population of 
Hagerstown. Therefore, although 
the rate per 100,000,000 miles has 
gone down, the total still is a 
tremendous toll in lives lost each 
year, he said. 


sider that most of them could 
have heen saved—because most 
accidents are preventable,” Buh- 
ner declared. “Less than 15 per- 
cent of all highway accidents are 
a failures of 


“That means that | the human 
element is responsible for more 
than 85 percent of all accidents. 
In nearly every case, the human 
failure could have been prevented 
by thoughtful, cautious, courteous 
driving. 

“You men who drive as profes- 
sionals know far better than I 
that a driver is not really com- 
petent to handle his vehicle if he 
is sleepy, ill, tired, or just plain 
careless. If a man is not fully 
alert, he doesn’t react quickly 
enough—he doesn’t anticipate the 
situations that lead to accidents. 

“There are some who try to _ 
by on luck. Men of this type be- 
lieve accidents happen only to 
others—until they learn better 
from the best teacher in the world 
—the experience of having an acci- 
dent themselves. 

“But accidents are not caused, 
nor are they prevented, just by 
luck. If that were true, we could 


“Accidents are caused by 
thoughtlessness and a lack of 
courtesy. Therefore, I believe 
firmly that the nation’s truck driv- 
ers can accomplish a world of 
good in the safety field by taking 
the lead in promoting courteous 
driving—by practicing the Golden 
Rule everywhere they go on 
America’s highways.” 

The statewide convention of 
Maryland truckers also heard ad- 
dresses by Dr. Amos Neyhart, di- 
rector of the Institute of Public 
Safety at Pennsylvania State Col- 
lege; Dr. Kenneth McFarland, su- 
perintendent of schools, Topeka, 
Kan.; Benjamin R. Miller, director 
of the industrial relations depart- 
ment of ATA; G. D. Sontheimer, 
director of the safety department, 
ATA, and John M. Miller, secretary 
of ATA’s freight claim section. 


Ontario Pla 
Mechanic Schools 


OTTAWA.—In order to solve 
Canada’s increasing shortage of 
trained mechanics, the Ontario 
Garage Operators Assn. plans to 
establish apprentice training 
throughout the province. 

Present plans call for such a 
school to operate six weeks each 
year with the curriculum to in- 
clude study of the latest develop- 
ments in the automobile industry. 


“Auto A column 

on ae ee ee eae 
~~ neta 
pects and influencing buyers. 








ssi —_ AUTOMOTIVE NEWS, MARCH 6, 1046 _ 





spirit of cooperation among the 
automobile dealers of Pontiac cars 
and promote the sale of such cars.” 

It is a non-stock corporation, the 
incorporators being P. S. Harris, 
Erwin C. Dessing and Harold 
Duckler. 


Dealer Doings 










the material blessings received 
from the community where he has 
been an automobile dealer for 24 
years. The building, valued at $250,- 
000, went under a 20-year lease to 
Montgomery Ward and Co. Jan. 1. 
The automobile firm has moved 
to its new building at 19th and 
Texas Ave., and formal opening is 
expected soon, Walter G. Alderson, 
manager, said. 
+ 


Austin Appoints Miller 


At Waterbury, Conn. 


John G. Miller, president of Mo- 
tor Tire Service Inc., Waterbury, 
Conn., announces that his firm has 
been appointed by Austin Motor Co. 
Ltd. as dealer in Waterbury and ad- 
jacent towns for the Austin line of 
motor cars. 

Motor Tire Service plans to ex- 
pand its facilities for showing and 
servicirfg the various models, Miller 
said, and added that an adequate 
stock of parts would be carried at 
all times. 













* * * 
White Helps to Promote 


Toledo Golden Gloves 


Support of the Toledo Golden 
Gloves boxing program has been 
pledged by Jim White (Chevro- 
let), who has been active in youth 
athletics for many years. 

White’s dealership is bearing 
the cost of printed boxing pro- 
grams and other promotional 
literature. 


* * 


Claverie and Bohn Open 


Ford Firm Near Orleans 

A. A. Claverie jr., former as- 
sistant branch manager of Ford 
at New Orleans, and Richard 
Bohn have opened a Ford dealer- 
ship in Gretna, La., across the 
Mississippi river from New Or- 
leans, under the firm name of 


Claverie Motors. 
* * * 


* * * 


2 New Automotive Firms 
Are Authorized in Wisconsin 


The following new corporations 
in the automotive line have been 
formed in Wisconsin: 

Packard Milwaukee Co., Milwau- 
kee, to sell cars, parts and acces- 
sories. Incorporators are Irving T. 
Babb, Sheila M. Hayes and Grace 
Bagley. A capital stock of 100 
shares of common at no par value 


Packard Dealers in Chicago 


Elect Miller President 


The newly organized Packard 
Dealers Assn. of Chicago has 
elected George B. Miller of Beverly 
Hills Motors as president. 

Other officers are: Ralph Burgh, 
Westown Motors, Inc., vice-presi- 
dent, and Julian Howe, LaGrange 
Motor Sales, secretary-treasurer. 
Directors are Harry Kantoff, North- Pontiac dealers of Milwaukee 
west Side Motors, Inc.; Les Gehring, | ‘Wis.) county have taken out in- 


Pontiac Dealers Obtain 
Charter at Milwaukee 





STILL & YOUNG MOTOR OO. (Lincoln-Mercury), Blytheville, Ark., has opened its 
recently completed $85,000 building at Walnut and First Sts. The dealership is headed 
by Eugene F. Still, president; L. ©. B. Young, vice-president; OC. 8. Stevens, secretary 
and treasurer; G. D. Hammock, sales manager, and J. Woods Wright, service manager. 





has been authorized. Minimum 
capital to be $500. 
Fonda Motor Sales, Granville, to 


deal in cars and operate a general 


garage and repair shop. A capital| ™al opening. 


stock of 500 shares of common at a 


new showrooms in a_ building 
completely air conditioned. 

An all-week open house was 
held in connection with the for- 


~ * * 


par value of $100 per share has|N, (, Studebaker Firm 


been authorized. Minimum capital 
will be $5,000. Incorporators are 
Rudolph J., Walter and Rudolph 
Koehler, Sr. 


Meacham Pontiac Debut 


Is Held in Rochester 


Meacham Pontiac Co., 1560 Lake 
Ave., Rochester, N. Y., has opened 








Gehring Motors, Inc.; Paul Smith-|corporation papers to “promote a 
son, Packard Devon Co., and John 
J. Wallace, Kerr-Wallace, Inc. 


Roach Quits Ford Dallas 


To Join Hilburn Motor 

Tom M. Roach, connected with 
the Ford Dallas branch for 23 
years, has resigned his position as 
assistant Ford district sales man- 
ager and become partner-manager 
in Hilburn Motor Co. at Sherman, 
Tex. 

Roach has purchased an interest 
in the Ford dealership at Sherman 
and assumed his new duties as 
general manager. His successor in 
the Dallas district post has not 
been announced. Partner in the 
Sherman dealership is Joe Hil- 
burn, who has operated the concern 
for 10 years. 

+ * + 
Fick Buys Ford Concern 
Of Wilmeth, Indianapolis 

Sale of interests and assets of 
Roy Wilmeth Co., Inc. (Ford), In- 
dianapolis, to Downtown Ford Sales 
Co., Inc., has been announced by 
Mrs. Roy Wilmeth, widow of Roy 
Wilmeth. Rudy Fick, of Kansas 
City, is president of the new corpo- 
ration. 

Simultaneously, O. F. Yando, In- 
dianapolis district manager for 
Ford Motor Co., announced the ap- 
pointment of Downtown Ford Sales 
Co. as the Ford dealer to succeed 
the company which Wilmeth found- 
ed in 1917. 
























* * * 
Munson Buys New Building 


For Truck Service Only 

Grant T. Munson Inc. (Ford), 436 
E. Washington St., Fort Wayne, 
Ind., has bought a new one-story 
building at 1817-21 S. Calhoun St. 
from Reo Sales and Service, and 
will use this expanded space for the 
exclusive service of trucks. 

A 24-hour wrecker and repair 
service will be offered, featuring 
guaranteed work. The newly ac- 
quired building is said to accommo- 
date 18 large trucks at one time. 

* * + 


35th Birthday Marked 
By Alling & Miles 

Alling & Miles, Inc. (Hudson), 
82 Stone St., Rochester, N. Y., is 
celebrating the 35th anniversary 
of its founding in 1913. 

The firm claims to be “the old- 
est and largest Hudson retail es- 
tablishment in the East.” It has 
50,000 square feet of floor space. 

* * * 


Good Samaritan 
Kuykendall Deeds Old Home 


To Foundation 


George P. Kuykendall, Chevrolet 
dealer at Lubbock, Tex., has re- 
vealed that the quarter-block-long 
building at Thirteenth and Avenue 
K, formerly occupied by the Kuy- 
kendall Chevrolet Co., has been 
deeded to the Kuykendall Founda- 
tion, and during the next 20 years 
will bring funds totaling $288,000 
for religious, educational and char- 
itable causes. 

Kuykendall, chairman of the 
foundation’s board of trustees, said 
the gift was made in return for 
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Bought by Heavner 


Austin Heavner has purchased 
Henry Rhodes’ interest in Piedmont 
Motor Co. (Studebaker), Lincoln- 
ton, N. C. 

The firm recently installed Weaver 
testing equipment to enable motor- 
ists to get their vehicles in condi- 
tion to pass North Carolina’s new 
motor vehicle inspection law. 
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Dealer 


Orange State’s New Home 
Underway in St. Petersburg 


A $47,710 building is under con- 
struction for Orange State Motor 
Co., Inc. at Twenty-first St. and 
First Ave. S., St. Petersburg, Fla, 


It will be used as a showroom, 
offices and repair shop. All masonry 
construction with steel trusses, 
steel windows and concrete floors 
is planned. Showroom and offices 
will have glass partitions, acousti- 
cal ceilings and plaster walls. 

s * * 


Ohs Opens for Business 
In Port Alberni, B. C. 


Ohs’ Garage, which has been 
built at a cost of $100,000 in Port 
Alberni, B. C., has now opened for 
business. 


The main garage is 50 by 65 feet 
in area, while a special steel trussed 
ramp leads to the roof to provide 
parking facilities for 15 cars. The 
entire building is air-blast heated. 
The company has a staff of 13 and 








Doings 


oe by W. L. Ohs and E. A. 
8. 

* * * 
Wright Becomes Sole Owner 


Of Hudson Firm in Texas 


V. H. (Red) Wright is now sole 
owner of Kendall-Wright Motor 
Co, (Hudson), San Angelo, Tex., 
following his purchase of the in- 
terest of Riley Kendall, dissolving 
a partnership begun two years 
ago. 

Wright said the dealership, lo- 
cated at 14 S. Irving, will be re- 
modeled and a glass front will be 
installed. In addition, a used-car 
setup is planned for the near 
future. 

* * > 


Cooper Joins Cole Motors 


As Vice-President 


Charles E, Cooper has been ap- 
pointed vice-president and general 
manager of Cole Motors Inc. in 
Cleveland, it is announced by Jos- 
eph E. Cole, president. 

Cooper, who has been in the 
automobile business for 27 years, 
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), 602 S. Michigan 8t., 


Cadillac-Oldsmobile 
South Bend, formally opened its new building recently. Special attention was given to 


night display possibilities. 





operated a large Nash dealership | York. Wait is general manager of 


in the state for six years. 
+ +. +. 


New Ford Home Opened 
By Carlsbad Auto Co. 


Carlsbad Auto Co. (Ford), Carls- 
bad, N. M., opened its new $75,000 
headquarters with an open house 
for local residents. Display of the 
1948 Ford truck line was featured. 

Mr. and Mrs. R. Dean Wait de- 
signed the structure after inspec- 
tion trips of other Ford dealer- 
ships in cities as far away as New 





the firm. His partners are C. W. 
Shepherd and Henry M. Felts. 
* * » 


Scoggin-Dickey, Lubbock, 
Builds $125,000 Dealership 


Work has begun on a $125,000 
building to house the Scoggin- 
Dickey Motor Co. (Buick), Lub- 
bock, Tex., with completion sched- 
uled in six months. 

Owned by J. Ray Dickey and A. 
L. Scoggin, the firm has been 
located at 1009 Ave. J. since 1929. 





@ Here’s the modern lubrication dispensing stand that’s 
priced within the reach of every station. Compact, sim- 
plified —Balcrank Lubette “D” offers complete service for 
either a one or two lift department. It’s Balcrank engi- 
neered all the way for absolute dependability. 


Simplified Design — There are no awkward nozzle hooks 
or racks on Lubette “D’”—control handles mount flush 
with the top of the cabinet for easy, all-direction service 
that allows two men to work at the same time without 
confusion. And bulky drums and pumps can be located 
away from stand, leaving the control handles easily ac- 


cessible from all angles. 


Counter-Balanced Hose Reel— Hoses on Lubette “D” 





pull out easily, check at any desired length without hold- 
ing, and retract when operator moves toward cabinet. 
It’s that easy. And there's no release buttons, pulleys, pis- 
tons, or troublesome gear mechanisms to get out of order. 


Leakproof Control Handles— Perfect seal is assured on 
all Balcrank control handles by precision ground valve 
seats of case hardened steel. High pressure handles are 
completely adjustable to different greases, temperatures 
and air pressures. 


The Balcrank Lubette “D” is finished in sparkling 
white Perma-Plastic enamel with chrome trim, making 


a really fine service center that will give any lubritorium 


WRITE FOR CATALOG... 


LUBE EQUIPMENT 


BALCRANK INC., CINCINNATI 9, OHIO 


years of service—simply and dependably. 





The new building, located at 1917- 
27 Texas Ave., will be constructed 
of brick and tile with steel frame- 
work and will be of the latest 
design. Occupying a site 240 by 
142 feet, the building proper will 
front 120 feet. 
* * 


Cadillac-Oldsmobile Firm 


Opened in Yuma, Ariz. 

Valley Motor Co. (Cadillac-Olds- 
mobile) has been opened at 1498 
Fourth Ave., Yuma, Ariz. as a 
branch of Coulter Motor Co. of 
Phoenix. 

W. B. Whitaker is manager, and 
William Simmons is service man- 
ager. wing & 


Former DeSoto Firm Takes 


L-M Franchise in Florida 

Wiggins & Kingston Motors, 
former DeSoto-Plymouth dealer, 
announces it has signed a new 
franchise to handle Lincoln and 
Mercury cars. 

The firm will handle sales in 
Lee, Charlotte, Collier, Hendry 
and Glades counties in Florida, 
with headquarters in Fort Myers. 


* * + 
McCormick Opens Home 
In Bainbridge, Ga. 

McCormick Motors (Pontiac), 
Bainbridge, Ga., has opened a 
new building located on Grant St. 

The building includes a spacious 
showroom, a complete parts de- 
partment and a service depart- 
ment. : 


* * 
Myrick Is Elected President 


Of Galveston (Tex.) Assn. 
G. C. Myrick has been elected 
president of the Galveston (Tex.) 
County Automobile Dealers Assn. 
Guy Jones was named vice- 
president and O. J. Dow secre- 
tary and treasurer. 


+. * + 
Smith Motor, Ocala, Fla., 


Appointed by Kaiser-Frazer 


C. A. Smith has announced that 
Smith Motor Co., 616 S. Main St., 
has been appointed dealer for 
Kaiser-Frazer in Ocala, Fla. 

+ 


Comins Takes On K-F Line 


In Greenfield, Mass. 

Adam B. Comins, former Hud- 
son dealer at 25 Main St., Green- 
field, Mass., has been given the 
local franchise for Kaiser-Frazer 
automobiles. He has been in the 
business 30 years. i 


Gray Named Vice-President 


At Loomis Motor Corp. 

Henry A. Gray, general manager 
of Loomis Motor Corp., Albany, N. 
Y., has been named vice-president 
of the company. Gray has been 


general manager a year. 
* * 


a 
Hudson Dealer in Rochester 


Marks 35th Anniversary 
Alling & Miles Inc., 82 Stone 
St., Rochester, N. Y., reportedly 
the “oldest and largest Hudson 
retail establishment in the East.” 
has observed its 35th anniver- 


sary. 


Nash Royal Oak Gets 


10-Point Plaque 

A 10-point dealer plaque has been 
presented to Nash Royal Oak Co., 
Royal Oak, Mich. 

Fred Bouren is the owner. 


* * * 


Owl Hours 


Ralph T. Horgan, president of 
Ralph Horgan, Inc. (Ford), New 
York City, has instituted the policy 
of keeping the service and parts 
departments of his organization 
open from 8 a.m. to midnight. 

+ * * 


Heads Packard-Windsor 

John F. Stack has become presi- 
dent of Packard-Windsor, Inc., 
Windsor, Conn., succeeding H. I. 
Jester. ey. 


Rotary Director 
Edward J. Horton, president cf 
E. J. Horton, Inc. (Dodge-Plym- 
outh), has beer. elected a director of 
the Rochester (N. Y.) Rotary Club. 
+ 7 * 


New Coffey Building 
Coffey Motor Co., Newton, N. C., 
has completed a new building on 
the Newton-Conover road. 
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In the Hopper 


N. Y. Bill Would Tighten 


Dealer Law Enforcement 


A bill giving inspectors of the 
New York state motor vehicle bu- 
reau police powers in enforcing the 
vehicle and traffic law is pending in 
the legislature. 

The measure is intended to end 
present difficulties in enforcing the 
dealer registration law caused by 


and change the present law to make 
more effective court actions against 
drunken drivers. 

The other proposal would estab- 
lish a new procedure for licensing 
drivers and would provide that they 
be re-examined every three years. 

7 


Truck Reciprocity Bill 
Advances in Kentucky 





A bill to exempt out-of-state li- 
censed trucks from paying Ken- 
tucky transport licenses, provided 
their states do the same for Ken- 
tuck trucks, has been overwhelm- 
ingly approved by the Kentucky 
House of Representatives and sent 
to the State Senate. 

Kentucky and Arizona now are 
the only states not extending reci- 
procity exemptions to other agree- 
ing states. 


lack of power in the bureau. 

Also introduced was a measure 
designed to insure stricter compli- 
ance with the dealer registration 
law. The measure would increase 
the penalty for violation of the law 
from a traffic infraction to a mis- 
demeanor. mney 6 


Aris. Chief Asks Inspection, 
Stiffer Laws on Drivers 


Two measures designed to pro- 
mote highway safety were advo- 
cated by Gov. Osborn in calling a 
special session of the Arizona legis- 
lature. 

One bill would set up a uniform 
traffic code to control speeds, pro- 
vide for motor vehicle inspections 


N. Y. Bill Defines Dealer 
As Seller of 5 in Year 


Any person who transfers more 
than five motor vehicles in a year 
would be considered a dealer under 
a bill introduced in the New York 


Ts 


legislature. The measure is spon- 
sored by the joint legislative com- 
mittee on motor vehicle problems. 
The bill is designed to assist in 
the prosecution of persons who vio- 
late the dealer registration law, 
which provides that all automobile 
dealers must register with the com- 
missioner of motor vehicles. 


This measure has the support of 
the New York State Automobile 
Dealers, which has, on numerous 
»xecasions, asked for a clarification 
of what constitutes a dealer in or- 
der to define what is meant by 
“buying and selling motor vehicles” 
under the dealer registration law. 

e * * 


N. Y. Bill Would Provide 


For Certificate of Title 


A bill providing for a certificate 
of title for motor vehicles has been 
nresented to the New York state 
legislature. The measure provides 
that no motor vehicle may be regis- 
tered unless the application for reg- 
istration is accompanied by a cer- 
tificate of title or a bill of sale. 

To eliminate any possible incon- 
venience, the measure disturbs as 
little as possible the present method 
of registering conditional sales con- 
tracts and mortgages, and does not 


aaa! 


...- better performance 


in actual use’”’ 


they have passed the only test that 
counts with mechanics... better performance 
in actual use.” Mr. Susag, in this brief 
statement, tells the whole story of why so 
many time-and-cost-conscious service managers 
like to see the “Snap-on man” make his regular 
calls. In fact, it’s the Number One reason why 
Snap-on tools are the choice of better mechanics 
everywhere! When you add the extreme versatility 
of Snap-on tools to finely detailed engineering 

and time-proved durability, you’ve got the “better 
performance” for which service managers 
constantly strive. Snap-on tools are 
available through a nationwide, 
direct-to-user tool service. 

SNAP-ON TOOLS CORPORATION 


8062-C 26th AVENUE © KENOSHA, WISCONSIN 
international Division: Kenosha, Wis., U. S. A. 


a 


For 28 Years, Snap-on’s 


Direct-to-user Tool Service has proved 
to be “The Time-Saving Way To Buy Time-Saving Tools.” 


J UR mechanics say Snap-on tools are O.K. 
They have been favorites in our shop for years and that means 
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only automobile dealers are forced 
to give this so-called certificate of 
fitness when they sell a car. Re- 
cently, the state bureau of motor 
vehicles called for strict enforce- 
ment of this law as one way to cut 
down the accident rate in the state. 
* aa 


Ky. Considers $4.50 Levy 


On Transient House Trailers 


Under a bill introduced in the 
Kentucky legislature, house and 
utility trailers operating in more 
than one county would be required 
to pay a $4.50 annual registration 
fee. Trailer owners do not pay regis- 
tration fees in Kentucky at present. 

. 


Closed Shop Ban Tabled 


An anti-closed shop bill has been 
sidetracked indefinitely by the com- 
merce and manufacturers commit- 
tee of the South Carolina Senate. 
The measure was approved by the 
South Carolina House last year after 
prolonged debate. 


All in One 
Postal Pieces by Studebaker 


Perform Double Job 


SOUTH BEND.—The truck divi- 
sion of Studebaker Corp. has com- 
nleted a series of mailing pieces 
which combine a truck and service 
selling campaign hooked up with 
the local dealer, all in one mailing 
package. 

The folder is a double-fold mailer 
with the most recent national truck 
advertisement reproduced in full 
size on the inside. On the face of 
the inside fold a picture of the local 
dealer’s building is shown at the top 
and a message about service facili- 
ties and accessibility is above the 
signature of the dealer. 

A truck sales message is on the 
mailing face of the folder with an- 
other truck sales message and illus- 
tration on the back. This latter ad- 
vertisement also carries the local 
dealer’s name. 

The campaign calls for a mailing 
each month to all truck users in 
each dealer’s territory. 


provide for central filing of certifi- 
cates. 
* . az 


Moving Van Tax Waiver 


Approved by Ky. House 
Kentucky’s House of Represen- 
tatives has passed and sent to the 
state Senate a bill —— 
from the weight tax trucks used 
solely for hauling used household 
oods. 


g 
* * * 
Kentucky Considers Hike 


In Tax on Diesel Fuel 


Kentucky’s tax on diesel fuel used 
in highway vehicles would be in- 
creased from 5 to 7 cents a gallon 
under a bill introduced in the legis- 
lature. The measure would become 
effective April 1, along with a pre- 
viously enacted bill increasing the 
state’s gasoline tax rate to 7 cents 


a gallon. 
* > * 


Safety OK on All Sales 


Proposed in New York 


A bill requiring all persons selling 
a used car to certify that the 
brakes, lights and signaling device 
are in good condition, has been in- 
troduced in the New York legisla- 
ture. 

At present, the sponsors stated, 


Charter Amendments 


Three new Texas automobile cor- 
porations have been authorized to 
amend charters under which they 
have been operating. They are: 
Acme Buick Co., Fort Worth, au- 
thorized to increase its capital 
stock to $2,000,000; Ferguson-Steere 
Motor Co., Kaufman, authorized to 
decrease its capital stock to $158,- 
000; Jones-Simpson Motor Co., 
Texas City, authorized to increase 
its capital stock to $20,000. 


AUTO BOOKS 


That Should Be in 
Every Dealer's Lihrarv 


a 


898 
Paper- bound, $2; eloth-bound, $3. 


FLOTD OCLYMER'S mMoTOR SORAP- 
BROOKS. Order Edition No. 1, @ 3 or 4 in 


HIS GENIUS. By Wm. A. 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid. 


gears by Lewis. $3.60 post 


PLOTD CLYMER’S INDEPENDENT TEST 
REPURT OF KAISEN-FHAZER CARS. 
veuse edition, $2.60 each. Paper-bound, 
$1.50 postpaid. 


BOOK DEPARTMENT 
AUTUMUTIVE NEWS 
DEFROIT 36, MICH. 
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UMNO ORI MUM PAR 


{ Reeular 


Round Robin 


Truckstellin’ 


For THE past two weeks I have 
been on a pilgrimage every 
spare minute, going around to 
visit the service and parts man- 
agers of the various vehicle man- 
ufacturers—both car and truck— 
to learn how the factories are plan- 
ning. to meet our two greatest 
problems in the industry today: 
Lack of competent mechanics, and 
injection of prewar sales enthus- 
iasm into service personnel. 


All during the war years, an 
avalanche of service business has 
kept practically every shop filled 
to overflowing. Many dealers have 
been forced to increase the size 
of their shops or make arrange- 
ments for extra space on the out- 
side to take care of body and truck 
service work. A fairly large per- 
centage of the dealer shops are 
still well filled with work, and deal- 
ers are not yet beginning to worry 
much over their ability to keep 
things rolling. 

Many factory service executives, 
however, are not so optimistic 
about the future—in some cases 
the size of the average service 
ticket has started to slide back 
to more near the prewar average, 
despite the higher hour or flat rate 


Vonth ly 


fmericas 25 Million 
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Ticket Analysis 
Shows Holes in 


Shop Selling 
Half Item Increases 
Labor Sales 63%, 
Parts Sales 41% 


Tus APPROACH of spring un- 
derscores the need for dealers to 
put their service departments on a 
selling basis that will achieve the 
maximum volume of warm-weather 
jobs. 

The annual “preventive service” 
campaign of Collier’s magazine is 
already in the works, and many 
dealers are preparing to follow up 
with direct-mail pieces. 

This spring PS. campaign might 
be a good “kickoff” time for deal- 
ers to survey their service opera- 
tion from the standpoint of 
whether or not it is getting the 
potential of business that is going 
to continue a good absorption of 
overhead as competition begins to 
enter the picture. 

A recent survey of hundreds of 
dealer service orders by a promi- 
nent service merchandiser brought 
up the startling fact that but a very 
small percentage of dealer shops 
were averaging two items per serv- 
ice order. 

Yet, with dealers in the same 
area where the average number of 
items per ticket was over two, both 
customer ae and parts sales 
nearly doubl And in almost 
every case the percentage of lubri- 
cations per order written was from 
50 to 100 percent higher. 

7 = 7 


UBRICATION — the one service 

needed most often—and the one 
service that has been most ignored 
by the average franchised dealer 
during the past four years—is the 
sales ground for many other cus- 
tomer labor parts and accessory 


now being charged and the higher | sales 


price of many replacement parts. 
* + 7 


THIS, THEY point out, can eas- 
ily result in the dealer doing less 
volume quickly if he doesn’t get 
his shop in shape with properly 
trained mechanics and other per- 
sonnel to both increase the num- 
ber of job tickets written per day 
and sell the owner on having all 
of his service work done by the 
dealer, including lubrication, oil 
changes, tire work and other serv- 
ice work which the dealer and his 
service manager have been turning 
away for the past few years be- 
cause of the crowded condition of 
their shops. 

(See BACKSHOP, Page 40, Col. 4) 





CINCINNATI.—A standing com- 
mittee on vocational training has 
been appointed by the Cincinnati 
Automobile Dealers Assn. to assist 
the city board of education on any 
problems affecting the supply of 
future service employes. 

A. F. Kirsten, CADA president, 
has appointed C. A. Cronin as 
chairman of the committee. Other 
members are Tom Jennings and 
C. H. Petermann. 

In a letter to Dr. Claude V. 
Courter, superintendent of Cin- 
cinnati schools, the association 
endorsed plans for erection of a 
modern vocational high school. 

“At the present time,” the letter 
pointed out, “there is a shortage 
of skilled mechanics for automo- 
tive repair work, brought about 
partly by low enrollments in the 
automotive division of the voca- 
tional school and partly by a loss 
of older men to other industries 
during the war.” 

The 120 members of the asso- 


Aids Shop Training 
Cincinnati Assn. Names Committee to Work 


With School Board on Plans 


Taking the average of all dealers 
in a zone operation and comparing 
them with the average of the best 
operators in the zone, by car lines 
handled, gives an idea of what a 
little more attention paid to proper 
selling of the needed services can do 
to raise the average amount of both 
customer labor and parts sales. 

For instance, by taking the aver- 
age of all the dealers in the Big 
Three plus an independent and 
comparing them with the top deal- 
ers—those that sold two items per 
repair ticket average in the same 
lines handled and in the same zone 
—some figures are produced that 
are not only startling but amply 


illustrate what a little more selling 
(Continued on Page 51, Col. 1) 






ciation will need about 770 addi- 
tional mechanics within the next 
12 months, it was stated. 

“Today automobile dealers are 
more conscious than ever of their 
obligation towards the service re- 
quirements of their owners,” the 
letter continued. “The manufactur- 
ers are also greatly concerned 
about the proper equipment and 
dealers being organized to give ex- 
pert service. 

“A report by the United States 
Census Bureau recently revealed 
that the average age of cars on 
the highways today is 11 years 
as compared to seven years in 
1942, which is evidence of the 
necessity for an increasing sup- 

(See TRAINING, Page 56, Col. 4) 


In This Section | 


No. 1 Peril at Night. . 
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New-Car Shopping Brings 


Serious Service Problem 





Slicked Up to Sell 





THIS ATTRACTIVE MAROON and cream parts display and service counter is one 
result of the modernization program inaugurated by R. E. Kreider, president of Cham- 
pion Auto Sales Co. (DeSoto-Plymouth), Erie, Pa. 





©. STANDLEE MARTIN (Oldsmobile), Long Beach, Calif., gave a new look and 
lustre to its lubrication devartment by using biond finished natural woods, stainless 
steel, louvered glass. All lubrication materials are received from outside the building, 
and waste materials are dispatched in the same manner. 





UNIVERSAL CAR & SERVICE CO. 


is president, Snover Sarjeant, 
Dykstra, secretary and sales manager. 


Conscience 
‘Unsure’ Parts Thief Succeeds 


In Finding Victim 


RAWLINS, Wyo. — McGee-Mur- 
phy Motor Co. here received a letter 
from a man living in Illinois who 
was evidently suffering from a 
guilty conscience. The letter had 


: Last summer I stopped 
in at your garage and had a regu- 
lator installed on my truck. As I 
was leaving, I took a wheel to a ’41 


general manager; 


(Ford), Grand Rapids, Mich., plans a formal 
celebration of the completion of its $62,000 expansion program this spring, to coincide 
with its 30th anniversary. The above shows the new parts department. A. H. Sarjeant 


4. ©. Oviatt, treasurer, and L. 8 


Ford. If you will send me a floor 
plan to your garage (roughly) I will 
send the money for the wheel. 

“I cannot remember exactly in 
which town I took the wheel and 
that is the reason I wish to have 
the diagram. Please show the loca- 
tion of highway and office—that is, 
if you had a wheel stolen from you 
last summer. Thank you.” 

Since the motor firm lost such a 
wheel, it lost no time in sending the 
diagram and a bill for the wheel— 
$4.52. 


78 Pet. of Buyers 
Must Be Sold 


Survey Shows Only 
12.6% Were Active 
Shop Customers 


T= phrase, “seven out of 10,” 
seems to follow car dealers’ busi- 
ness whenever service is involved. 

Prewar, and even now in many 
dealers’ shops, seven out of every 
10 new-car customers leave the 
dealer for some other shop as soon 
as the warranty period on the new 
car runs out. This, despite the fact 
that thousands of dealers, and all 
of the factory service department 


' | executives, have been trying to in- 


crease the percentage to at least 
50 percent. 

The newest use of the phrase 
“seven out of 10” is found in evi- 
dence that, in many cases at 
least, seven out of every 10 new 
car customers never have been 
customers of the dealer before— 
either for cars or service. 

More startling than this, how- 
ever, according to figures compiled 
by the Allied Plan of Service Mer- 
chandising, in one case at least 
seven out of 10 of the new car cus- 
tomers were not even known to 
the dealer. 

* . 

CCORDING to the records of a 

“typical” average mass selling 
dealer in one of the Southern states, 
75.5 percent of all new-car sales 
last year were made to buyers who 
had never had any previous deal- 
ing with the dealership. 


Out of 1,136 new car sales, 807 
or 71 percent had never been 
service customers nor had ever 
been on the dealer’s service mail- 
ing list. These new “customers” 
were on the dealer’s books be- 
cause they were either lucky in 
getting their order for a new car 
in early—and in an undetermined 
number of cases it was one of 
several orders placed with several 
dealers—or because the customer 
had felt he stood a better chance 
of getting a scarce car through 
that particular dealer. 

Fifty-one new car buyers, or 4.5 
percent of the total sales, had been 
on the dealer’s service mailing list 
but had never been service custom- 
ers. They, at least, had been known 
to exist by that particular dealer. 


Only 143 of the new car buyers, 
or 12.6 percent, had been active 
‘service customers of this dealer be- 
fore they bought. Twenty-nine, or 
2.6 percent, had been inactive serv- 
ice customers, had not been in his 
shop for at least 90 days before 
they bought their new car. The 
balance of the new car sales went 
to employes, officials or “field” cars. 

- * + 


[aus 71 percent of all new car 
customers were never known to 


“| this dealer before the new car sale, 


and only 7.1 percent were known 
to the extent that their names had 
got on a service promotion mailing 
list or were casual service cus- 
tomers. 

With most dealers wholesaling 
their used cars, therefore, service 
customer following will have to be 
built from the customers of prewar 
who still own the cars they bought 
from the dealer and who are now 
coming to the dealer for their 
work; from owners who have 
moved into the dealer’s service 

(Continued on Page 55, Col. 1) 
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N OW..A Great- 
New Genuine Ford. 
Parts Campaign Cons 
To Work or YOU ! 


A completely new kind of parts advertising campaign — chock-full 















WATER PUMP 
REPAIR KIT 





of human interest, humor and popular appeal —is going to work 
right now across the country. In national magazines ... Sunday 
comic sections ... outdoor posters, it is building even greater customer 
demand for Genuine Ford Parts for every Ford part replacement need. 
lt is working for Ford Dealers, and for every independent garage 
displaying this famous Genuine Ford Parts sign that says, “These parts 


are right for Fords—made right to fit right, last longer!’’ 


P. S. Independent garages=better see your nearest Ford Parts Dealer 


or Distributor now. Find out how you can qualify to display the Genuine Ford Parts Sign 


and get your share of Ford service business! é oO ae D fhe oO T oO n 
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Standard Chief 
Decries Fears of 


Oil Drought 


DENVER.—Recurring jitters over 
exhaustion of the world’s petroleum 
reserves are unwarranted, declared 
Dr. Robert E. Wilson, chairman of 
Standard Oil Co. of Indiana, speak- 
ing recently before a meeting of 
the Colorado Society of Engineers. 
He said that unprecedented de- 
mands for crude oil will be met by 
world-wide exploration and tech- 
nological development. 

Despite a rosy long-range future 
for the oil industry, Dr. Wilson 
warned that oil men “cannot remain 
complacent.” While asserting that 
methods of finding oil reserves will 
doubtless be improved, the need of 
increasing attention to possible al- 
ternative sources of gasoline and 
oil still 


“In the pilot-plant stage,” he | Seon the public just the same. 


stated, “gaso ready being | 
made from aan pon The cout are now in the advanced stages of | where it can be made at a cost not | other automotive improvements. 


more than three cents a gallon 


For Motorists 





Assn. reveals. 

Findings from the survey, con- 
ducted by the AAA corps of road 
reporters, were made public by 
R. J. Schmunk, association presi- 
dent, who characterized the exist- 
ing situation in regard to auto- 
mobile headlights as a “serious 
offense against safety, courtesy 
and law.” 





These are: 
AUTO-LUSITANIA, a P. 
automobile 


ortuguese distri for Electric Auto-Lite, shows its wares at 
exhibit in Lisbon by P 


themselves are too 


made oem and very — 
reserves of natu are avail- 
able for the purpose. ‘Synthol plants ' from coal has advanced to the point | leum. 


ACROSS THE COUNTRY REFINISHERS ARE BUILDING BETTER BUSINESS! 


technology of obtaining gasoline| gasoline made from crude petro-/| other users of the highway. 


You, too, can increase your 
Refinish Bus iness with 


ee DU PONT DUC 


REG. U. G6. PAT. OFF. 


etalli-Chrow 


NEW, BRILLIANT AUTOMOTIVE LACQUER 





EAD WHAT OTHERS HAVE ACCOMPLISHED 


All over the country people are Omaha: “‘Refinished my own car tact your Du Pont jobber today for 


WASHINGTON. — Glare is the 
No. 1 enemy of the millions of mo- 
torists who drive at night, and is an 
increasingly important factor in the 
highway fatality toll, a nationwide 
survey by the American Automobile 


The survey, Schmunk declared, 
revealed three principal deficiencies 
that have a far-reaching effect on 
public safety on the highways. 


recent advertising pieces. 1. That automobile headlighting, 
vahuahte 0 be tied up for exhibit purposes, but the alert distributor brought his products long inadequate, has not nearly kept 
pace in safety and efficiency with 


a. that of gasolin ngineerin 2. That too many car drivers are 
: rom c a. . 4h Sr. Wikon disclosed that the|higher than. the present price of{lax in dimming their lights for 


3. That the hazards of night-time 





flocking to see—and buy—DUCO 
Metalli-Chrome refinish jobs. And 
no wonder! Metalli-Chrome is so 
distinctly beautiful in appearance 
that it sells on sight! 

Hard to believe? . . . then read 
these startling comments from three 
widely separated refinish shops— 

Louisville: ‘‘Painted one car with 
Metalli-Chrome and sold eight more 
jobs as a result.” 

Dallas: *‘Painted a 1936 model in 
Metalli-Chrome—150 people inquired 
about the type of finish.” 


with Metalli-Chrome. Have booked 10 
complete repaints for the next two 
weeks.”” 

Yes, it’s happening! Du Pont’s 
new, beautiful lacquer, DUCO Me- 
talli-Chrome, is being received with 
tremendous enthusiasm by car-own- 
ers... on sight! And when you tell 
them that Metalli-Chrome is more 
durable, possesses greater color re- 
tention, keeps;its good looks, they 
so eager to have the job done. 

“Why not start cashing in on this 
opportunity for added business? Con- 


complete details on DUCO Metalli- 
Chrome—the new, brilliant auto- 
mobile lacquer. 

E. I. du Pont de Nemours & Co. 
(Inc.), Finishes Division, Refinish 
Sales, Wilmington 98, Delaware. 


REG. U.S, PaT. OFF 
BETTER THINGS FOR BETTER LIVING 
» THROUGH CHEMISTRY 


SERVICE SECTION 


Glare Called Number 1 Enemy 


at Night 


driving are greatly increased by the 
large number of cars with lights in- 
correctly adjusted or focused, or 
with one or more lights blacked- 


out. 

“Our survey,” Schmunk said, 
“shows that approximately 33 1/3 
percent of the motorists on the 
highway at night either forget or 
refuse to dim their headlamps for 
approaching cars, or when they 
come up close behind another 
vehicle. 

“Negligence in dimming is a 
breach of the law in 43 states. It 
constitutes one of the chief reasons 
for our appalling night-time traffic 
accident toll, which on a mileage 
basis is estimated as three times 
greater than that of the daytime. 


“Our road reporters, who cover 
300,000 miles a year, probably more 
mileage than any other single group 
in the country, are unanimous in 
the opinion that headlight glare is 
the biggest problem of after-dark 
driving, especially on highways in 
rural sections. Incidentally, they 
complimented truck drivers for their 
almost universal observance of the 
dimming courtesy. 

“Glare has always been a prob- 
lem, ever since the early days of 
motoring, when flickering acetylene 
lights gave way to more powerful 
electric headlamps. Sealed beam il- 
lumination and the dimmer switch 
have been a marked improvement 
in recent years, but headlights are 
still far from ideal. 

“The AAA has expressed con- 
cern on the subject of automobile 
headlighting for many years. At 
our most recent annual meeting, 
we reiterated the stand that ma- 
jor improvement in this field is 
lagging, and urged that research 
by industry engineers be speeded 
up so that any discovered benefits 
might be adopted at the earliest 
possible date. Our study serves to 
emphasize and underline the ur- 
gency back of that plea.” 

Pending such improvements, 
Schmunk stressed the vital impor- 
tance of getting the best results 
from the equipment cars now have. 
He made the following suggestions 
for drivers: 

“1. Switch on the low beam well 
in advance of an approaching car. 
Don’t wait for the other driver to 
act first. 

“2. Glare can be dangerous to the 
man in front, as you follow; give 
him the low beam, too. 

“3. Guide yourself by the center 
line or the side of the road, avoid- 
ing direct glances into blazing 
headlights. 

“4. Be sure by frequent checking 
that your lights, front and rear, are 
working properly and that the head- 
lights are correctly focused. 

“5. Never drive knowingly with 
one light. Have it fixed imme- 
diately.” 






















Porcelainize Men 
Hear Auto Chiefs 


DETROIT. — Service and parts 
executives of four auto manufac- 
turers spoke at the annual sales 
meeting here of Freeman & Free- 
man, Inc., Denver, manufacturer 
of Porcelainize finish. 

Among the speakers were Paul 
E. McCracken and George H. Ruhe 
of Buick; P. A. McKay and Wil- 
liam Yearnd of Chevrolet; E. A. 
Erickson of Lincoln- -Mercury, and 
Hugh J. Hales, C. F. Heineman 
and Fred Von Tobel of Pontiac. 

C. W. Jacobs, general service 
manager of Freeman & Freeman, 
outlined plans for expanded pro- 
motional activities this year. 


Tune-up Courses Started 


By Lanagan and Hoke 


LONG BRANCH, N. J.— More 
than 500 dealers and service man- 
agers attended the first in a na- 
tionwide series of “capsule courses” 
in motor tune-up technique con- 
ducted here by Lanagan and Hoke, 
manufacturer of motor testing and 
tune-up equipment. 

Frank Bellis, sales manager of 
Lanagan and Hoke, conducted the 
course. 


Bob Finlay’s ‘‘Auto Advertising’’ column 
gives the latest Grvstonmante in dealers’ 
and manufacturers’ plans for winning pros- 
pects and influencing buyers. 
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Parts Supp 


TOLEDO.—The American motor- 
ist for the first time since before 
the war will be substantially able to 
obtain replacement parts this year 
when and where he wants them, ac- 
cording to Royce G. Martin, presi- 
dent of Electric Auto-Lite Co. 

“Despite the fact that this year 
will see 37,000,000 vehicle registra- 
tions, the replacement parts maker 
should be able to supply the trade 
with the parts they will need before 
and during the months of heavy 
travel,” Martin said. 

“The reason for the improved out- 
look is increased production rather 
than any anticipated decrease in 
demand,” he added. 


All electrical replacement parts 
should be plentiful with the possible 
exception of some few items, Mar- 
tin said, especially those containing 
small-gauge copper wire. 

Spark plug wire and battery cable 


Dealership Move 
Fails to Curtail 


Service Volume 


PITTSBURGH.—“From the day 
we moved into our newly-remod- 
eled_ brick-and-concrete building 
we lost only one day’s work in 
handling service customers,” re- 
ports N. 8S. Nolquist, service man- 
ager, Winston Chevrolet, Inc., 5315 
Baum Blvd. 

Moving from 5800 Baum Blvd. 
(showroom) and 5847 Centre Ave 
(service) to the Oldsmobile Bldg., 
which Winston purchased, consoli- 
dates all services under one roof. 


Transfer, using Winston’s own 
crew and two trucks, was accom- 
plished through work in extra 
hours, so cars being serviced 
wouldn't interfere with contractors 
working on the building. 

The new location boasts 60,000 
square feet of floor space, including 
a 7,500-foot showroom. 

There is fluorescent lighting 
without, new conduit wiring every 
five feet throughout, suspended 
from a 16-foot ceiling. Walls are 
paneled and fireproofed. 

The paint department has been 
expanded from one small room 
until it handles nine cars. A separ- 
ate mixing room adjoins. 

“The control tower being built 
will be a time-saver for everyone 
in the building, regardless of the 
department. Information will get 
around quicker, and extra work 
will be taken from telephone oper- 
ator,” Nolquist said. 

To promote the expansion, Win- 
ston sponsors three daily spot an- 
nouncements via wire recording 
over station WWSW. 

P. D. Winston is dealership pres- 
ident; Toby Winston, vice-presi- 
dent; C. Boston, parts manager, 
and E. Fennell, new-car manager. 


Ajax Jack Line 
Being Expanded 


RACINE, Wis.—The line of Ajax 
passenger-car and truck jacks is be- 
ing expanded, according to J. S. 
Allan, president of Walker Mfg. Co., 
Racine, parent organization of the 
Ajax division. 


Coincident with the expansion of 
the Ajax line will be an increased 
sales and advertising program 
which is expected to more than 
double production during the com- 
ing 12 months, Allan said. L. F. 
Carbonneau will handle the Ajax 
sales program under the direction 
of Gordon R. Walker, vice-presi- 
dent in charge of sales for the com- 
bined Walker-Ajax operations. Ran- 
dall Snow has been appointed Ajax 
advertising and sales promotion 
manager. 







Allen With Willys 


William 8S. Allen has been ap- 
pointed general manager of Willys 
of Hartford, Inc. Hartford Conn. 
He was formerly a Dodge dealer in 
Newport, Ky.; later operated a 
Dodge _ distributorship, Wilkes- 
Barre, Pa.; opened a Graham- 
Paige distributorship in Hartford 
in 1928, and during the war was 
plant layout engineer for Colt Mfg. 


ly Catches Up 


Auto-Lite Chief Sees Replacements Available 
When and Where Needed 


again is available to motorists, and 
batteries for the first time in six 
years will be produced in numbers 
adequate to meet the demand, the 
Auto-Lite chief said. 


“With 59 percent of the cars on 
the road between 5 and 9 years of 
age, many of them are in need of 
attention,” Martin said. “During the 
spring and early summer months 
particularly mechanics should be 
pressed for time. Motorists will do 
well to act now on their car service 
needs.” 







New Publication 
MEW4’s ‘The Selling Job’ 
Rolls Off Presses 


CHICAGO.—Just off the press is 
a new magazine-style publication 
issued by the Motor & Equipment 
Wholesalers Assn., entitled “The 
Selling Job.” 

Contents of the January issue 
include a foreword by Frank K. 
Mayer, MEWA president; articles 
by Ralph Carney, sales manager 
of Coleman Co., on “The Man Who 
Sells”; B. W. Ruark, MEWA gen- 
eral manager, on “Sell the Major 
Lines,” and R. S. Wilson, on 
“Salesmanship as a Profession.” 

John §E. Peters, assistant to 
Ruark, is editor. 


no other 
piston ring maker 
can do this 


MOU RCO! 
ring maker has this! 


Policy 


“It is Muskegon's firmly established pol- 


icy to sell exclusively to manufacturers 


(1) for installation as original equipment 


and (2) for resale for service purposes.” 


Chevrolet Cites 
68 Mechanics 


ST. LOUIS. — Chevrolet division 
and Chevrolet dealers have paid 
tribute to 68 Chevrolet mechanics 
in the St. Louis zone who success- 
fully passed annual approved me- 
chanic examinations for 10 years. 


At a dinner, 10-year gold pins 
were presented by R. G. Schulte, 
zone manager, and P. J. Bauer, zone 
service and mechanical manager, to 
the following named: 


Charlies Nobbe, Alex Straatmann, May- 
nord Goebel, Walter Pfeifer, William Staff, 
Daniel Rose, Christy Jones, John Ruhl, Roy 
Dalby, Lester Darnell, Dale Miles, William 
Kohlenberger, Carl H. Keune, Lioyd V. 
Elders, Joe Ofstein. 

* Ervin Baker, A. E. Stalder, Floyd Hutchi- 
son, Clyde E. West, Leo Grimes, Roger 





Glenn Parker, 
y, Edwin 


McCann, William Powell, 
Charlies Bracktendorf, Roy Rippe 
Thieret, Wilson Sherrill, Pierre H 
J. Williams, Henry Hopfinger. 

George Stillman, Ward Pidcock, John 
Wann, Harold Nelson, H. A. Katten er, 
Clarence Hurley, Albert Josten, E. 
Stroud, Felix Winston, Harry Werner, Mike 
Schott, Charley Carter, J. Morgan O'Dell, 
Olin Miller, M. A. Johnston. 

Edward Schwalke, Arthur Thomas, Adam 

it, Ben Hartman, George Schmidt, 
, William Veit, Leonard 
Moreau, Lloyd Riggs, Chester Cunningham, 
Paul J. Hooker, Arthur E. Wallisa, Ceci) 
Ford, Everette Van Ness. 

R. D. Hawkins jr., Vernon Leist, Clar- 
ence Schroeder, Eugene A. Junge, Kenneth 
Swyers, Frank J. Wasek, Lee Smith and 
H. I. Miller. 

D & M Pontiac 

D & M Pontiac Co. Inc., Lan- 

caster, 8S. C.,, has been o 


rganized 
with capital stock of $20,000. R. H. 
Mobley is president. 


oppe, Cc. 


“.. « and my experience and training 
prompt me always to turn for advice 


to a specialist. So when my car needs 
service, I see a car specialist . . .” 


“Car specialist is exactly what I am! 
‘Factory Authorized Service Man’ is the 
name to remember me by. That means 
the car maker trained me intensively 


to know everything about your particu- 


lar make of car. . 


. and qualified me to 


offer you the very finest service, 
accessories and parts. I'm authorized, 

for instance, to recommend new piston 
rings, tested and proved especially 

for worn engines by the same men who 
designed your car's original rings. 

Look me up in your classified phone 
directory under ‘Automobile Dealers’ 

or ‘Automobile Repairing and Service’.” 


MU 


a 


1 cols 


“THE ENGINE BUILDERS’ SOURCE” 
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Northwest Parts Show Attracts| © 
10,000 Dealers and Suppliers| 


“MINNEAPOLIS.—The Northwest 
Auto Parts and Equipment Show 
ended here Feb. 20, after four days 
of exhibits in the basement of 
Minneapolis auditorium had at- 
tracted the attention of nearly 10,- 
000 dealers and suppliers from a 
nine-state Midwest area. 


Dealers, garage owners and 
service station men who jammed 
56 separate displays were gener- 
ally agreed that service business 
will reach new heights in 1948, 
as motorists seek to keep their 
prewar models in operation. 
Products displayed at the show 

ranged from small accessories to 
trucks, trailers and custom bodies. 
Most displayers were prepared to 
take orders on the spot and prom- 
ise prompt delivery. 

Most products to be sold were 
present for inspection, and in 
many cases demonstrations were 
set up to explain the operations 
performed. Several new products 
were shown for the first time any- 
where. 


One device manufactured by 
Stocking-Carlson Co. of St. Paul, 
Minn., was said to have attracted 
considerable attention. The de- 
vice, offered for $22.50 installed, 
is said to turn a differential 
transmission into a plane trans- 
mission, when necessary, on slip- 
pery ice or when a vehicle gets 
stuck in a snowbank. The mecha- 
nism features a lever placed in 
front of the driver’s seat. 

If a driver gets caught on a 
piece of slippery ice, which leave 
one wheel free to spin, he is said 
to merely press a convenient lever 
to let both rear wheels revolve for 
good traction again. 

The 1948 show was described as 
the first parts and equipment show 
held entirely for the trade itself 
since 1937. It was staged at the 
request of the exhibitors who par- 
ticipated in it. 

The convention angle was omit- 
ted, H. H. Cory, show manager, 
said, because manufacturers and 
wholesalers who supported the 


In the March 27th issue of Collier’s, millions of 
car owners all over the country will be reading 
the Preventive Service Spring message. They 
will be forcefully reminded that NOW is the 
time to put their cars in shape for summer driving. 


The Spring tune-up involves more than just a 
few superficial jobs and Collier’s P. S. has proven 
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V dealers in general can stress to 
é car owners: be 

DETROIT.—While the nation is 
faced with a possible shortage of 
oil and gasoline, motorists should 
take every precaution to see that 
their engines are properly adjust- 
ed to give maximum mileage on 
)|the least possible amount of fuel, 
_|it is advised by E. L. Harrig, man- 
ager of Chevrolet’s service and 
mechanical department. 

“Carburetor adjustment, proper 
timing and an engine tune-up are 
the most important points to have 
checked in order to save fuel,” 

AIR VALVE ADJUSTMENT f Alemite Master line high lubricant nae 

as’ ressure iu can “4 

is qugnatned by Alomuite ‘haa ‘ianneer Jack Retnome to this group of service lone th ae cao mais 


sentatives of Alemite Co. of Mich. Left to right: Harry Scholtz, Detroit; Leo White, 
Cleveland; Al Raffaelle, general service manager, Detroit; John McCracken, Detroit,|check these points. Not only will 


and Reinsma. it help save valuable fuel, but it 


° ill save the motorist money.” 
show felt that the business angle| Green, Mouton Open Firm |“ 
should be paramount this year. : : P Harrig estimated that as much 


; t might be saved in 

Cory said that attending dealers | Milton Green and A. W. Mouton, |as 20 percen 
were unanimous in their opinion |as partners, have announced the |fuel ee cut ey 
that the show was a success for | opening of a Studebaker dealership |®djusted engine is tuned and ad- 


that reason. at 505 N. W. Ave., El Dorado, Ark. — correctly for the spring 


Owners should see to it that 
their carburetor is adjusted for 
leaner mixtures in warm-weather 
driving, and that the idling ad- 
justment is set for slower engine- 
idling speed in spring and summer, 
he said. 


Auto-Lite Reveals 
Personnel Shifts 


TOLEDO.—Promotion of 13 terri- 
tory representatives to special rep- 
resentatives of the merchandising 
division of Electric Auto-Lite Co. 
has been announced by F. A. Nea- 
Jon, sales manager. 

Nealon also announced the pro- 
motion of D. W. Tuttle from a terri- 
tory representative to a district 
supervisor in the central division. 


Those promoted include: James 
Lyon, R. W. Ball and J. W. Lingle, 
eastern division; F. C. Maley, F. C. 
Meehling and R. E. Kurtz, midwest 
division; R. J. Medcraft, R. H. Hunt- 
sicker and D. H. Hugger, central 
division; L. M. Melton, R. L. Jeffress 
and William Kitchens, southern 
division, and W. G. Mitchell in the 
western division. 


Also announced was the transfer 
of R. W. Higgins from the central 
to the eastern division as a district 
supervisor. New territory represen- 
tatives named are E. D. Pryor, east- 
ern division; L. S. Jennings and 
J. O. Bessent, southern division, and 
M. K. Zook, western division. 


















tlumor Does It 
Cartoon Car Appeal 


Tickles Ames 


MANITOWOC, Wis.—Ames Mo- 
tors (Chrysler-Plymouth) aims to 
please and when the Larson fam- 
ily aimed its request for a new car 
to Ames by appealing to the deal- 
ership’s sense of humor it hit the 
mark right on the bull’s-eye. 
The Larsons pictured themselves 
in a pen-and-ink drawing as walk- 
ing along the road on their vaca- 
tion with the two little Larsons 
being dragged along behind. 

The little Larsons were pulling 
a wagon piled high with the fam- 
ily’s vacation outfits. In reply to 
Mrs. Larson’s “Yes, if we had our 
new Plymouth from Ames,” the 
husband answers, “This could have 
been a nice vacation.” 

The Larsons got the car. 


that it helps dealers to sell the parts and services 
necessary for safe and trouble-free driving for 
their customers. 


Champion to Change 


Spark Plug Symbols 


TOLEDO.—Champion Spark Plug 
Co. has announced a change in plug 
symbols, renumbering most of its 
14mm, %-inch thread length types 
to correspond to the numbering 
system used on the 10mm, 18mm 
and %-inch sizes. 

The J-8 and J-14 plug will re- 
tain their numbers. The other types 
will be renumbered with the hotter 
plug having the higher number and 
the colder plug a lower number. 
The change is expected to go into 
effect about March. To avoid con- 
fusion, carton and containers will 
be marked. with: such explanatory 
wordagé' as, “J-7 formerly the J-9.” 


The Collier’s P. S. messages definitely develop 
more business for dealers and jobbers. It’s up 
to you to turn that into profits for yourself. Get 
busy with your dealers and get the P.S. business. 
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ROCHESTER, N. Y. (UTPS).—A 
Rochester dealership has gone on a 
five-day week and has found, so far, 
that production has been stepped 
up. 

The establishment is Valley Cad- 
illac (Pontiac-Cadillac) at 333 East 
Ave. General Manager Frank J. 


Mirror Maker 
Announces New 


Snap Fastener 


DETROIT.—A new snap fastener 
for attaching rear-view mirrors has 
been announced by Ajax Mfg. Corp., 
6646 Charlevoix Ave., Detroit 7. 

At the same time, the producer 
announced the formation of Ama- 
cor, Inc., to handle merchandising 
of its products. 


The snap fastener, it was stated, 
enables the mirror to be attached 
to the body in five minutes. Engi- 
neering departments of all leading 
passenger-car manufacturers were 
said to have approved the device. 


Ajax said its fastening method 
holds no danger of rusting because 
the only evidence of attachment is 
a smooth-walled hole of small di- 
ameter inconspicuously drilled in 
the side. The device is firm and 
strong, the manufacturer claimed, 
and can be tightened or loosened 
without damaging the body finish. 


The company’s production sched- 










ule is 3,000 rear-view mirrors a day, 
it was said. Ajax added that cus- 
tom mirrors for 1948 Hudson and 
General Motors cars are now in 
production. 

Ajax has enjoyed two years of 
rapid growth. The latest equipment 
makes it possible for the raw ma- 
terial to go through the die-cast- 
ing machines and emerge as the 
finished product in one hour. 


The company has developed a 
glass-beveling machine five times 
faster than any other similar ma- 
chine, it is said. With special dies 
the metal frame is bent around the 
front of the glass to hold it se- 
curely. New conveyor systems 
throughout the plant have helped 
step up production. 


Senators Plan 


Export Probe 


WASHINGTON. — An _investiga- 
tion of federal export controls will 
be conducted by a subcommittee of 
the Senate Small Business commit- 
tee, it is announced by Chairman 
Kenneth S. Wherry, Nebraska Re- 
publican. 

Senator Edward Martin, Pennsyl- 
vania Republican, will be in charge 
of the inquiry. Other subcommittee 
members are Senator Irving M. 
Ives, New York Republican, and 
Senator Allen J. Ellender, Louisiana 
Democrat. 


Spur to Efficiency 


Rochester Firm Reports Favorable Results 
After Switch to 5-Day Week 







Houlihan said the work week of 
employes is approximately the same 
but is compressed into five days, 
thus: proving more satisfactory to 
employes and giving quicker service 
to customers of the shop. 

The establishment is now open 
from 8 am. to 6 p.m. Mondays 
through Fridays. Most shop em- 
ployes now work 8 to 5:30 with 45 
minutes for lunch; previously they 
started from 8 to 9 and quit be- 
tween 4:30 and 5 five days a week, 
and worked from 8 or 9 to 1 on 
Saturdays. 

The office staff, which formerly 
worked 8 to 5 with 90 minutes for 
lunch Mondays through Fridays, 
and 8 to 1 on Saturdays, now works 
8 to 5:30 five days only. 

Saturday business, Houlihan said, 
had not compared with the week- 
day volume, and it has been found 
that customers can get repair jobs 
completed quicker with the shop 
force working longer on a five-day 
basis. Tardiness of the force has 
been cut, too, he said. 
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MAIN FLOOR of service department, J. C. Carter Co., Inc., Jacksonville, Fla. 


33,000 Fire Extinguishers 


Offered Public Agencies 
WASHINGTON.—A bout 33,00u 
war-surplus, carbon tetrachloride 
fire extinguishers are being offered 
for sale exclusively to state and 
local government agencies at ex- 
ceptionally low cost, War Assets 
Administration said last week. 


The extinguishers, left over from 
previous offerings to higher prior- 
ity buyers, are of one-gallon ca- 
pacity, made to standard specifi- 
cations, and approved by the Un- 
derwriters’ Laboratory. Fixed price 


for the extinguishers is $10 each 
in minimum lots of six, but state 
and local governments and their 
instrumentalities are granted dis- 
counts. 

Orders, all f.o.b. location, will be 
filled in sequence as received and 
should be addressed to WAA Cus- 
tomer Service Center, 1710 S. Red- 
wood Blvd., Salt Lake City, Utah. 








Bob Finlay’s ‘‘Auto Advertising’’ column 
gives the latest developments in dealers’ 
and manufacturers’ plans for winning pros- 
pects and influencing buyers. 


| Alemite Opens z 
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Service School 
For Jobbers 


CHICAGO.—Opening sessions of 
the 1948 Alemite service instruction 
school, to continue until service 
managers and field service men 
of all 38 Alemite distributors have 
attended a full week’s term, have 
begun at Stewart-Warner Corp.’s 
general headquarters here. 


According to Jack Reinsma, serv- 
ice manager for the Alemite, Wheel 
Balancer and Instrument divisions 
of Stewart-Warner, the purpose of 
the school is to acquaint the field 
service organization with latest 
service techniques and equipment: 
available to distributor and jobber 
service departments. 

More “on-the-spot fixing” of 
minor service ills by distributor or 
jobber representatives is another 
goal of the Alemite service de- 
partment, Reinsma said, adding 
that avoidance of many major re- 
pairs or replacements could result 
from a program of user education 
in adjustments and maintenance of 
equipment. 





1 Standard of Quality 
1 Source of Supply 
1 Job to Do 


Your NAPA Jobber is an independent businessman. His first—and only—function is to 


the parts 


serve you. You can depend on his complete cooperation every time you call. 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION ¢ DETROIT 1, MICHIGAN 
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——eerernte sow ot Beilding Stepe Up -- 
Road Program Financing Hinges 
On H igher Auto Taxes, Bonds 


some instances both, will be targets 
in state plans to finance long-range 
highway construction programs, a 
survey reveals, 
However, such pressure is now 
minimized by limitations on 
volume of 


| 
Ui 


increased road aid to local govern- 


seems to have forgotten something 


...and the dealer who remembers makes the money! 





THE WHITEWALL 





THE WHEEL COVER 


Whitewali prices: Standard steel model (16° wheels) $6.95 per set of four. De luxe steel 
model (15° and 16° wheels) $9.95 per set of four. Sets of five priced higher. Wheel cover 
list price $19.95 per set of four. Foir Trade products sold under applicable Fair Trade lows, 


ments. Continuation of this trend 
is in prospect during current-year 
legislative sessions. 

Temporarily easing the financ- 
ing problem is the fact that con- 
struction at an “adequate” —~ 
even if funds were available, is 
hampered by shortages of equip- 
ment, materials, labor and engin- 
eering personnel. 

Total highway construction by 
all governmental levels last year 
was estimated by the Federal 
Works Agency at $1,200,000,000, 
with the 1948 total expected to 
reach $1,500,000,000. In contrast, it 
is estimated that our system of 
streets and highways is some $20,- 
000,000,000 short of modernization. 

Highway maintenance rather 
than new road extension is the 
principal problem confronting road 
builders this year, according to 


.| Commissioner Thomas H. MacDon- 


ald of the Federal Public Roads 
Administration. At the start of 


Y/ 


LYON 


1947, he said, there were 27,000 
miles of highways in need of main- 
tenance and repairs. Although some 
14,000 miles have been put in good 
condition, he added, other routes 
have deteriorated so that there now 
are 30,000 miles which require 
treatment. 

Meanwhile, vehicle registration 
and highway use have soared to 
new highs. As automotive produc- 
tion increases, pressure for im- 
proved highways will grow propor- 
tionately. 

Although state revenues from 
gasoline and other automotive 
taxes have been swollen by un- 
expectedly heavy postwar high- 
way use, this has been offset by 
the fact that road construction 
costs are up 80 to 93 percent 
above 1940. And, while surpluses 
were accumulated in nearly all 
states during the war, so were 
huge backlogs of construction 


4 


So far as style goes, wheels are the “forgotten” 
parts of most cars; basic wheel design hasn’t 
changed in 13 years! Regardless of how new 
a car is the wheels are still old in style—far 
behind the body and fenders. Boiled down, the 
story is this: “To keep in style with the rest of 
your car, wheels need a smart Lyon accessory.” 
Or, tell it in your own way—but ¢e// it! We think 
you'll sell a lot of Lyon Whitewalls and Wheel 
Covers if you do. 


INCORPORATED, 13881 W. CHICAGO BLVD. 
DETROIT 28, MICH. 
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THE NEW PARTS ROOM of Pollock-Timblin Co., Inc. (Ford), 1251 E. State Mt., 
Sharon, Pa. An addition for the body shop and storage is now under construction. Two 
trucks are used by the firm in the distribution of parts in two counties. 














are currently urder consideration 
in some states, with indications 
that the issue will be raised on a 
wide scale next year, when 44 state 
legislatures will convene in regular 
session. 

A summary of the situation as re- 
ported from a number of states 
throughout the country follows: 

Alabama—aAlthough a $40,000,000 
bond issue to finance an expanded 
highway construction program was 
rejected by the 1947 Alabama legis- 
lature, the highway financing issue, 
particularly with respect to farm- 
to-market roads, will be revived 
during legislative session next year. 
A gasoline tax increase, unsuccess- 
fully proposed last year, may come 
up again. 

Arizona—A one-cent gasoline tax 
is being sought by the County Su- 
pervisors Assn. 


Illinois—Highway financing under 
study by an interim legislative 
commission. No indication as yet 
as to whether new revenues will be 
sought. Gasoline tax boost was un- 
successfully proposed in the Illinois 
legislature last year. 

Iowa—Possibility of an increase 
in Iowa’s gasoline tax rate above 
present 4-cent level discussed by a 
state legislative interim highway 
study committee, which will recom- 
mend a comprehensive road im- 
provement program to next session 
of state legislature. Bond issuance 
also may be proposed. All of Iowa’s 
present primary road bonds are 
scheduled to be paid off by 1950. 
No conclusions as to financing or 
the type of program to be recom- 
mended had at this writing been 
announced by the Iowa study 
group. 

Kansas — Long-range highway 
construction needs under study by 
an interim committee, which has 
not reached any conclusions as to 
financing. Possible sources of addi- 
tional revenue might include a 
higher gasoline tax, higher truck 
license fees, and increased motor 
car license fees. 

Kentucky—A boost from five to 
seven cents in the gasoline tax rate, 
effective April 1, adopted as a 
means of raising additional $8,000,- 
000 a year for construction, recon- 
struction, or maintenance of sec- 
ondary and rural roads. 

Michigan—A proposed 2-cent in- 
crease in the state’s gasoline tax 
rate expected to come up at a 
March special session of the legis- 
lature. A bill which would have in- 
creased the gasoline tax from 3 to 
4 cents a gallon was vetoed last 
year by Gov. Kim Sigler, pending 
completion of a survey of Michi- 
gan’s highway system which has 
since been made. 

Mississippi — Enactment of a 1- 
cent increase in present 6-cent gas- 
oline tax expected to be recom- 
mended to the .1948 legislature. 
County officials and farm groups 
have urged a gasoline tax increase 
for additional roads. 


Massachusetts— A 10-year pro- 
gram for reconstruction of the 
Massachusetts state highway sys- 
tem at an estimated cost of $677,- 
000,000 drawn up by a special com- 
mittee named last year by Gov. 
Bradford, who sees no hope of 
financing such a program under 
present revenues. Bradford has op- 
posed any tax increase at this time, 
however. A proposed gasoline tax 
boost was rejected by the Massa- 
chusetts legislature last year but 
has been resurrected as a 1948 
legislative issue. 

Missouri—Pending at this writing 
was a bill calling for a 2-cent in- 
crease in gasoline tax which high- 
- | way officials believe needed to carry 
on a comprehensive 10-year road 
program. Also pending was a state 
(Continued op Page 39, Col. 1) 


and maintenance work, in many 
instances added te depression 
construction deficits. 

The financing situation varies 
considerably from state to state. 
Expanded highway programs last 
year led to increased gasoline taxes 
in eight states; higher truck levies 
in five; other automotive tax in- 
creases in others, as well as high- 
way bond issue authorizations in 
four states. 

New highway revenue proposals 
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constitutional amendment to raise 
the gasoline tax 1% cents and pro- 
hibit cities from levying local gaso- 
line taxes. Latter measure was ap- 
proved last year by the state senate 
and at this writing was before the 
house. 

Montana—aA suitable 10-year pro- 
gram to build 8,000 miles of roads 
would cost $334,970,000, according to 
the state officials who say such a 
program would necessitate addi- 
tional funds because “by 1950 pres- 
ent current highway funds will 
have been expended, including bond 

proceeds, and anticipated income 
from that time will have to be used 
entirely to satisfy maintenance re- 
quirements.” Gasoline tax rate 
boost was rejected by 1947 legisla- 
ture. 

Nebraska—Revenue from present 
sources probably will be sufficient 
to permit full matching of current- 
ly available federal-aid funds by 
June 30, 1950, it is reported. How- 
ever, it is added that the Nebraska 
Highway Department will be un- 
able to satisfy demands for road 
improvement if nothing more than 
the federal-aid program is accom- 
plished by that time. 

New Jersey—Gov. Alfred E. Dris- 
coll has proposed enactment of 
additional general state taxes to 
avert need for diversion of automo- 
tive tax funds to general purposes 
and provide revenue for expanded 
highway construction and other 
purposes. Estimating that contrac- 
tors probably will be able to absorb 
only $50,000,000 a year in new con- 
struction, Driscoll opposes alloca- 
tions to highways beyond that fig- 
ure at this time. About $25,000,000 
a year would be available for new 
highway construction in New Jer- 
sey under the governor’s proposals. 
To this could be added up to $25,- 
000,000 that would be fitranced 
through bond issues as needed or 
from current revenues, if it is de- 
cided to restrict the program pend- 
ing a reduction in costs. 

New Mexico — A temporary in- 
crease of 1% to 2 cents a gallon in 
New Mexico’s gasoline tax rate, to 
remain in effect until the state’s 
road debt is paid off, has been sug- 
gested. The state highway depart- 
ment is paying off $1,500,000 of its 
debt each year and borrowing $3,- 
000,000 more. The 1947 legislature 
authorized $6,000,000 borrowing for 
highways but rejected proposed 
gasoline tax increase. 

New York—State Public Works 
Superintendent Charles H. Sells 
estimated $2,000,000,000 would have 
to be spent during the next 14 years 
to make the state’s highways effi- 
cient and safe. Gov. Dewey spoke 
favorably of such a program last 
year, but said he didn’t know where 
funds would come from. In his sub- 
sequent message, Dewey opposed 
additional taxes at this time. 

Oklahoma — Although study of 
highway situation has not been 
completed, indications are Oklaho- 
ma’s new legislative session will be 
confronted with problem of provid- 
ing additional highway funds if a 
construction program is carried out 
on the state’s primary roads. 

Oregon—Methods suggested for 
financing expanded highway con- 
struction program in Oregon in- 
clude issuance of bonds to be 
amortized through an additional 
1-cent state tax on gasoline. A 
study of highway needs is in prog- 
ress. 

Pennsylvania—Traffic surveys and 
field inspections indicate state 
should spend more than $160,000,000 
a year for highways. State High- 
ways Secretary Ray F. Smock says 
his department can’t even continue 
the current program plans without 
additional revenue. A_ proposed 
gasoline tax increase rejected by 
the 1947 legislature, with the issue 
of new automotive taxes virtually 
certain to be revived next year. 

South Carolina—A proposed gaso- 
line tax increase before state legis- 
lature. State Highway Department 
has sold $10,000,000 in highway cer- 
tificates of indebtedness for con- 
struction of farm to market roads. 

South Dakota—Gov. George T. 
Mickelson “thinking favorably” of 


1-cent gasoline tax increase to pro- 
vide for highway construction. As- 
serting there is “no question” that 
the state will have to spend more 
money for roads, he said he was 


“not convinced” that bonding the 


state was the way to raise the 
funds. He also has suggested the 
possibility of transferring money 
from the general fund to the high- 
way fund to replace revenue pre- 
viously diverted. State Highway 
Commissioner H. B. Test pointed 


out that by 1949 most all highway 
income in South Dakota will be re- 
quired for maintenance unless a 
new source of income is provided. 
Texas—State Highway Engineer 
D. C. Greer estimated that con- 
struction and maintenance of a 
modern highway system in Texas 
during a five-year period starting in 
1949 would cost $738,800,000, or more 
than twice as much as anticipated 
income of $337,000,000 for the same 
period. A gasoline tax increase, 


turned down by the Texas legisla- 
ture last year, will be revived next 
year. 

Washington—A gasoline tax in- 
crease proposed. How strongly it 
will be pushed will depend on the 
outcome of an interim study of 
highways now in progress. 


West Virginia—Under legislation 
approved by the 1947 legislature, 
the electorate will vote: in Novem- 
ber on a state constitutional amend- 
ment to issue $50,000,000 in bonds 
for the construction and mainte- 
nance of a secondary road system. 


Curnutt Motor Co. 


Roland Curnutt has incorporated 
Curnutt Motor Co. to operate an 
automobile dealership at Maryville, 
Mo., with $100,000 authorized cap- 
ital " stock. 


\M Glamour’ Colors 


are your best salesmen 


Manufacturers of po 


BUILD YOUR REPAINT BUSINESS into a high-volume 
money-maker with the help of R-M “Glamour” Colors. Let 
your repaint jobs do your selling for you! It’s easy! Just suggest 
to your customers that they refinish their cars in one of the 
famous R-M “Glamour” lacquers such as Woodbine Green, 
Carlotta Brown, Alamo Brown or Toyland Maroon! Watch 
these smart colors bring new business into your shop! Watch 
one R-M repaint job lead to another! Watch color-conscious 
women open their eyes to these completely distinctive, irre- 
sistible R-M “Glamour” colors! See your local R-M distributor 
or write us today. 


RINSHED-MASON COMPANY 


DETROIT 10, MICHIGAN 


5935-71 MILFORD AVE.... 


Fommercial cor lacquers « enamels e vundercoats « puities « tinting colors e reducers @ removers ¢ 


rubbing compounds, etc. 
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Canada Triples 
Auto Imports 


From Britain 


OTTAWA, Ont.—Britain can 
more than triple her current ex- 
ports of automobiles to Canada un- 
der a@ new quota agreement, it 
was shown in a document reported 
to the Canadian House of Com- 
mons by D. C. Abbott, minister 
of finance. 

The quota provides that Britain 
—and each of the other non-dollar 
countries—may ship to the domin- 
ion this year up to $7,500,000 worth 
of cars. Last year, imports from 
Britain in this line were only §$2,- 
000,000. 

The new quota, effective March 
1, replaces the outright ban on 
the importation of all automobiles 
into Canada imposed last Nov. 17 
as part of the dollar conservation 
program. 

Abbott announced the British 
figure in tabling a memorandum 
from Trade Minister C. D. Howe 
setting out details of new quotas 
allocated both dollar and non-dol- 
lar countries. 


As announced last week by the 
finance minister, the quotas from 





{ and Clinton Spray Wax. 





CLINTONE WAX FINISHING 
as Nationally Advertised requires the 
combined use of Clinton Pre-Wax Cleaner 
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W. ©. ENGEL (left), new Nash dealer (formerly Nash car distribution manager, 
signs his franchise for Nash-Kenosha at Kenosha, Wis. Engel’s partner, Vern Roost, 
(center), formerly of Universal ©.1.T., looks on with John B. Fountain (right), zone 


manager. 


the dollar countries are heavily 
slashed from the amounts import- 
ed before the embargo. Canadian 
purchases of U. S.-made cars will 
be cut to about 16 percent of the 
1947 total. Imports of automotive 
parts also will be heavily curtailed. 

Howe told Parliament that Cana- 
dian import restrictions on motor 
vehicles and parts will save sub- 
stantial American dollars “without 
inflicting damage on the industry 
itself” here, bringing no marked 
drop in production and even an in- 
crease in car and light truck out- 


buffing. 
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put. He estimated the restrictions 
will slash American automotive im- 
ports by about $53,000,000. 

The minister disclosed finished 
cars will be token imports this year 
but emphasized regulations “will 
permit continued operation of auto 
production and service industries at 
substantially the 1947 level.” The 
exchange incentive will allow Cana- 
dian industry to increase produc- 
tion and exports and for every addi- 
tional car sold for export, two addi- 
tional cars can be made now, he 
said. 





Clinton Spray Wax is new! Revolutionary! It is applied with a vacuum 
type spray gun and produces a hard, pure wax finish without rubbing or 


Not only does Clinton Spray Wax save hours of labor on every car but it 
also lasts longer than ordinary waxes. Scores of tests show that Clinton 
Spray Wax outlasts other waxes three to one. In fact, on the world’s fastest 
airplanes, flown in extreme weather, Clinton Spray Wax lasted seven times 
longer. Because Clinton Spray Wax is sprayed on it penetrates corners and 
crevices around grilles and mouldings, giving complete protection against 
rust and atmospheric salt corrosion. 


Clinton Spray Wax is available through jobbers and General Motors ware- 
houses. For further information write .. . 


CLINTON SPRAY WAX COMPANY 


1020 EAST LAND PLACE e 


MILWAUKEE 2, WISCONSIN 
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Backshop ... 


(Continued from Page 31) 





described to the mechanic in the 
shop. 


Several service sales analysts 
have recently pointed out that in- 
creasing the number of items per 
ticket by one-half item average 
will, in the majority of cases, re- 
sult in increasing the total average 
of the service bill by as much as 
two dollars or more. 

Factory service managers also 
realize that a great share of the 
loss of goodwill by the dealer dur- 
ing the past few years has not 
been due to his tactics in handling 
new car sales, as much as it has 
been due to the careless or un- 
knowing “gouging” of the service 
customers on the work he has done 
in the shop. 

Many dealers will scream to high 
heaven that they are not “goug- 
ing” their service customers, while 
inefficient and incompetent service 
order writeup men are putting the 
“bite” on every customer that 
comes into their shop with trouble 
that is not instantly recognized 
and can be clearly pointed to or 





+ * * 


FAR TOO few writeup men 
know enough about diagnosis to 
properly write up a service order. 
Far too many resort to the easy 
expedient of writing “check” trans- 
mission, axle, engine for skip, etc., 
and leave it up to the mechanic 
to be a Houdini and try to guess 
what the trouble is. 

Dealers can’t blame customers 
for hitting the ceiling if they get 
a bill for thirty or forty dollars 
when the trouble they brought 
their car in to have remedied 
should have cost only a few dol- 
lars. 

Dealers have been fortunate fol- 
lowing this last war that they 
haven’t had to compete with hun- 
dreds of thousands of small alley 
shops opened by returned vets who 
were interested in only working 
out a fair living, such as dealers 
were faced with in World War I. 

But dealers can bring on this 
condition during the next two or 
three years by continuing to over- 
charge their customers on service. 

It is getting easier to get new 
cars and will continue to get more 
easy for wrathful buyers to get 
new transportation as we go along. 
Parts in the main will be fairly 
free again this year, and small 
service shop operators will be able 
to get both parts and needed 
equipment to open those little one 
and two-car shops. 

* - * 

DEALERS WON'T be able to 
hold their service customers 
through fear alone if they con- 
tinue to keep the cost of driving 
an older car high in face of a 
smaller spread between income and 
outgo of the average car and truck 
owner. 

The answer to much of the prob- 
lem, agree the factory service ex- 
perts, is in the dealer getting bet- 
ter efficiency in his service shop 
and getting more “know how” in 
analyzing car troubles at the order 
writeup point. If the order is writ- 
ten properly, they point out, then 
only the needed work will be done 
on the car, lost time searching for 
a hidden trouble won’t be charged 
up against the owner, and more 
parts sales will result through me- 
chanics working on known trouble 
instead of wasting time trying to 
find out what the writeup man 
failed to tell him about the cus- 
tomer’s complaint. 

So all the factories I have visit- 
ed thus far in my round-robin pil- 
grimage have come up with the 
information that they have a me- 
chanic school either in operation 
now or in the process of getting 
ready to go. And unless there is a 
“new car component” training need 
that supersedes it, every factory 
schcol is going to concentrate on 
teaching mechanics how to analyze 
trouble efficiently and factually. 


Body and used car recondition- 
ing schools are also high on the 
must lists of training programs in 
the making at most factory serv- 
ice departments. There is no ques- 
tion in any well-informed execu- 
tive’s mind but that dealers will 
be selling more of their tradeins 
this year—and this will increase 
from now on out, 

” * * 

JJELLZAPOPPIN’ in the Buffalo 

Statler as I write this, and no 
one knows it better than Wally 
Balzerack, the ex-Chevrolet official 
but now Truckstell maestro who 
had the unenviable job of follow- 
ing Chevrolet’s one and only Bill 
Power on the opening program of 
the Truckstell distributor conven- 
tion. Wally, however, knew enough 
to call a 15-minute recess after 
Bill got through with his blood- 
stirring and _ thought - producing 
opening talk of this year’s four- 
day session. He well knows that 
no one can immediately follow 
dynamic Bill and have his audi- 
ence hear anything. 

“Hellzapoppin’ with plenty to sell” 
is the theme of the meeting—not 
only lifted bodily from Bill Power's 
talk but prompted by the fact that 
the end of the “easy money” holi- 
day, as far as truck dealers are 
(See BACKSHOP, Page 56, Col. 3) 
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SERVICE SECTION 


Used Car Notes 


Buffalo Board Endorses 


Title Law Proposal 


BUFFALO. — Pending legislative 
bills which would affect motor ve- 
hicle dealers, including a proposed 
law that would fix the sale price of 
new and used automobiles, were 
considered by members of the Buf- 
falo Used Car Board of Trade at a 
recent meeting. 

The dealers went on record as 
favoring such a bill which would 
create a new title law for automo- 
bile owners, but withheld any com- 
ment on the possibility that auto 
sale prices would be regulated. 

s s * 


Worcester Assn. Votes 


Against Trade Controls 


WORCESTER, Mass.—Worcester 
County Used Car Dealers Assn. has 
voted against governmental con- 
trols on their business. After a 
unanimous vote, the association 
sent a telegram to Oliver Wood, 
president of the National Assn. of 
Used Car Dealers in Washington, 
notifying him of this action. The 
move was prompted by a recent 
news article quoting President 
Wood that he and his national asso- 
ciates would welcome federal or 
state control of the business. 


Officers elected at the session in- 
cluded: Jeremiah F. Gallo, presi- 
dent; Kenneth E. Chaplin, vice- 
president; Harry E. Meservey, re- 
cording secretary; John J. Canane 
sr., corresponding secretary and 
honorary president; Leonard Fisher. 
treasurer, and Charles E. Cara- 
donna, sergeant-at-arms. 

a7 o 


o 
Board of Directors Named 


For New York Assn. 


New directors of the New York 
Used Car Dealers Assn. have been 
announced by Bill Williams, presi- 
dent, as follows: 

Max Bloom, Norman Epstein. 
Henry Friedman, Leo Harris, Dave 
Herman, Charles Kreisler, Julius 
Weiss and Williams, representing 
New York county; Dan Maslow, 
Max Meyer and Joe Wolfe, Bronx 
county: Ralph Brown, Jerome 
Cohn, Harry Gottlieb and William 
Levine, Kings county; Sam Ben- 
son, Dan Rabin, Sandy Wallick 
and Fred White, Queens county; 
Frank R. Green. Westchester coun- 
ty, and Morris Kaplan, Albany. 

eee 


Dallas Assn. Selects 


Williams as Chief 


DALLAS.—D. M. (Bill) Williams 
has. been elected president of the 
Dallas Used Car Dealers Assn. 

Others elected to office include 
R. H. Huff, vice-president, and 
Tom A. Blundell, secretary-treas- 


urer. 
e ” * 


Prices Drop 10-15 Pct. 


In Florida Citrus Belt 


LAKELAND, Fla.—Used-car 
prices have fallen from 10 to 15 
percent in the last 90 days, a sur- 
vey discloses. Dealers are virtu- 
ally unanimous in reporting that 
cars are selling at from $50 to $200 


Buffalo Dealers 
Report Prices 
Off 20 Percent 


BUFFALO. — A combination of 
buyer resistance and the usual win- 
ter business doldrums have pushed 
used-car prices down at least 20 
percent in the last three months, a 
survey of Buffalo dealers indicated. 

While a rise in prices is expected 
to occur with the return of pleasant 
spring weather, this year’s used-car 
buyer, for the first time since the 
end of the war, will have a chance 
of getting a second-hand postwar 
vehicle below list price. 





While most dealers made cau- | 


tious forecasts, a consensus left no 
doubt that the lower prices will re- 
main despite seasonal fluctuations. 

“The selling public still has an 
idea their cars are worth a lot, but 
when they shop around they find 
out that buyers aren’t paying big 
money any more,” one dealer ob- 
served. 

Most dealers considered buyer re- 
sistance as the prime factor in forc- 
ing prices down. 


below prices of last November and 
that sales volume has dropped con- 
siderably. 

Almost all of the used-car firms 
polled say that the poor citrus sea- 
son is directly affecting their 


business. 
* + * 


U. C. Demand Reported 
Lagging in Winnipeg 


WINNIPEG, Manitoba.—A _ sur- 
vey of dealers here has indicated 
the bottom is due to drop out of 
the used-car market soon. 


Dealers report they are running 
into a lack of demand for used 
cars and that many cars are being 
offered at prices which did not 
adhere to a scale “rigidly observed 
only a year or two ago.” Buyer 
resistance has increased with the 
decline of money in circulation 
and increased new-car production, 
it is said. 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 


USE THAT GOOD GREASE 


Kees 
“Prepare yourself, here comes 
one of those ‘I expect the world’ 
buyers!” 


Given Motors (Mercury) 
Opens in Detroit 


Given Motors, Inc. (Mercury) has 
opened for business at 8510 Twelfth 
St., Detroit 6. Reginald F. Given, 
president, was vice-president of 
Universal C.1.T. Credit Corp. from 
1928-1945. 

Other officers of the dealership 
are Emory Mowbray, sales man- 
ager; Carl Durrenberg, service 
manager; Harold Boening, parts 
manager, and Gilbert J. Mahoney, 
officer supervisor. 


THAT LASTS LONGER! 


THAT'S RIGHT. Quaker State QUADROLUBE is 
the right grease to use when a top-flight job is 


wanted—and the right grease for every dealer 


to offer every customer. More efficient, more 


lasting, more stable, it gives longer service, 


better protection, 


in any automotive gear case. 


Particularly recommended for modern, high- 


speed 


transmissions 


and differential gears. 


Lubricating element is 100% pure Pennsylvania 


base oil, specially processed to assure high- 


temperature stability, low-temperature fluidity, 


high resistance to corrosion, rust and foaming. 


Serve your customers with this different grease 


QUAKER STATE OIL REFINING CORPORATION oe 
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Is Introduced i 


ALBANY, N. Y.—The t legis- 
lative eommittee on ins ent sales 
financing has introduced a bill de- 
signed to halt abuses and over- 
charging in the field of finance 
buying. 

The bill grew out of an investiga- 
tion urged by Gov. Dewey after re- 
ports were made that some persons 
were paying as high as 291 percent 
a year in finance charges. 

It provides that any buyer may 
voluntarily discharge in full his 
obligations in advance of the time 
set for the final instalment. 


When the purchaser completes 
payment, he must be refunded the 
entire unearned portion of the 
credit service charge, and all other 
charges, if any. He also must be re- 
funded any rebate received upon 
the cancellation of any insurance 
policies issued in connection with 
the contract. 

The bill provides that all charges 
which must be refunded are to be 
prorated over the number of instal- 
ment payments provided in the con- 
tract, except that a minimum total 


41 


Bill to Halt Finance Gouging 


nN. Y. 


charge of $5 may be made. No re- 
fund is to be required if it amounts 
to less than $10. 

In case of failure to comply with 
the measure, the buyer is given the 
right to recover an amount equal to 
the credit service charge, or 10 per- 
eent of the cash price if no credit 
charge is specified in the contract, 
from the holder of his obligation. 


If the measure should become 
law, all credit sales after July 1, 
1948, would be affected. 

A bill affecting deposits paid for 
advance deliveries of cars also was 
presented to the legislature. The 
measure provides that any person 
or firm which accepts a deposit for 
a car must pay interest on the de- 
posit at the regular rate 30 days 
after it has received the money. 


Schneider Motors 


A certificate of partnership has 
been filed in the county clerk’s 
office for Schneider Motors, 284 
Clark, Hamburg, N. Y. Partners 
are Victor F. Schneider, Muriel 
Snyder and Alvin F. Snyder. 


SURE! YOU MEAN 


QUAKER STATE 
QUADROLUGE ! 





that gives better service, more service, saves 


money, trouble. It’s the modern gear lubricant 


that lubricates better and longer. 


Oit CITY, 





PENNSYLVANIA 
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Current Prices | 


(Includes revisions for all 1948 models. ) 


SAMUEL W. KOFFLER of Koffier Sales 
A 


Theme Songs 
$4,560. . Mailing Pieces Provoke 
Laughs With Message. 


,|. CHICAGO.—Sovereign Plan, Inc., 
. vrepe., | 2&8 developed an unusual series of 
, ‘|service letters, using the cartoon 


$1,313 
a -dr. sed., $1,-| idea for illustration of the theme 
772.75; 2-dr. sed., $1,735.75; spt. ecpe.,jand as an attention-getting mech- 
$1,762.25; bus. cpe., $1,667.50; Windsor— | anism 
4-dr. sed., $1,825.25; 2-dr. sed., $1,804.25; ; 
spt. oe ens: bus. ee, $1,738; oe feature such themes as 
conv., , + Saratoga — 4-dr. -+|a@ magistrate’s court under the 
$2,106.75; 2-dr. sed., $2,079.25; spt. ¢P®. | hoading, “The Defense Never 
$2,089.76; bus. cpe., $2,005.50; New a 
Yorker—4-dr. sed., $2,211; 2-dr. sed., $2,-| Rests”; a man trying to put diapers 
50; \ cpe., $2,-/0n a baby to illustrate “Little 


Things Can Cause a Lot of Trou- 


4-dr. sed., $2,802.25: 8 cyl. conv., | 217 
$3,184.50; pass. sed., $2,175.75; | ble”; a man leaving for work sans 
, $2,301.50; Windsor — 8-pass. sed.,| breeches to point up “Have You 


- , Sees a new pair of old-style 
ws : | button shoes to sell lubrication with 
Foe 005 ar nar.” wed. |“Squeaks and Squawks Eliminated”; 
-| two kids with their broken soapbox 


bus. cpe., 

$1,709; 2-dr. sed., $1,688; spt. 

698.50; conv. eit wag., $2,-/ racer to point out that “Every Cus- 
DopGa — Per "$1,555; 2- tomer Is Boss,” and three barbers 

ar. sed., Inn ate. bus. cpe., $1,439;| With an empty chair to say, “We 

Oustom—4-dr. sed., $1,607.50; | Miss You.” 

$1,681.25; spt. cpe., $1,602.25 conv. $1,- Se 

“ORD — Deas 9" Kneeskern Gets Franchise 
FO) — Deluxe ‘‘6’’—4-dr. sed., 7 

fe 3. Gee: neeskern Gets Franc 


For Studebaker in lowa 


ca aan eet tn Bd Sones: an wag..|_ Kneeskern Motor Sales, Decorah, 
$1,893.32; Deluxe ‘‘V-8'"—4-dr. sed. -|Ia., has been appointed Studebaker 
345.56; 2-dr. sed., $1, ai La oo. dealer for Winneshiek county. 


W. W. Kneeskern is owner of the 


$1,440.28; 2-dr. sed., $1,382.39; sed. cpe., 
$1,408.71; bus. cpe., $1,329.77; conv., $1,- | business. 
740.24; stat. wag., $1,972.26. 

FRAZER—4-dr. sed., $2,294.46; Man- 
hattan—4-dr. sed., $2,711.50. 

HUDSON—Super ‘6’’—4-dr. sed., $2. 
003.75; 2-dr. sed., $1,952.75; spt. cpe. 
$2,000; bus. cpe., $1,889.50; 





Stamford, Conn., who heads 
French automobile info.mation 
center in this country and 
also in close touch with the whole 
European situation. 


Now It’s Straight 


Thank you for your featuring 
(page 35, Feb. 9) our automotive 
plant. 

We are, in certain respects, er- 
roneously quoted. First, our firm 
name is Waterloo Motors Ltd., 
whereas we are quoted as Water- 
loo Motors, Inc., which in your 
script is followed by the name 
“Ford” in brackets—this is not the 
proper application. 

Waterloo Motors Ltd. is the Mer- 
cury-Lincoln dealer for Edmonton 
and district, and as such is a part 
of the Mercury-Lincoln division of 
Ford Motor Co. of Canada L4td., 
Windsor, Ont. 

Might I point out that we have 
in operation now, within our ga- 
rage 21 hoists. Actually our prem- 
ises embrace approximately 70,000 
square feet of floor space.—J. A. 
CHRISTIANSEN, president, Waterloo 
Motors Ltd. (Mercury - Lincoln). 
Edmonton, Alta. 


W aiting 

My only interest is to keep up 
with what goes on in the automo- 
bile world. The newspapers do not 
print much. My first three issues 
of the Automotive News contain 
more news in this line than all 
that I have read in several news- 
papers that I subscribe to for the 
past five years. 

From 1925, to 1941 I purchased’ 
11 new cars, one at a time. What 
a business I was giving every- 
body! Since Oct. 2, 1942, I have 
had one 1942 Plymouth for over 
seven years. Recently I had a com- 








000; 
“@"*—4-dr. sed., $2,161; spt. cpe.. $2.- -—— 
136.75; Super ‘8’’—4-dr. sed., $9,002.25; 
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KA , $2,104.21; Custom ic tas . : 
tar, eed. $2455.08. pleted by R. L. Polk representa- g/dl). 
(NOON —4-ar eed, wae. 68: 4-ar. | | tives in state capitals. 4 : & Z ; $ te = 
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Letterbox 


(Continued from Page 4) 


plete overhaul job done, and I will 
use this car for several years more. 
The auto manufacturers are never 
again going to do the kind of busi- 
ness with me that they have done 
in the past. 

From now on I’m laughing at all 
the salesmen who try to tell me 
that I need a new car every year 
or two. I’ve been busy making my- 
self expert in the knowledge of 
automobile maintenance. So far I 
have learned a great deal and I’m 
going to learn plenty more. Your 
newspaper will be helpful in many 
ways. 

For a long time I’ve been very 
sour on automobile labor unions 
and plenty of others, too. I hope 
and pray to see the day when they 
will have to beg to get work—I’m 
talking about the auto unions in 
particular now. I want to see them 
right flat on their backs. 

Right now I could use a large 
new panel truck but I just won't 
put in any order for one until I 
have read over a period of months 
that the whole automobile indus- 
try is crying for customers and of- 
fering to sell their cars at prices 
greatly below today’s prices. There 
are many other people who have 
got their lips set tight with the 
same grim determination — this 
writer talks with them almost 
every day. The auto manufacturers 
are now getting the suckers who 
will pay any price for a car but 
that is all going to end within three 
years at the longest. I'll wait it 
out!—Howarp R. Prrer, Montverde, 


Who Is Flamm? 


Will you please tell me some- 
thing about Mr. Flamm, who draws 
“Auto Oddities” in AvutToMmorTive 
News. I think that I have seen his 
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signature in other publications.— 


C. M., Cincinnati. 

Eprror’s Notre: George R. 
Flamm’s cartoons have been pub- 
lished in more than 50 magazines 
and newspapers. He was a cap- 
tain in the Air Corps in the In- 
dia-Burma-China theater during 
the war. Continuing his Special 
Services work as a morale build- 
er among troops in that theater, 
he is now Chief of Special Serv- 
ices at the VA hospital, Boise, 
Ida. Cartooning is his hobby, he 
says. 


Auditing Book 

Re your Letterbox (Feb. 23), re- 
questing a book entitled “Auditing 
Procedure as Affecting Automobile 
Dealers” which might have to be 
written, etc. 

Inasmuch as each manufacturer 
of automobiles prescribes the sys- 
tem of accounting and uniform 
reporting procedures to be main- 
tained by its dealers, the market 
potential for such a book as Mr. 
Murer appears to want would be 
exceedingly limited. 

However, the information Mr. 
Murer appears to be in need may 
be found in the combination of 
any standard auditing text extant 
and the accounting manuals fur- 
nished the dealer by the manufac- 
turer—F.Loyp L. HorrMan, presi- 
dent, Automobile Dealers Book- 
keeping & Accounting School, Inc., 
Chicago. 


Ohio Crankshaft Buys 


Budd Heating Div. 

CLEVELAND.—Purchase of the 
Induction Heating division of Budd 
Co., Detroit, by Ohio Crankshaft 
Co. for its Tocco division was 
jointly announced last week by 
Edward G. Budd jr., president of 
Budd Co., and W. C. Dunn, presi- 
dent of Ohio Crankshaft. 

Read A. H. Allen’s ‘‘FOB Factory’’ in 


AUTOMOTIVE NEWS each week for the 
latest on manufacturing trends. 
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MADISON, Wis. — An injunction 
preventing a dealer from selling a 
car has been dissolved by the Wis- 
consin supreme court in a ruling 
involving the specific performance 
principle. 

The case paralleled a recent court 
decision in Ottawa, Kans., in which 
a dealer’s refusal to sell a new car 
without a tradein was upheld be- 
cause the order for the car failed 
to waive the tradein requirement 
(see Automotive News, Feb. 16). 

The Wisconsin high court re- 
versed the lower court’s injunc- 
tion on the ground that the car 
desired by the plaintiff had no 
sentimental value and could not 
be construed as a “unique chat- 
tel.” Therefore, the court said, 
the injunction barring delivery of 
a car by the defendant was not 
applicable under the specific con- 
tract performance statute. 

The Wisconsin Automotive Trades 
Assn., in a bulletin for members, ob- 
served that both the Wisconsin and 
Kansas cases were “decided upon 
the particular facts. 

“A more definite description, a 
more definite delivery date, or the 
existence of a complete agreement 
might alter the results so far as the 
question of damages is concerned. 
This question is still open in the 
Wisconsin case. 

“Courts will not, however, order 
the delivery of an automobile as a 
unique chattel, despite the added 
statutory provision of the (Wis- 
consin) sales act.” 

Facts in the case, according to 
the association, are as follows: 

Chippewa Sales Co. (Chrysler- 
Plymouth), the dealer and defend- 
ant, agreed on March 3, 1946, to sell 
a Chrysler to William Welch, the 
plaintiff, and took a $300 downpay- 
ment. 

On Aug. 26, 1947, the dealer called 
the plaintiff and told him his car 
was ready. The customer offered 
the list price of the car. His com- 
plaint set forth that the defendant 
insisted on a tradein, and also in- 
formed the purchaser that the price 
of the new automobile was $2,845. 

The customer alleged that an- 
other dealer told him the list price 
was $2,358 plus $200 for accessories. 
The customer offered this amount, 
but the defendant refused to deliver 
except upon his own terms. 

The customer started court ac- 
tion and, in connection with it, got 
a temporary injunction to prevent 
the dealer from selling the car. The 
lower court granted the injunction. 

On appeal to the supreme court, 
the decision was that the property 
was not unique and had no senti- 
mental value. The attorney for 
the customer had admitted this 
but had claimed that the diffi- 
culty in buying an automobile en- 
titled the plaintiff to have this 
particular car held for him. 

The appellate court went further 
and held that even the suggestion 
that this car was being held for the 
plaintiff would not make it come 
within the statute which required 
specific or ascertained goods in or- 
der to require the delivery of a 
specific chattel. 

The dealer had also offered in de- 
fense that the contract was too in- 
definite. Because the question of 
injunction was decided on the above 
point, the court refused to discuss 
this. It did, however, in dissolving 
the injunction, point out that the 
plaintiff might be entitled to dam- 
ages if there was, in fact, a breach 
of contract. 

Excerpts from the decision of the 
Wisconsin supreme court follow: 

“Plaintiff's complaint alleges that 
on March 3, 1946, he entered into a 
written agreement with defendant 
whereby he paid to the latter $300 
upon the sale of a new Chrysler 
club coupe, New Yorker, which de- 
fendant agreed to deliver to him as 
soon as possible at the factory list 
price. It is further alleged that on 
Aug. 26, 1947, plaintiff was advised 
that his car had arrived and was 
ready for delivery and that defend- 
ant drove the automobile to plain- 
tiff’s place of business and per- 
mitted him to try it out. 

“It is alleged that when plain- 
tiff asked the amount of the list 
price defendant demanded that 
plaintiff deliver to him an old car 
for which he would allow the sum 
of $1,070 less $255 for repair. He 
also informed plaintiff that the 
price of the new automobile was 


Dealer Injunction Void 


Wisconsin Supreme Court Upholds Appeal of Writ 
Barring Delivery of Desired Car 
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$2,845, whereas plaintiff was ad- 
vised by another dealer that the 
list price was $2,358 plus $200 for 
radio and air conditioning unit. 
Plaintiff offered this amount but 
defendant refused to deliver un- 
less plaintiff fully met his terms. 

“The answer alleges that the au- 
tomobile is not the type or style 
ordered by plaintiff; that in fact it 
is a New Yorker Highlander. It 
also alleges that plaintiff deals in 
automobiles without a license and 
that plaintiff would resell the car at 
an increased price in the so-called 
‘gray market.’ 

“It is conceded that the propriety 
of an injunction pendente lite de- 
pends upon a showing that there is 
a reasonable probability of plain- 
tiff’s ultimate success in the action. 

“The question upon this appeal is 
whether the complaint states a 
cause of action for specific perform- 
ance. It is the general rule that 
contracts for the sale of personal 
property ordinarily will not be spe- 
cifically enforced. 

“The general refusal of a court of 
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as car dealers are concerned 


percent of the students were sent to the school by that group, the company states. 





equity to grant specific performance | contract will be specifically enforced 


of such contracts does not stem 
from any distinction between land 
and personal property nor has it 
anything to do with the question of 
the court’s jurisdiction. The rule is 
an application of the principle that 
specific performance will not be de- 
creed unless the remedy at law is 
inadequate. 
“Ordinarily, damages do adequate- 
redress a breach in cases of 
contracts for the sale of personal 
property. Where the contract of 
sale relates to an item of personal 
property which has a peculiar or 
unique or a sentimental value, the 
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because of the inadequacy of a 
judgment for damages. 

“The above rules are recognized 
by plaintiff but is contended that 
due to the present shortage of 
automobiles, the automobile con- 
tracted for in this case has been 
invested with the quality of 
uniqueness and that a judgment 
in damages does not furnish an 
adequate remedy. 

“We are unable to agree to this. 
In spite of the failure of production 
fully to meet the demands of cus- 
tomers, automobiles, and indeed, the 
very make and type of automobile 
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ordered by plaintiff in this case, are 
being produced by the thousands. 

“There is no sentimental consid- 
eration worth while protecting that 
has to do with the particular make, 
color or style of automobile. Hence, 
the mere contention that plaintiff 
needs cars in his business is not im- 
pressive. There is nothing in the 
complaint to indicate that used cars 
cannot be obtained which are ade- 
quate for plaintiff’s business, or if 
they are less useful that damages 
will not make plaintiff whole. 


“Plaintiff suggests that the provi- 
sions of sec. 121.68 Stats. are appli- 
cable. This section of the sales act 
provides that a court can grant spe- 
cific performance ‘where the seller 
has broken a contract to deliver 
specific or ascertained goods.’ It is 
claimed that because defendant had 
designated the car applicable to 
plaintiff's contract it became a ‘spe- 
cific and ascertained piece of goods.’ 

“An examination of the cases 
under sec. 121.68 Stats. indicates 
that it is a mere restatement of 
the equity rule that a court may 
in the jurisdictional sense grant 
specific performance in the situa- 
tion there described. An examina- 
tion of the cases since the enact- 
ment of this section that apply 
generally in equity, namely, that 

(See WRIT, Page 46, Col. 3) 
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Available 
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Eight Quick Reasons To 
Switch To Martin-Senour 


Higher painting profits 


Exact color match to car maker's 
Top quality, top dura 
No time wasted mixing 
Patented pour-top can 
No come-backs, no head- 


Easier to handle... jobs 
















DO THE THINGS YOU LIKE 


There’s no restraining our cartoonist : : : when it comes to Martin- 
Senour’s automotive finishes. We don’t promise you'll own a yacht! 
But you do get car finishes that match exactly. You don’t waste 
time mixing or matching. And you do a job only once. This means 
you paint more cars per man-hour and make more profit per car... 
that you have more time for leisure and more money to en- 
joy it. Here’s all you do. Just check color, make and model 
in the unique M-S catalog ... phone your nearby N.A.P.A. 
jobber. Get the right finish fast. Soon we hope to supply 
M-S automotive lacquer finishes in unlimited quantities. 


MARTIN-SENOUR 


2520 Quarry Street, Chicago 8, Illinois 
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WATERBURY TOOL division of Vickers, 
Inc., Waterbury, Conn., announced 
the marketing of a new-type crankshaft 
grinder that works in the block from the 
top in mest ‘in-line’ internal combustion 
engines. The grinder is the result of three 
years of extensive research and develop- 
ment by Harry T. Rutherford, now em- 





ployed as sales engineer at Waterbury. 





THE ICE-E-RACER, manufactured by 
Harshbarger Products Co., 2211 Woodward 
Ave., Detroit 1, Mich., is a ‘‘revolutionary 
device’’ that cuts the ice away from wind- 
shields and windows. It has floating teeth, 
all mechanical action; is made of plastic 





EDRO CORP., New Britain, Conn., is 
offering Saf-T-Aid jr., designed to eliminate 
glare refiected from the rear-view mirror. 
The company states that glare from the 
car behind is filtered twice before reaching 
the eyes of the driver, while all the sec- 
ondary refiections are cast overhead be- 
cause of the critical angle of suspension in 
the glare absorbing shield. Retail cost is 
$1.25. 










and will not mar giass, it’s claimed. Dis- i 
tributors wanted. 
e “ e 








LEMPCO MODEL M-1 Mobilcrane enables one man to lift a ton and lower it at 
easily regulated speeds, positioning the load with one hand, according to A. B. Harding, 
equipment sales manager of Lempco Products, Inc., Bedford, 0. 
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A HANDY NEW tool for body and fender Car 
bumping and repainting has been developed cons! 
by Carboloy Co., Inc., of Detroit. It Is com 
manufactured and distributed by Red Devil rubb 
Tools of Irvington, N. J. The blade has the | 
four working edges and four individually mois 
shaped corners that fit Into almost any = 
a a ALL-METAL Royale visor is ® product of whie 
R.S.B. Mfg. Co. No holes are drilled for tribu 
s * * mounting. Home office is at 805 S. Hoeper Rock 
Ave., Los Angeles 21. 
* * * 
A NEW BUMPER jack, weighing only a 
little more than 6 Ibs. and capable, it is 
said, of lifting more than 250 times its own 
weight, has been introduced by Automatic 
Steel Products, Inc., Canton, 0. Autojack 
Model A-250 is designed to be used with all 
passenger cars. It extends to 28 inches 
A NEW CORD-SAVER extension reel, the Ugh ane Moses to 22 Saetes. 
Port-O-Reel, has been developed by Indus- * * * 
trial eal a ana = . a . a 
completely po. le unit weighing less than 
PROTECTO Grille Guards are distributed 15 pounds without cord. Is designed to 
by Rop-Loc Products Co., Cleveland. Made NEW BENNETT ‘control-a-hose” low save time and cord, eliminate kinks and to 
of 13-gauge steel tubing, 14% Inches in di- | gasoline pump. Extra hose length is con- speed work. 
ameter, they are designed to fit all makes | veniently coiled on a special bracket 
of cars. For Chrysler, extra heavy guards, | mounted on the pump side panel, prevent- * * * 
1% inches in diameter, with special sleeves | ing hose scuffing and simplifying hose han- 
to cover connections, have been designed. | dling. Dials of the new pump are at cus- 
For further information, write the com- | tomer eye level and may be read from a 
pany, 1401 W. Ninth St., Cleveland 13. comfortable sitting position in the car being SI 
served. Address inquiries to Service Station » car | 
meutpanens Co.. Mategen, Wish. THE WAGNER hydraulic ratio changer, tord, 
ine 





A PORTABLE work bench, just released 
by Gray Co., Inc., Minneapolis, is a sturdy, 
tool-carrying, work and repair bench for 
service departments. A vise can easily be 
attached to the bench top to provide a com- 








NEW BALCRANK Lubette ‘‘B,”’ a lubri- 
cation service center that encases the en- 
tire lube supply, pumps and dispensory 
equipment in a single cabinet, has been 
announced by Baicrank, Inc., Cincinnati, 0. 





an effective safeguard for driving on slip- 
pery roads, is manufactured and distrib- 
uted by Wagner Electric Corp. of St. 
Louis. Designed to reduce braking pressure 
on front wheels only, it enables increased 
braking and steering ability with less pos- 
sibility of dangerous swerving and skid- 
ding, the company states. Easy to install, 
this ratio changer is connected into the 
hydraulic brake fluid line leading from the 
master cylinder to the front wheels. 











LITE-GUARD 1s designed to eliminate 
the one-headlight hazard, by providing a 
system whereby both headlights will func- 
tion even though any one of the four fila- 








ANY ¥%-INCH drive socket wrench han- 
dle or attachment can be converted into 
@ ratcheting device with a new tool, known 
as the Ratchetor, announced recently by 
Plomb Tool Co., Los Angeles 54. The tool, 
designated as No. 5447, has a ‘%-inch 





plete, mobile, repair department. It is 35 | It features five outlets, and control handles 
inches high, 38 inches long and 24 inches | are arranged for servicing either a one- or ments are burned out. When either fila-| square plug with ball-check for holding a 
wide. two-lift department without confusion. ment in one or both of the double filament | socket wrench, a %-inch square opening 
sealed beam ts burns out, oFr|for insertion of a handle or attachment, A 
* 6e« 6 o. -8258 otherwise fails, Lite-Guard will automa-|/and a reversible ratcheting mechanism. Alre 
tically transfer the power to the remain-| The Ratchetor is intended mainly for use 600 
ing filament, and also signal the operator | with a hinge handle, a hinge handle plus sald 
PRE-OHECKING performance by X-ray | 0" the dashboard as to the defective lamp, | extension, a speed handle or a torque only 
is one of the features of Hastings aero-type | ®V5 the manufacturer, International Lite-| wrench, but it can be used with other non- are 
spark plug, announced by Hastings (Mich.) Guard, Inc., 3021 Lincoln Blvd., Cleveland. ratcheting handles. popu 
Mfg. Co., maker of Hastings steel-vent . won s erg Gg high 
piston rings. The new Hastings plugs are mou 
being os = —— after more than — 
two years of engineering development and rer or mo 
field testing, and several months of success- Ale MS b. acco 
ful sale in a four-state area, the company << Alre 
states. In the X-ray test, each plug is 
given a fluoroscopic examination to be cer- 
tain the electrodes have been properly _ cal 
seated and sealed to provide a definite path 
for the heat to flow out. In addition, each a Soine Hinzes 
plug is given a final electrical test of 60,000 “ 
volts, the manufacturer points out. 
* * * 
THE ELEOCTROTOR, dwarfed by penny, 
is 3/16 of an inch wide, 3/16 of an inch 
TO PROVIDE ALL automotive service |!" diameter, weighs under one gram, re- 
and maintenance men with a practical, | Wires 1% volts, develops 7,000 r.p.m. It 
light weight tool for every job, Ingersoll- will be manufactured and sold exclusively N 
Rand Co. of New York announces a com- |!" this country by the Electrotor division hors 
pact, portable, all-purpose impact tool kit. of United States Instrument Corp., Sum- , , ; a ' mc spec 
The kit includes the new electric impact | ™it, N. J. American production Is sched-| 3 a Ee Mae es | - cae ened load 
tool—-with standard accessories for nut-/| Uled to get underway during the first part ; : : mon 
running and nut removal, for drilling steel, | °f this year. Under consideration and de-| & 7, : = s as 
masonry or wood, reaming, wire brushing | velopment by various American manufac- ap Fe : s te 2 the 
for carbon-cleaning jobs, and equipment | turers at the present time are Electrotor-|; ANY SEALED beam headlights become | 3m ; / $ nam 
for applying and removing studs, tapping, | Powered motion picture cameras and projec- | fog lights with these clip-on amber lenses, | | ‘ els 
driving and removing screws. The impact | tors, alr conditioning units, portable (bat-| according to Hazelite, Inc.. 15 Park Row, mod 
teol weighs only 6% pounds, easily per-| tery) electric shavers, radio-controlled de-| New York City, the manufacturer. Made dle 
forms all of these jobs using standard at- | vices, automotive accessories (such as hy- | of Monsanto Lustron, they can be snugly A NEW MODEL OF THE Color Meter Master + paint mixer for automotive soul 
tachments, and saves as much as 90 per- | draulic jacks), model-building sets, as well | attached in a few seconds to reduce glare | use has just been introduced by Sherwin-Williams Co. Patented couplers make it pos- suit 
cent time on virtually all service jobs, ac-| as including many applications for the | and refiection in bad weather. The list | sible to insert or remove quart and gallon cans without stopping the machine. The air 
| military, the company states. price is $2.45 per pair. mixer will handle six different color mixes simultancously. = 


cording to the company. 
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New Products 





MOTORISTS WHO often have fumbled 
frantically in their pockets for coins quick- 
ly needed when driving up to toll gates or 
parking meters, have won the sympathy 
of a couple of inventors who decided to 
do something to help them. Trydea Motor 
Car Coin-Holder is a coin holding unit 
consisting of a metal semi-cylinder with a 
compressed spring. This is backed by a 
rubber suction cup. The unit is attached to 
the windshield or dashboard of any car by 
moistening the edge of the suction cup 
and pressing it onto the place desired. 
Coins are slid into the coils of the spring 
which holds them in place. Exclusive dis- 
tributors, Trydea, Inc., Suite 1818, 30 
Rockefeller Plaza, New York 20. 


* + * 





SIX TONS is the capacity of the Quik-Set 
car stand made by Lempco Products, Bed- 
ford, O. Is available in two sizes—17 to 24- 
inch and 14 to 19-inch. 





A RECENT ADDITION to the Fresh’nd- 
Alre family of air comfort units is Model 
600 humidifier. This line of circulators is 
said to be unique in that dealers need stock 
only one circulator in each size as models 
are convertible to use in any one of five 
popular positions—as a low stand model, 
high stand unit, wall model, a_ ceiling 
mounted model and with the addition of a 
handy Fresh’nd-Aire wall bracket may be 
mounted on any curved angular surface, 
according to the manufacturer, Fresh’nd- 
Altre Co., 221 N. La Salle St., Chicago 1. 





NEW 6-POLE shaded pole fractional 
horsepower electric motors for applications 
specifying 1,000 r.p.m. with full rated 
loads are now being manufactured by Red- 
mond Co., Inc., Owosso, Mich. Designated 
as Type “Y,’’ these recent additions to 
the Redmond line known by the trade- 
name Micromotors, include ventilated mod- 
els up to 1/15 h.p., and totally enclosed 
models up to 1/20th h.p. Both types han- 
dle deep pitch fans with a minimum of air 
sound. These latest motors are 
suitable for use on such products as hot 
alr furnaces, exhaus' 


. t fans, floor heaters, 
unit eoolers, air circulators and unit 
peomler a, 





DANGEROUS brake overloading that oc- 
curs when trucks are modified to carry in- 
creased loads is economically eliminated by 
the new Austin heavy-duty brakes, accord- 
ing to the manufacturer. Adaptable to any 
vehicle or existing brake activating equip- 


ment, they overcome rated brake inade- 
quacy by increasing actual braking area by 
75 percent to 100 percent, it adds. They 
permit the use of extra heavy %4-inch lining. 
Address inquiries to Austin Trailer Equip- 
ment Co., Muskegon, Mich. 


Speco Paint Brochure 


Speco, Inc., manufacturer of in- 
dustrial, automotive and household 
paints, has announced publication 
of a booklet on Rustrem, anti-rust 
paint of “1000 plus one uses.” Copies 
can be secured by writing Speco, 
Inc., 3142 Superior Ave., Cleveland. 





windshields, the Rainbow, is an- 
nounced by Trico Products Corp. of Buf- 
falo. With a ‘‘vertebrae”’ that fiexes to 
conform to the contour of the ginss, the 
Rainbow curves or flattens to maintain per- 
fect wiping contact throughout its are of 
travel as the shape of the contour changes, 
the company states. A yoke-type connector 
applies pressure which Is transmitted even- 
ly throughout the entire length of the fiex- 
ible blade. The biade’s “backbone’’ pre- 
vents sidewise movement yet permits the 
blade to flex in and out. The live rubber 
wiping edge is resilient enough to lay over 
slightly on ite edge so as to present the 
correct wiping angle as it operates. 


« e * 
Neither Brush Nor Spray 
Needed for Nu-Kote Paint 


Lincoln Products Co., after ex- 
tensive laboratory experimentation, 
has produced an improved auto 
paint called Nu-Kote, which is de- 
signed to be wiped on. 

Nu-Kote is available in 20 colors 
and one quart is said to be suffi- 
cient to cover any car. No brush 
or spray is necessary. For detailed 
information, write Lincoln Prod- 
ucts Co., 16 Court St., Brooklyn 2. 
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BEAR MFG. CO.’S new Lift-Aliner, No. 
1131, is designed for a shop iacking space 
for a complete alinement t. Deal- 
erships already having alinement service 
will find it a money-making auxiliary unit 
since front-end and adjustment 
can be handled without interrupting major 
alinement or frame-straightening jobs, ac- 
cording to the company. Further facts are 
available from the firm, Rock Island, Ill. 


* = 7 
Van Norman Offers 
Lower-Priced Lathe 


A lower-priced brake drum lathe 
has been introduced by Van Nor- 
man Co., Springfield 7, Mass. The 
new machine is said to have many 
of the features of Van Norman’s 
No. 303 heavy-duty lathe. Deliveries 
will start soon, the company said. 








AMCO Offers Two Ovens 


For Brake Bonding 


Announced by Asbestos Mfg. Co., 
Huntington, Ind., are two new 
ovens for bonding brake lining. 

The latest development is a Uni- 
Fuse Process Infra-Red oven, the 
first oven to be offered utilizing the 
infra-red method. Also reported is 
a new perfected Uni-Fuse convec- 
tion-type furnace. 


To feel the pulse of the auto industry, 
consistent reading of AUTOMOTIVE NEWS 
is necessary. 


How to beat Stock Control headaches 
in your parts department 





Most parts stock 


tt 
N NY wa FL 


control headaches are the result 


of control facilities set up without sufficient study 
and consideration having been given to the manner 


in which they fi 
cedures, people. 


t your particular activities, pro- 
Positive, trouble-free control 


demands record-keeping facilities that conform 
to all three factors. 


Because it is true that even within similar busi- 
nesses different conditions must be satisfied, it is 
obvious that no one type of record systems equip- 
ment can successfully meet the requirements of 
all parts stock control jobs. All three types—rotary 
files, vertical files, visible files—have their proper 


application, acco 


rding to the job to be done and 


the type of record controls to be maintained. 


Your Diebold Man is trained to accurately fit the 


DIEBOLD CARDINEER 

If rotary filing is the answer to 

your parts record problems — 

remember: only Diebold can 
give you Cardineer! 





Diebold 


RECORD-HANDLING 





most advantageous equipment facilities to your job. 
His recommendation is unbiased because Diebold 
offers equipment in all three types. A phone call 
to your local Diebold representative will give you 
a better approach in the elimination of stock con- 


trol headaches by giving you 


practical, workable 


control over the trouble makers shown below. 





CONTROL THESE TROU 


1 Overstocks, out-of-stocks 
2 Obsolete parts 

3 Defective parts returns 
4 Special rush orders 


5 Back orders 9M 


Ua Ld ee 





6 Stock borrowed until 
order received 


7 Substitute ports 


8 Seasonable merchandise 


ysterious losses 


Diebold, Inc. + 1515 Fifth Street, S.W., Canton 2, Ohio 


R ofan) Wendi 
WW// 


VISTBLe 


Systems 





“ 


MICROFHM 





= 


MICROFILM © ROTARY, VERTICAL AND VISIBLE FILING EQUIPMENT © SAFES, CHESTS AND VAULT DOORS © BANK VAULT EQUIPMENT © BURGLAR ALARMS 





ae 
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QUALITY ACCESSORIES.. 
That are Gest Sellers... 


-— 
lela t ele 


iat anid. 
“Protects 


GRILLE 
GUARDS 


@ HEAVIER @ MORE DURABLE @ BETTER LOOKING 


They’re in demand, because they're better—and bigger! Handsomely designed— 
TO FIT ALL MAKES OF CARS ... 13 gauge steel tubing, 1% inch diameter! 
ALSO—EXTRA HEAVY GUARDS FOR CHRYSLER CARS, 1% inch diameter . . . with 
special sleeve to cover connections. 


rtleo 


HEAVY CHROME 
PLATED 


GRAVEL 
DEFLECTORS 


FOR ALL CHRYSLER MAKE CARS 


LIST PRICE 


2 
IMMEDIATE 
LSE RAS es 















@ Extra Large for Protection 

@ Fits Perfectly to Fender Contour 

@ Heavy Gauge Steel, Chrome Plated 
A fast moving item, one that sells on sight. Carefully 
engineered to fit perfectly to fenders, its heavy gauge 


stee! tonstruction will give years of service under any conditions. And the heavy 
plated chrome finish will really stand: up. Priced right — to sell quickly. 





IMMEDIATE DELIVERY ... WIRE OR WRITE TO 


ROP-LOC PRODUCTS CO. 


1401 WEST NINTH ST CLEVELAN 13, OHIO 














ACTUAL SIZE 












FOO 





QUICK CHANGE 


Dealers’ License Plate Holders 


Can be used on round hole or slotted plates. Fit all slotted 
brackets or slotted bumpers. You have used the rest, now try 
the best. Thirty day money back guarantee. Supply limited. 


$1.25 Per Set of Four 
$1.00 Per Set in Lots of Six Sets or More 


Order Now from Your Jobber or 


C. HOWARD 













1498 OVERLOOK DR. AKRON 7, OHIO 





















INCREASE YOUR PROFITS NOW | 


Demonstrate this sensational new horn to your | 
present customers—watch your profits increase! 

Send for the facts—NOW. Also ask about the | 
“Ki-Yi’’ Barking Dog Horn! 


GROVER PRODUCTS CO. 
1221 8. Hope St. Dept. AN Los Angeles 15, Calif. | 


ZAOVE. 


CADET 


VACUUM HORNS 
Send for Facts—NOW 


® 
Writ 
(Continued from Page 43) 


the remedy at law is inadequate 
and that the circumstances which 
create this situation are in gen- 
eral those heretofore referred to 
in the opinion. 

“In view of the foregoing conclu- 
sions we do not find it necessary to 
examine the contention that the 
contract here involved is too indefi- 
nite to warrant specific perform- 
ance. 

“By the court—order reversed and 
cause remanded with directions to 
vacate the injunction pendente lite.” 


Texas Reciprocity 


Covers All U.S. 


AUSTIN, Tex.—Ending a 10-year 
reciprocity project by the Texas 
highway department, Texas auto- 
mobile license plates are now valid 
for travel in all states and the Dis- 
trict of Columbia, E. J. Amey, di- 
rector of the department’s motor 
vehicle division, announced last 
week. 

Negotiations are now in progress 
with the republic of Mexico, Amey 
said, to simplify automobile and 
truck operation between Texas and 
Latin America. Agreements with 
other states are that cars registered 
in a particular state will be ac- 
corded the same privileges when 
traveling in Texas as that state ac- 
cords Texas cars. The agreements 
vary, depending on limitations im- 
posed by the various legislatures. 


Radio Meeting 
U. S. Tire Uses Network 


To Brief Dealers 


NEW YORK.—In a nationwide 
sales meeting held simultaneously 
in towns and cities all over the 
country, J. C. Ray, U. S. Tire sales 
manager, and Curt Muser, adver- 
tising manager, recently addressed 
U. S. Tire dealers and distributors 
in a radio broadcast over Mutual’s 
coast-to-coast network involving 
some 450 stations. 

Assembled in the studios of radio 
stations, the dealers and distribu- 
tors got a preview of this year’s 
advertising and sales promotion 
campaign for the U. S. Royal Air 
Ride low-pressure tire. 

“U. S. Tire dealers have an un- 
equalled opportunity right now to 
capitalize on the sale of the low- 
pressure tire for the reason that 
U. S. Rubber is geared to supply 
now the public demand for the 
new type tire,” Ray told his 
dealers. 

“We have achieved this position 
because our company, when it first 
introduced the low-pressure tire 
some 18 months ago, decided to 
go full speed ahead with produc- 
tion in order to take care of the 
anticipated demand of the motor- 
ing public.” 


Aug. 21 Is Designated 


Wis. Transportation Day 


MADISON, Wis.—Transportation 
day at the Wisconsin State Centen- 
nial Exposition at State Fair park, 
West Allis, will be held Aug. 21, 
transportation industries of Wiscon- 
sin have been informed by the ex- 
position management. 

Transportation organizations, in- 
cluding the Wisconsin Motor Car- 
riers Assn., are planning special ex- 
hibits at the exposition. 


CCC Promotes Troth 


To Jacksonville Post 


The appointment of E. L. Troth 
as vice-president of Commercial 
Credit Corp. and manager of its 
Jacksonville (Fla.) division is an- 
nounced by D. E. Statter, senior 
vice-president of the corporation in 
charge of its southern territory. 

Troth’s promotion brings him to 
Jacksonville from Birmingham, 
Ala., where he was district man- 
ager, supervising sales and opera- 
tions for the Birmingham, Florence 


jand Decatur offices. 


Trammel Buys Out Ray 


W. W. Trammel has purchased 
the interest in the Trammell and 
Ray dealership, Llamo, Tex., held 


|| by R. R. Ray, and has become sole 


owner of the business, which has 
been operated as a partneship for 


hideiipadededinmdieanees Senenipinsiainiinninn einai casateaenieinetadatin ian Tn: ee ae alia. 





SERVICE SECTION 


Portland, Me., where it manufac- 
tured carriages. phaetons and sur- 
reys, is headed by Harris W. Cram, 
president, and James T. Sullivan, 
general manager. 


1948 


Bailey Auto Supply 


Bailey Auto Supply Co., Roches- 
ter, N. H., has opened new and 
larger quarters at 9 Signal St. The 
company, founded 105 years ago in 











~.- The Trend Is to Metal — 


*%w FOR YOUR NEEDS 
%w FOR YOUR FLOOR SPACE 
% FOR YOUR STOCK CONTROL 
% FOR YOUR SALES 
*% FOR YOUR PROFIT 


ore ee fee 


oF 
rf , 
Ce STALL MANE EACTULING COMPANY 
fim oa * CAas 





Amarillo 





SHOW ROOM 
FURNITURE 


. 
ne i wi RI i i. bie EE what 


CHROME—the durable and economical modern furniture for all 





purposes. 
CHROMASTER—A complete line of the very finest in Chrome. 
@ Send for Free Chromaster Catalog @® 


Kay-Davis Company 


CRA ical d eae Smee Ona ve me 


BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


AUTOMOTIVE NEWS oerr. DETROIT 26 


DEPT. 
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SERVICE SECTION 


Kéinsel Motor Co. 


J. C. Lowe, Lufkin, Tex., has 
been named manager of the truck 
division of Kinsel Motor Co., suc- 
ceeding Charlies F. Turbiville, who 
has resigned to become a Mercury 
dealer at Houston. 


Holland Joins Orlando 


L. L. Holland, formerly assistant 
regional manager for Dodge divi- 
sion in Kansas City, has been 


named general sales manager of 
Orlando Motors Inc. (Dodge-Plym- 
outh), 


Orlando, Fla. 





Of Quality Automotive Parts 


Enables You to Recondition Your Better Used Cars 
at a Much Lower Cost 


DRIVE SHAFT BUSHING 
AND SEAL ASSEMBLY 


M-101 and M-102 
Pat. No. 2,403,520 





New, heavier bushing on unworn part of shaft saves buying new shaft. Install 
assembly without tearing down differential or removing old bushing and seal. 





DRIVE SHAFT HOUSING 
REPAIR UNIT K-400 


Pat. No. 2,405,541 


See ere | 





Repairs worn propeller shaft housing due to telescoping between drive shaft and 
ogy”? — Prevents damage to drive shaft, ‘‘U’’ joint and bushings caused by 
excessive wear. 


“UNIVERSAL” TRANSMISSION 
CASE BALL SEAT 


Saves cost of a new transmission case 
assembly. 


“UNIVERSAL” — Only One to Stock. 





STICK-PROOF CARBURETOR 

SEATS AND NEEDLES AND 
Carburetor Needles and Seats the new “Stick-Proof | BUSHING KITS 

carburetor needies and seats. Needle is of stainless a Arm Shafts and 


steel and the seat is of yellow brass. A quality set. 
For most cars and trucks. 
















Write or wire for complete information regarding the National Line. 


This Trademark identifies all products in the 
National Line of Quality Automotive Parts. 


NATIONAL MACHINE WORKS, INC. 


P O. BOX 4305 OKLAHOMA CITY 9, OKLA 


S4LAR AUTO-VISORS 











EXCLUSIVE FEATURES—No drilling, no clamps, no bolts. Can be 
installed by anyone in 10 minutes without tools. Scientifically de- 
signed to eliminate sun, snow and sky glare. Free from noise, vibra- 
tions, or air drag. Made of 

$795 


Alclad satin-finished Alumi- This flexible visor will fit 
Per Set 


num, outside finish clear all popular cars. Order from 
baked enamel, underside your JOBBER, or sample 


green waterproof finish. sets will be sent direct. 


KEENE JACKSON COMPANY, 215 SECURITY BLDG., GLENDALE, CAL. 
Please send ................ ORR GR VUROI Gai GW essccnsiccnsscecesntssesecthacaspaivapedonstitenenitialbiansenncn 
prepaid at dealer discount of 3344% or $5.30 net per pair; 12 pair or more in 
standard package, 40% discount or $4.77 net per pair. 


DEALER 





ADDRESS Amt. Enclosed § 





CITY STATE 
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on an easily transported cabinet 
containing 25 accessory tools. and 
two dozen supplies that enable the 
repairman to go right ahead with 


Chicago Firm Announces 


Portable Repair Shop 


a Handy-Matic, a motorized, 
completely equipped portable re-|the job wherever he finds it, the 
bargaining to leave well enough | pair shop for “on-the-spot” repairs|same as if he had it in his shop 
alone. In other words, a depression | anywhere, has been announced by | headquarters. 

which might cause employers to Wyzenbeek & Staff, Inc., 838 W. 
use all the help the act could give | tupbard St., Chicago 22. s 


Washington 


(Continued from Page 20) 


Bob Finlay’s ‘‘Auto Advertising’’ column 


them in a battle against their| 1; is described as an ori gives the latest developments in dealers’ 
ginal type 
unions. of flexible shaft machine mounted poe ry “eo on 


2. Until the full effect of the 
new law on union organizing ac- 
tivities is known. Until it is 
known how widely employers 
will use the act to frustrate or- 
ganization and whether unions 
will counter with new and more 
militant tactics. 

3. A host of closed-shop and 
union-shop contracts, signed just 
before the labor law became ef- 
fective, expire next July and Au- 

gust. Then will arise the first 
Sfncleanie test of whether Ameri- 
can labor will submit to the out- 
right ban on the closed shop and 
the restrictions on the union shop. 

4. How the law effects the rela- 
tionship between weak unions and 
strong managements which are 
hostile to the principle of collect- 
ive bargaining. “If the latter use 
the provisions of the act to kill 
off the former, the final result can 
be only to inflame the entire labor 
movement,” it is declared. 

* * + 


Three Objectives 


DEPARTMENT of Commerce 
controls on U. S. exports arg be- 
ing directed to three ends, accord- 
ing to Assistant Secretary David 
Bruce. These are, he said, speak- 
ing before a Senate subcommittee 
on small business: 

1. To direct the flow of g to 
the countries which will mak@ the 
greatest contribution to European 
recovery. 

2. To block shipments which 
might be hurtful to American wel- 
fare or world recovery 

3. To give assistance to countries 
“actively promoting European, re- 

covery.’ 

Bruce told the subcommittee 
that exports to Europe must be 
under control so that they will 
not be used “for purposes inimi- 
cal to the welfare of the United 
States or to world recovery.” 

Under the revised export licens- 
ing policy the government has 
power to deny licenses to export- 
ers whose prices are regarded— 
“on the basis of reasonable cri- 

teria”—as out of line. 


Welcome Mat Out 
For Parts Firms 


In Dominion 


OTTAWA. — Canada threw out 
the welcome mat for parts firms 
last week, with Trade Minister 
Howe stating in the Canadian par- 
liament: 

“There are any number of parts 
industries which could operate here. 
Parts industries are expanding, and 
the Administration is encouraging 
their expansion.” 

However, he said, any new firm 
should make some “real contribu- 
tion to the Canadian economy.” 

Mentioning a new shock absorber 
manufacturer in the dominion, 
Howe said “that company is mak- 
ing shock absorbers previously im- 
ported into Canada and falls under 
the category of an industry that 
can make a product essential to 
our economy.” 


Quebec Reports 
On Road Work | 


MONTREAL. — Antonio Talbot, 
minister of roads for Quebec, has 
reported that his department last 
year executed road building work 
covering a distance of 2,530 miles. 
This included building of new roads 
and repair of old rural and urban 
highways. 

Altogether 577 miles of new 
roads, 115 miles of which are main 
thoroughfares, and 462 miles arc 
municipal roads, were constructed 
during the year. A total of 592 
miles of other highways were still 
under construction at the close of 
the fiscal year. 






Tell the NEWS READERS 





It’s easy and economical to sell 
the Big Buffalo Market 
because you can concentrate 
in one advertising medium 
reaching the WHOLE market of buyers. 







* BUFFALO EVENING NEWS 


EDWARD H. BUTLER, Editor and Publisher 
“Western New York’s Great Newspaper” 
KELLY-SMITH CO., National Representatives 





paweave 


if you want 
a great new fabric that slides 
easily for comfort, shampoos like a 
dream, looks like a million, and 


wears and wears. 


New Parts Setup 
Kellett Motors (Ford) 1923 Ridge 
Road E., Rochester, N. Y., has 
opened a larger parts department, 
featuring factory-planned and in- 
stalled automatic equipment. 
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BUFFALO 


(simple Simon Auto Auction. Sales held 
are for sale 


every Tuesday. Prices listed 


of Feb. 24.) 


Texas buyers paid $100 less than pre- 
vieus weeks for Fords and Chevrolets. 
Trucks and wood models cold. Converti- 
bles still cold but are warming up fast. 
No takers for dogs at any price. Lots 
of ‘478 om market at list price. °48s 
are red hot at about one-quarter over 
list.) 


BUICK 
'47—Super convertible, 1, $2,350. 
eee 160." 1, $2,250; 1, $2,165; 
1 
'46—Super sedan, 1, $1,875; 1, $1,775. 
'46—RM sedan, 1, $1, 830. 
'42—Special sedan, 
CHEVROLET 
'48—Station wagon, 1, $2,900. 
'48—F'L sedan, 1, $2, 290. 
'47—FL 1, $1,900; 1, & 525. 
—s sedan, 1, oh oa 1, $1,600 
, $1, 650; 1,825. 
ety 410. 


“16—8M ‘sedan, 
CHRYSLER 
'46—Royal sedan, 1, $1,775. 
'41—Windsor sedan, 1, $850. 
'40—New Yorker sedan, 1, $720 
DODGE 


'47—Half-ton pickup, 1, $1,100. 
*46—Custom 1 "5050. , $1,420. 
'42—Sedan, 930. 

FORD 


'48—SD sedan, 1, $1,940. 
'48—Deluxe (6) sedan, 1, $1,750 
‘47—SD club coupe, -, $1,695; 1, $1,675; 

1, $1,610. 
'47—SD sedan, 1, $1,610; 1, $1,580; 

1, $1, 460. 
*41—Sedan, 1, $850; 1, $780. 
'40—Sedan, 1, $790. 

@mMo 


'48—Half-ton pickup, 1, $1,600. 
'41—Half-ton pickup, 1, $525. 
HUDSON 


'47—Super 6 sedan, 1, $1,300 
LINCOLN 


'46—Sedan, 1, $1,525. 
NASH 
*41—''600' sedan, 1, $710. 
OLDSMOBILE 
'41—(76) sedan, 1, $1,090. 
'41—(66) sedan, 1, $775; 1, $725. 
'40—(70) sedan, 1, $790; 1, $800. 
'39—(70) elub coupe, 1, $560. 
PACKARD 
*46—(120) sedan, 1, $1,250; 1, $1,660. 


DECREASE 





STUDEBAKER 
'48—Ohampion sedan, 1, $2,095. 
'48—Land Cruiser sedan, 1, $2,635. 

WILLYS 


'47—%&-ton pickup, 1, $1,275. 


ALBANY 


(Tim Anspach’s Dealers’ 
Sales every Monday. 
sale of Feb. 23.) 

(Market this week shows prices higher 

on all models than previous week. More 

buyers than cars. Volume is lower on 

*‘stinky’’ new models. Could have sold 

more volume if it had been avaliable. 

Forty cars sold out of 57 offerings.) 


BUICK 
'48-——-Super sedanette, 1, $2,720; 1, $2,750. 
'42—Super sedan, 1, $1,000. 
CHEVROLET 
‘47—Half-ton pickup, 2, $1,540; 1, $1,525; 
1, $1,475. 
'47—One-ton pickup, 1, $1,750. 
'47—FM convertible, 1, $1,930. 
'47—F'L aerosedan, 1, $1,710. 
'47—FM station wagon, 1, $1,850. 
'42—SD sedan, 1, $1,085. 
'41—Club coupe, 1, $920. 
CHRYSLER 
'47—Windsor sedan, 1, $2,250. 
DODGE 


'48—Half-ton pickup, 1, $1,600; 2, $1,560. 
'47—%-ton pickup, 1, & an 
'46—Custom sedan, 1, $1,570. 

FORD 


'48—SD convertible, 1, $2,110. 

'48—SD club coupe, 1, ara 

'48—Half-ton pickup, 2, $1,600. 

'47—Half-ton pickup, 1, $1,050. 

'47—BSD sedan, 1, $1,720; 1, $1, 675 

*46—Deluxe sedan, 1, $1,360. 
HUDSO 


iN 
'48—-Commodore (8) sedan, 1, $2,610; 
1, $2,650. 
MERCURY 
'48—Sedan, 1, $2,160. 
'48—Convertible, 1, $2,270. 
'46—Sedan, 1, $1,410. 
OLDSMOBILE 
'48—(78) sedan, 1, $2,625. 
'46—(76) sedan, 1, $1,725. 
PLYMOUTH 
'48—Deluxe sedan, 1, $1,970. 
PONTIAC 
'48—-(PS8LB) sedan, 1, $2,600; 1, $2,660. 
'47—P6MA) sedanette, 1, $1,885. 
'39—(6EB) sedan, 1, $700. 
STUDEBAKER 
'47—Commander sedan 
WILLYS 
'47—Station wagon, 1, $1,510. 






Auto Auction. 
Prices listed are for 
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LUBBOCK, TEX. 


(Lubbock (Tex.) Auto Auction. 
held every Thursday. Prices listed here are 
for sale of Feb. 19.) 

(Market here is considerably off in all 

makes and models. Last sale showed 

43 sales out of 128 offerings.) 

CHEVROLET 
'48—F'L aerosedan, 1, $2,425. 
*48—FM sedan, 1, $2,165. 
*48—Half-ton pickup, 1, $1,900; 1, $1,855. 
'47—FL aerosedan, 1, $2,145; 1, $2,060; 

1, $1,975. 

'47—FM sedan, 1, $2,060; 1, $2,010. 
'47—F™M club coupe, 1, $2,050. 
*46—Sedan, 1, $1,490. 
'37—Sedan, 1, $390. 

CHRYSLER 
'48—Town & Country convertible, 

ODGE 

48—Half-ton pickup, 1, $1,825. 
FORD 


'48—SD sedan, 1, $2,190; 1, $2,125; 
1, $2,115; 1, $2,075; 1, $2,070. 
'48—SD club coupe, 1, $2,150; 1, $2,110; 
1 $2,100; 1, $2,060. 
'47—SD club coupe, 1, $1,885. 
'47—SD sedan, 1, $1,710. 
'46—SD sedan, 1, $1,555; 1, $1,500; 
1, $1,310. 
'41—Coupe, 1, $765. 
MERCURY 
'48—Club coupe, -, $2,275; 1, $2,270. 
NASH 


1, $3,180. 


‘‘600'' sedan, 1, $1,390. 
OLDSMOBILE 

'46—(78) sedan, 1, $1,825. 
PLYMOUTH 


'48—SD sedan, 1, $2,180. 
'47—SD sedan, 1, $1,730. 
'46—SD sedan, 1, $1,365; 1, $1,320; 
1, $1,270. 
STUDEBAKER 
'47—One-ton piekup, 1, $1,600. 


PHILADELPHIA 


(Bd Hough Auto Auction, Inc. Sales held 
every Tuesday. Prices listed are for sale 
of Feb. 17.) 

(Market here shows large number of 

cars offered, many buyers present but 

bidding was slow and prices off on all 
models, ’47s especially.) 
BUICK 


'46—Super sedan, 1, $2,025; 1, $1,800. 
'41—Special sedan, 1, $1,020. 
'38—Special on 1, $410. 
tat hee 

'47—Half-ton ge, 1, $1,550. 
'47—FM sedan, 1, $1, 735; 1, $1, 820. 
'46—F'L sedan, 1, $1,700 
'42—-MD sedan, 1, $975. 
'41—MD sedan, 1, $1,000; 1, $990; 1, $935. 
*40—Convertible, 1, $875. 
'40—Sedan, 1, $830. 
'37—Tow truck, 1, $280. 
'37—Sedan, 1, $350. 

CHRYSLER 


'41—Royal sedan, 1, $760. 
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Sales 


*42—Sedan, 1, $715. 


39—Sedan, 1, 


*47—Sedan, 
’41—-Coupe, 
*40—Sedan, 1, $730. 


'48—Sedan, 
'42—Sedan, 
'41—-Sedan, 
*39—Sedan, 


'47—RM convertible, 1, $2,660; 1, $2,500. 


1948 
DE soTOo 
’41——-Custom sedan, 1, $600. 
DODGE 


’40—%-ton panel, 1, $720. 
*39—Business coupe, 1, $480. 
*36—Sedan, 1, $370. 
FORD 
'48—SD sedan, 2, $2,000. 
*48—Club coupe, 1, $1,980. 
'47—SD sedan, 1, $1,580; 1, $1,710. 
'46—SD sedan, 1, $1,435. 
'36—Deluxe sedan, 1, $310. 
NASH 
*46—Ambassador sedan, 1, $1,585. 
PLYMOUTH 
'48—Deluxe sedan, 1, $1,920. 
'46—Sedan, 2, $1,550; 1, $1,375. 
'38—Coupe, 1, $370, 1, $350. 
PONTIAC 
’47—Streamliner sedan, 1, $2,060. 
'46—Streamliner sedan, 1, $1,850 
'46—Torpedo sedan, 1, $1,650. 
'41—Sedan, 1, $975. 
*40—Club coupe, 1, $745. 
STUDEBAKER 
*40—Champion sedan, 1, $450. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sales every 
Monday. Prices listed are for sale of Feb. 


23.) 
BUICK 
*46—Super sedanette, 1, $1,780. 
’42—Special sedanette, 2, $1,050. 
'41—Special sedan, 1, $905. 
*40—Super sedan, 1, $825; 1, $810. 
'39—Sedan, 1, $675; 1, $785. 
CADILLAC 
'40—(60-S) sedan, 1, $900. 
CHEVROLET 
'48-——-%-ton pickup, 1, $1,575. 
'48—F'L aerosedan, 1, $2,155. 
'47—F™M sedan, 1, $1,715. 
'46—SM sedan, 1, $1,465. 
'46—FM sedan, 1, $1,455. 
'42—FL aerosedan, 1, $950. 
'41—MD club coupe, 1, $520; 1, $800. 
'41—SD station wagon, 1, $875. 
ion 1. oe 1, $800; 1, $745. 
'39—Sedan, 1, $690; , $460. 
'38—Sedan, 1, $450. 
'37—Half-ton ‘plekup, 1, $285. 
'37—Sedan, 1, $305; 1, $435. 
*36—Coupe, 1, $225. 





CHRYSLER 
'40—Royal sedan, 1, $600. 
OROSLEY 
'39—Coupe, 1, $150. 
DE SOTO 
'42—Club coupe, 1, $1,125. 
'37—Sedan, 1, $225. 
DODGE 


’48—Half-ton pickup, 1, $1,585. 
'47—Deluxe sedan, 1, $1,785. 
'41—Sedan, 1, $450. 

FORD 
'48—SD sedan coupe, 1, $1,865. 
'48—SD sedan, 2, $1,860; 1, $1,800. 
'47—(6) sedan, 1, $1,305. 
'46—SD sedan, 1, $1,250; 1, $1,260. 
'41—Sedan, 1, $800. 
*41—Convertible, 1, $900. 
'40—Sedan, 1, $750; 1, $810. 
*38—(60) sedan, 1, $390. 
*35—Sedan, 1, $170. 

HUDSON 
'48—Commodore sedan, 1, $2,600. 

MERCURY 

*40—Convertible, 1, $670. 

NASH 


$800. 
OLDSMOBILE 
*41—(76) sedanette, 1, $980 
*36—Sedan, 1, $150. 
PLYMOUTH 
’47—SD sedan, 1, $1,700. 
*46—Deluxe sedan, 1, $1,450 
'41—Club coupe, 1, $815. 
PONTIAC 

'47-—(8) sedan coupe, 1, $1,875. 
'46—-(LB-8) sedan coupe, 1, $1,670. 
'42—(6) sedan, 1, $985. 
*41—(8) sedan, 1, $935; 1, $1,050. 
*41—(6) club coupe, 1, $1,025. 
*39—(8) sedan, 1, $600; 1, $710. 

STUDEBAKER 
*46—Half-ton pickup, 1, $850. 
'42—Champion sedan, 1, $765. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sales held 
every Friday. Prices listed are for Feb. 


20.) 
BUICK 
*46—Super sedan, 1, $1,720. 
'42—-RM sedan, 1, $1,010. 
'41—Special sedan, 1, $975. 
CHEVROLET 
*48—-Station wagon, 1, $2,200. 
*48—Pickup, 1, $1,625; 1, $1,675. 
*48—SM club coupe, 1, $1,720. 
*47—FM sedan, 1, $1,780. 
'47—Pickup, 1, $1,500. 
'47—-SM club coupe, 1, $1,760. 
"46—SM club coupe, 1, $1,455. 
'42—-Sedan, 1, $1,090; 1, $1,260. 
'41—Sedan, 1, $1,765; 1, $1,855; 
1, $990. 
*41—-Coupe, 1, 


*41—-Sedan, 1, 


1, $870; 


$780. 
DE 
*39—Sedan, 1, $600. 
DODGE 
'46-——-Custom sedan, 1, $1,570; 
*39—-Sedan, 1, $580. 
*39—Coupe, 1, $510. 
FORD 
'48—Deluxe sedan, 1, $1,930. 
*'47—Club coupe, 1, $1,705. 
*'46—Deluxe sedan, 1, $1,330; 
1, $1,425; 1, $1,450. 
'46—Pickup, 1, $970. 
*42—Sedan, 1, $1,095. 
*41—-Sedan, 1, $865; 1, $890. 
*36—Sedan, 1, $310; 1, $315. 
HUDSON 


sOoTO 


1, $1,660. 


2, $1,360; 


MEROURY 
1, $1,780. 


$605. 
OLDSMOBILE: 
1, $2,445. 

1, $760. 


'47—Sedan, 


PACKARD 
46—Sedan, 1, $1,400. 

41—Sedan, 1, $1,050. 

PLYMOUTH 

47--SD coupe, 1, $1,450. 

47—SD sedan, 1, $1,390; 1, $1,570. 
46—Deluxe sedan, 1, $1,420; 1, $1,470. 
41—Sedan, 1, $620. 

38—Sedan, 


47—Sedan, 1, $2,040. 

41—Sedan, 1, $820; 1, $925; 1, $990. 
39—Coupe, 1, $395. 

STUDEBAKER 

1, $2,495. 

1, $830. 

1, $710. 

1, $310. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction Sales. 


Prices 


are for sale of Feb. 20.) 


(Market here shows 143 cars sold out 
of 264 offerings.) 
BUICK 


6619 Euclid Ave. 


SERVICE SECTION 


'47—RM sedanette, 1, *. 350. 
'47—Super sedanette, 1 wie 300. 
'41—Special sedan, 1, 
Omavnenat 
'47—Half-ton pickup, 1, $1,775; 
1, $1,750. 

‘47—FL aerosedan, 1, $2,125. 
'47—FL sedan, 1, $2,060. 
'46—F'L aerosedan, 1, $1,680. 
'42—SD sedan, 1, . 
'41—SD sedan, 1, $1,050. 

DE SOTO 
'42—Deluxe sedan, 1, $825. 

DODGE 
'46—Custom sedan, 1, $1,550. 





1, $1,585; 


FORD 

'48—Halfton pickup, 1, $1,600; 1, $1,775 
'48—-SD convertible, 1, $2,125; 1, $2,075. 
'48—SD sedan, 3, $1,975; 3, $1,950 
'47—SD sedan, 1, $1,825. 
*42—One-ton stake, 1, $900. 
'41—-SD sedan, 1, $950. 

OLDSMOBILE 
'47—(8) sedanette, 1, $2,280. 

PLYMOUTH 
'48—Convertible, 1, $2,271. 
'47—Deluxe sedan, 1, $1,825; 1, $1,400. 
*41—Deluxe sedan, 1, $850; 1, $560. 
'40—Dvluxe sedan, 1, $450. 
PONTIAC 

'46—(8) sedanette, 1, $1,675. 

STUDEBAKER 
'48—Commander Regal sedan, 1, $2,365; 

1, $2,300. 

'48—Land Cruiser sedan, 1, $2,676. 
'47—Chanipion convertible, 1, $2,250. 
’47—Champion sedan, -, $2,135; 2, $1,650. 


LOUISVILLE 


(Auto Auction Sales. Auctions held every 
oe Prices listed are for sale of Feb. 
4.) 

(Market here shows new cars suffering 

slight slump in price. Clean old cars 

in good demand. New pickups strong 

in demand. Sixty-eight cars sold out of 

144 offerings.) 


CHEVROLET 

'48—FL aerosedan, 1, $2,200; 1, $2,230; 
1, $2,300. 

'47—FL aerosedan, 1, $1,920. 

'47—F'L sedan, 1, $1,790 

'46—FL aerosedan, 1, $1,700. 

'42—Deluxe sedan, 1, $895. 

’41—Deluxe sedan, 1, $1,080; 1, $880; 
1, $800. 


CHRYSLER 
'46—Windsor sedan, 1, $1,710. 

DE SOTO 
*46—Custom sedan, 1, $1,760. 
'42—Custom sedan, 1, $710. 
'41—Custom sedan, 1, $550. 


DODGE 
'37—Sedan, 1, $370; 1, $345. 
FORD 
'48—Deluxe sedan, 1, $1,810; 1, $1,975; 
1, $1,735. 
'47—SD sedan, 1, $1,750. 
'46—Deluxe sedan, 1, $1,290. 
*41—Deluxe sedan, 1, $600. 


. ae 
*46—SD sedan, 1, $1,360; 1, $1,375. 
'42—SD sedan, 1, $800. 
'40—Sedan, 1, $840. 
'39—Sedan, 1, $360. 

PONTIAC 


*37—(6) sedan, 1, $310; 1, $300. 


*36—(6) sedan, 1, $200. 








Driver Cabs and Station Wagon 
Bodies for Jeep Vehicles 


*115 


FOB Oleveland, Ohio 


Immediate Delivery Anywhere in U.S.A. 


STATION WAGONS, INO. 
Cleveland 3, Ohie 
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SERVICE SECTION 





WASHINGTON. —The National 
Highway Users Conference last 
week urged examination of what it 
said might be “revolutionary, rather 
than evolutionary” proposals for 
meeting postwar highway problems, 
and emphasized state rather than 
federal responsibility in meeting 
road needs. 

In a publication entitled Highway 
Development and Financing, the 
conference: 

1. Reiterated that federal high- 
way aid of the traditional kind is 
a constitutional responsibility of 
the government, and as such 
should not be financed with fed- 
eral automotive taxes. 

2. Reported that federal highway 
aid at a “reasonable” level should 
be adequate to help the states meet 
the nation’s major problems on in- 
terstate highways and through cities 
and other bottlenecks. 

3. Warned that if federal aid is 
made too large “we may in effect 
subsidize some states in diversion 
or dispersion of their own road 
funds.” 

4. Contended that long-range 
planning by the states themselves, 
with highway users and taxpayers 
participating in these planning 
pro “offers the only real 
solution to highway problems.” 

On this point the publication 
added, “There could never be 
enough dollars in the federal treas- 
ury to effectively ‘solve’ these prob- 
lems.” 

NHUC made it clear that it was 


‘Export or Else,’ 
British Auto 


Firms Warned 


Minister of Supply George R. 
Strauss has issued an “export or 
close down” ultimatum to Britain’s 
motor trade in some of the blunt- 
est and plainest words yet heard 
on the nation’s perilous economic 
situation, International News Serv- 
ice reports from London. Said 
Strauss: 

“Materials must go to firms who 
can export and do. That means 
those who do not cannot have 
them. If that results in some firms 
having to close down—well, it is 
always regrettable when an organ- 
ization which has created a tradi- 
tion, loyalties and a _ reputation, 
has to disappear, but it may be 
better than an attempt to struggle 
on with low production, mounting 
overheads, higher prices and a 
steadily increasing impossibility of 
meeting world price levels.” 

Automobile manufacturers were 
told that there was no intention 
to increase the present figure of 
75 percent, which is at present 
ordered for exports from firms. 

“Each case is going to be exam- 
ined individually and realistically,” 
Strauss said. 


Ahrens Belittles 
Market Slump 


ST. LOUIS.—The recent commod- 
ity market slump was termed un- 
important in the business picture 
for the coming year by Don E. 
Ahrens, general sales manager of 
Cadillac, in an address at a regional 
meeting of dealers here recently. 

Ahrens predicted that new-car 
prices would be increased this year 
and there would be no slackening 
in demand. Cadillac, he continued, 
has 90,000 orders and will be able to 
produce 66,000 cars in 1948. New- 
car production for 1948, Ahrens as- 
serted, will be up despite recent 
shutdowns because of shortages of 
industrial gas. 








Pa. Chrysler Dealer Sponsors 
Boys’ Basketball Team 


William F. Cossman, Cossman’s 
Garage (Chrysler - Plymouth), 
Mauch Chunk, Pa., is the sponsor 
and director of a basketball team 
which plays in a local, semi-profes- 
sional league. 

The players, although young for 
their class of competition, are 
among the strongest teams in that 
section, and are attracting a lot of 
favorable notice to the dealership. : 


Warning on Road Aid 


NHUC Stresses State Responsibilities in Plea 
Against Excessive Federal Grants 
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not urging a definite limit or 
amount on federal aid, but said 
“the past provides yardsticks for 
determining what the level of fed- 
eral aid should be in the light of 
increased costs of road develop- 
ment.” 


On the subect of the need for 
state highway planning, the pub- 
lication quoted a recent message to 
the American Automobile Assn. by 
Alfred P. Sloan jr., chairman of 
NHUC. In this message Sloan said: 


“What happens in the next few 









years will have a vital bearing on 
the extent to which a greatly ex- 
panded and prosperous highway 
transportation plant will go for- 
ward. The increasing use of mo- 
tor vehicles will be influenced by 
a program in each state which 
will strike a sane balance be- 
tween the development and ex- 
pansion of the highways, and the 
means by which this expanded 
plant will be financed over a 
period of years. 


“This cannot be done effectively 
on a hit-or-miss basis. Nor should 
it be blueprinted or arbitrarily laid 
out by any federal authority or any 
national organization. It should be 
done by each state and an informed 
public opinion must support it.” 


_——_ 


Harvester Busy 
With Expansion 


In Dominion 


OTTAWA, Ont. — International] 
Harvester’s new motor truck plant 
at Chatham, Ont., is nearing com- 
pletion and a program of enlarg- 
ing as well as improving its farm 
implement plant at Hamilton, Ont., 
is in process, according to the par- 
ent company’s annual report. 

The Canadian subsidiary has also 
undertaken modernization of its 
sales branches. 

The company reports an invest- 
ment of $16,730,000 in its Canadian 


49 
sidiary’s 1947 sales totaled $53,- 


’ 

The company’s equity in the 
Canadian subsidiary’s 1947 net in- 
come was $4,743,000, of which $2,- 
985,075 cash dividends was paid 
to the parent company. 


Indian to Occupy Plant _ 


SPRINGFIELD, Mass. — Indian 
Motocycle Co. has taken formal title 
to the old Rolls Royce plant in Kast 
Springfield, which it purchased from 
the War Assets Administration. In- 
dian paid $412,500 for the property, 
paying $82,500 in cash, and securing 
the rest with a promissory note. 


To feel the pulse of the auto industry, 


subsidiary and an equity of $32,-/| consistent reading of AUTOMOTIVE NEWS 


285,000 in it. The Canadian sub- 


ARO 


IN W777 


LUBRICATORS 


Now... “that new look” combined with brilliant 
performance in the new ARO Deluxe line of 
Lubricators .. . help you “get on the super high- 
way” to lube department sales and profits! 


literature. 
Corporation, Bryan, Ohio. 


is necessary. 
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Here’s new beauty that gives your establish- 
ment new customer appeal and rings the cash 
register! New /abor-saving features that help you 
do a better job, save time and cut costs! Plus 
Aro-engineered and Aro-built dependability. See 
your Aro Jobber for full details ... or write for 
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Hoffman Sees «No Excuse’ 
For Severe Recession 


MINNEAPOLIS. — (UTPS) — 
There are no underlying factors 
in the commodity market slump 
that would indicate a business re- 
cession is in prospect unless peo- 
ple lose their heads, Paul G. Hoff- 
man, president of Studebaker Corp. 
and chairman of the Committee 
for Economic Development, told 
27,000 University of Minnesota stu- 
dents recently. 


“Everybody wants a leveling-off 
period that will bring prices down, 
but when it comes everyone gets 
scared,” Hoffman said. 


A strong demand still exists for 
wiles durables, such as automo- 
iles, housing and appliances, and 
the people have the ability to buy 
but it takes more than ability, 
there must be willingness, he ex- 
plained. 
“There is no excuse for violent 
booms and busts,” Hoffman said. 
“By adopting the right measures 
the distance between the peak of 
a boom and a bust can be held 
to 20 percent or even 15. 
“We can live with that, but we 








@ Here’s the unit that cleans car cooling 


can’t live with a crash like the 
one from 1929 to 1982 when busi- 
ness activity dropped more than 
50 percent.” 


To reduce the peak-to-valley dis- 
tance, Hoffman recommended that 
labor and business cooperate to 
increase productivity, that unem- 
ployment compensation be expand- 
ed to give workers a greater se- 
curity, that the federal tax 
be revised to contribute mere to 
prosperity and stability, and that 
when times get tight business 
firms increase advertising and hire 
more salesmen. 

“Only if demand is maintained 
through a strong advertising and 
selling program can employment 
be steadied and wages and sal- 
aries stabilized,” Hoffman said. 





Horgan Aids Heart Fund 


Ralph Horgan, president of Ralph 
Horgan Inc. (Ford), has accepted 
the chairmanship of the automotive 
section of the New York Heart 
campaign. 


systems faster, better and more profitably 


than has ever been done before. 


The Brady Automatic Cooling System 


Cleaner flushes out rust, scale, dirt and 
sludge from both radiator and engine blockh— 
and does most of the job while the operator 


attends to other duties. 


There’s nothing to remove but the radia- 


tor cap—no disconnection of water hose, 


thermostat or radiator. 


The Brady Way is the modern way to 


clean car cooling systems. Available in 


standard and deluxe models. 





AN 


ANNIVERSARY dinner celebration 
ef client and agency executives of Sunnen 


Products Co., St. Louis, and Oakleigh R. 
French and Associates, py BA Eg 
The dinner marked 


dent, was presented with a 

taining ® copy of the first Sunnen advertine- 
and letters and tele- 

come tate throughout the country. 

Sunnen, left, receives the book from French. 


Van Brocklin Heads Sales 


Sinclaire’s Sales Service (Kaiser- 
Frazer), Bridgton, Me. has an- 
nounced the appointment of Ken- 
neth L. Van Brocklin as sales man- 
ager. Van Brocklin is a member of 
the small business advisory com- 
mittee of the U.S. Department of 
Commerce. 





‘Win with 
Railroads’ Full-Steam Propaganda Must Be Met 
With Facts, B. C. Truckers Told 


VANCOUVER, B. C. — Canadian 
truckers have a public relations job 
on their hands in selling the ad- 
vantages of their business to the 
public if they are to check the 
threats from the anti-truck cam- 
paign by the railroads, John Mc- 
Gee, executive secretary of a Cana- 
dian Automotive Transport Assn., 


warned last week. 


He told the annual banquet of 
the Automotive Transport Assn. 
of British Columbia that truckers 
must be alert against lobbying 
and propaganda tactics of Cana- 
dian railways, with an added ad- 
monition that the rail interests 
are backing federal control of the 
trucking industry. 


A speakers’ bureau in each prov- 
ince to familiarize the public with 
the trucking industry, to offset ad- 
mitted information it has about the 
railroads, was one suggestion by 


the truck official. 


As an example of possible danger 
to the trucking industry he re- 
ferred to the campaign by the rail- 





HERE’S WINTER DRIVING PROTECTION 


This Profit Package—the Brady Cooling System 
Cleaner plus the necessary chemicals for regular 


and “hot” 
business for you. 


car cleaning—means good winter 


Since alcohol boils at lower temperatures, even 


a slightly clogged 


cooling system can cause 


trouble—loss of anti-freeze, freeze-ups and burn- 
outs. Keep cooling system clean the Brady Way. 

And after every installation of replacement 
rings or motor overhaul—a Brady job is a 
MUST. Failure to clean rust and scale from 
around cylinder walls will cause rapid wear of 
new rings and customer complaint. 


F.E. BRADY 
MUNCIE, 





PRODUCTS, 
INDIANA 


INC. 


Aulomato— 
COOLING SYSTEM CLEANER 





a wm. _ 



















SERVICE SECTION 


the Truth’ 


way association to reimpose lifted 
restrictions on American-trucked- 
in-bond freight over the Canadian 
highways. He said this offer did not 
succeed due to a binding clause in 
Canadian and U. S. defense agree- 
ments governing the lifting of this 
restriction. 

The association went on record as 
seeking the abolition of the 15 per- 
cent dominion government trans- 
portation tax which applies where 
the one-way fare is 80 cents or 
more. 


Howard T. Mitchell, president of 
the Vancouver board of trade, said 
if government ownership of trans- 
portation industries in Canada was 
to be avoided operators must live 
by competition. 

He voiced strong opposition to 
the announced policy of the B. C. 
government to eliminate trucking 
rights on the new Hart highway to 
connect with the Alaska highway 
to government-owned freight carry- 
ing vehicles. He said this highway, 
like other highways, should be open 
to private operators. 

One of the features of the con- 
vention was a “roadeo,” in which 
Toronto and Vancouver contes- 
tants, as well as senior transpor- 
tation men in British Columbia, 
were seen in action. 

G. C. Parrott, president, Van- 
couver Island Coach Lines, Vic- 
toria, was elected association presi- 
dent; J. A. Loney, Cloverdale, 
vice-president, and George Butler, 
Haney, honorary secretary-treas- 
urer. 

Directors are Francis Cottrell, 
Loney, H. H. Gallagher, Hope; But- 
ler, Elmer Johnston, A. G. Holmes, 
W. H. Crone, H. V. Roberts, W. G. 
Heaney, all of Victoria; Parrott, 
Dave Chapman, Kelowna; G. J. 
Williams, Nelson, and C. W. Charles 
and R. N. Harris, Haney. 


D. C. Registration 


For Month Tops 
Marks Year Ago 


WASHINGTON.—Registration of 
2,085 new cars was reported for 
the District of Columbia in Jan- 
uary, compared to 1,648 the same 
month last year. 

The report of the Washington 
Automotive Trade Assn. also 
showed sales of 261 new trucks dur- 
ing January. The same month’s 
truck registration in 1947 was 240 
units. 

The January mark in new-car 
sales was exceeded last year by 
only four months—March, Decem- 
ber, April and May. March holds 
the postwar monthly record for 
this area with 2,373 titlings. 

Chevrolet led the passenger-car 
makes in January (1948) sales here 
with 357 units registered. Plym- 
outh was second with 336, and 
Ford was third with 297. 

Chevrolet also paced truck sales 
with 67 registrations. Internation- 
al’s 49 count followed, and Ford 
was third with 36. 


Marmon Making 


"48 Ford Drives 


INDIANAPOLIS.—Marmon-Her- 
rington Co., Inc., originator of all- 
wheel-drive conversions for Ford 
vehicles, has announced that it is 
now in production on the all- 
wheel-drive conversions of the new 
1948 Ford models. 

Although emphasis is being placed 
on trucks, Marmon-Herrington says 
it will convert all standard 1948 
models to all-wheel-drive. 


Passenger cars, station wagons 
and commercial trucks are con- 
verted to 4-wheel-drive, and larger 
truck models are converted to both 
4-wheel-drive and 6-wheel- drive. 


Used-Car Lot Added 


A recently acquired used-car lot 
for Greene-Haldeman (Chrysler- 
Plymouth), Los Angeles, has added 
some 12,000 square feet of space to 
the company’s new location on 
S. Figueroa Blvd. This gives the 
firm more than 200,000 square feet 
of space. 
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Lubes Slip Away ive 


Ticket Analy 


sis Show 


Hole in Shop Selling 


(Continued from Page 31) 


on lubrication and oil change alone 
can do to service shop revenue. 

In this particular zone the aver- 
age dealers were getting 1.64 
items per repair ticket. The top 
dealers were selling 2.21 items per 
ticket. 

The average dealer customer la- 
bor per repair order was $8.53 as 
against customer labor sales of 
$13.91 for those selling over two 
items per ticket. 

The average sale of parts per re- 
pair order was $8.58 as against parts 
sales average of $12.08 per ticket for 
the better dealers. 

oJ * * 


NLY 24.5 PERCENT of the aver- 
age dealers repair tickets car- 
ried lubrication jobs, as against 46.7 
percent of the repair tickets of 
those who were selling this extra 
needed service. 

Only 18.7 percent of the average 
dealers got oil sales on their repair 
tickets, as against 36.9 pereent of 
those who asked about oil changes 
when the customer came in. 

Thus, just asking the question 
about lubrication and oil—the es- 
sential services which the average 
dealer has been letting go out of 
his shop to the corner filling sta- 
tion—resulted in a 68 percent in- 
crease in customer labor sales, an 
increase of 41 percent in parts 
sales, an increase of 91 percent in 
lubrication sales and an increase 
of 97 percent in oil changes and 
oil sales. 

It won’t take any complex mathe- 
matics for the dealer to figure out 
what it would do in his absorption 
picture to have his service men cap- 
ture that type of business that they 
are driving away to the corner fill- 
ing station. 


* * 

LL ANY DEALER has to do is 
to multiply the amount of 
money he now takes in on any of 
those services by the increases the 

“selling” dealers are getting. 
Dealers and servite men have 
gotten lax and lazy. They have be- 
come so used to chasing profitable 


Cylinder Guard 


Dodge Says New Process 
Reduces Scuffing 


DETROIT.— The possibility of 
scuffing or scoring piston rings, 
pistons or cylinder walls has been 
greatly reduced and better lubri- 
cation of these working parts has 
been effected by a protective oil- 
absorbing coating applied to the 
eylinder walls of all engines now 
being produced by Dodge, officials 
of the division said last week. 

The coating is said to be espe- 
cially valuable during the early 
break-in period of an engine, as 
it creates. on the cylinder walls 
thousands of minute pockets or 
pores that trap and retain oil, 
vt ad providing better lubrica- 
tion. 

Simultaneously, Dodge engineers 
said, the process applies to the 
cylinder walls a protective oil-ab- 
sorbing coating of manganese iron 
phosphate crystals that become 
chemically combined with the cy- 
linder walls and which possess 
properties that prevent the flow 
of metal under conditions of ex- 
treme heat or pressure. 

To apply the cylinder wall coat- 
ing, the engine blocks are placed 
in individual tanks in which a 
special chemical solution is pump- 
ed through the cylinder bores. 
Automatic electric controls regu- 
late the timing of the process to 
exacting standards. 


Hercules Names B-C-D 


As Michigan Outlet 

GALION, O.—Appointment of 
B-C-D Equipment Co., Inc., 7422 
Woodward Ave., Detroit, as Michi- 
gan distributor for the complete 
line of Hercules hoists and dump 
bodies has been announced by Ray 
J. Nymberg, general sales man- 
ager of Hercules Steel Products 
Corp. of Galicn. 

Officers of B-C-D Equipment are: 
W. E. Duerr, president; G. A. Bas- 
sett, vice-president; H. C. Wilk- 
ing, treasurer, and Bruce Stout, 
sales manager. 


business away from their shops be- 
cause they were already loaded with 
it that they have forgotten that 
every owner has to have his car 
lubricated regularly for it to run 
right and give economical service 
and that every engine has to have 
its oil changed or added to. 


So they chase that business out of 
the door down the street to a filling 
station where the owner is exposed 
to the sale of an oil filter, spark 
plugs, new fan belt or any one of 
the more than 20 TBA items the 
gasoline station man must sell to 
keep in business in that neighbor- 
hood. 


Lack of selling these needed serv- 
ices—plus tires, batteries, etc., just 
builds competition for the fran- 
chised dealer in his own back yard. 
P.S. service time is a good time to 
ehange that practice. 


<r ee 









ONLY ECO CAN OFFER 


BALANCED 
INFLATION 


GMALING PROFITS OUT OF 


BALANCED 
TIRE INFLATION 





Automobile Is Favorite 


Of Traveling Public 

ASHINGTON.—The average 
American undertaking a long 
trip prefers making it in an au- 
tomobile, to Dr. Henry 
C. Link’s “Psychological Barom- 
eter,” whose 380 interviewers 
recently questioned men and 
women from coast to coast as to 
their preferred mode of travel 
and its amount. 

Asked how they made their 
long distance trips, 61 percent 
preferred the automobile and 36 
pereent favored trains. Air trav- 
el, buses and boats made up the 





Hicks Quits Regional Post 


To Open Chevrolet Firm 


BALTIMORE.—Robert F. Hicks, 
formerly Eastern regional manager 
for Chevrolet, has resigned to open 
his own Chevrolet dealership at 
Towson, Md. 





BUDGIT HOIST AND MOVABLE A frame holder for holding cars while under- 
coating. Enables fast work at low hoist cost. Comes in one, two and three-ton sizes. 


Hicks has been associated with Also used for lifting engines from chassis, wreck work and many other heavy lifting 
Chevrolet for more than 25 years | shop operations. Comes with chain, manual and electric operation. Sling is designed 
and has lived in or near Baltimore | to lock securely for safety. Made by Manning, Maxwell & Moore, Inc., Muskegon, 


during the past 15 years. 








Mich. Distributed through automotive and mill supply jobbers. 


“Say,” Shorty shouted, “this Eco Tireflator BALANCED 
INFLATION program would go over big with our customers. 
It assures them longer tire life, smoother riding, extra driving 
safety—why think of the good will and profits from other 
products and services we'll make!” 

“Can’t we offer something similar with our present tire 
inflation equipment?” Slim asked. 

“Of course not,” Shorty shot back. “To give genuine 
BALANCED INFLATION service your equipment must have 
foolproof dial readings, precision accuracy, full 5 to 110 pound 
range for passenger and truck tires—and it must be simple to 
use, fast without loss of accuracy and economical to operate and 
maintain. Can our old equipment meet those requirements?” 

“No-o.” Slim admitted, “it can’t. No wonder only Eco 
can offer BALANCED INFLATION!” 


P.S. Ask your Jobber about the four new Eco Tireflator 
models and Eco’s BALANCED INFLATION program .. . and 
send for your copy of the Eco Book today! 


*Copyright 1947 Service Station Equipment Company. 















ECO...THE, BEST FOR THE GUEST 


SERVICE STATION EQUIPMENT COMPANY 
MUSKEGON, MICHIGAN 
Send me your new, FREE book,“Amazing Profits Out Of 
Balanced Tire Inflation.” AN 


NAME____- 

COMPANY_____ 

ADDRESS ; raat 
City. 
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Seiberling Promotes Hughes 


To Assistant Sales Chief 


T. M. Hughes, who has been man- 
ager of accessories and repair ma- 
terials sales for Seiberling Rubber 
Co., has been named assistant to 
the company’s director of sales 
operations, according to L. M. Sei- 
berling, sales manager. Orrin K. 
Feikert, formerly a truck tire engi- 
neer in the New York district, re- 
places Hughes, Seiberling said. 
Hughes is a 26-year employe of 
Seiberling. Feikert joined the com- 
pany in 1927. 

= + o 


Timken Bearing Announces 


5 Factory Promotions 


Officials of Timken Roller Bear- 
ing Co. have announced five bear- 
ing division organizational changes, 
as follows: 

Blair Glenn, general superintend- 
ent of the Canton (O.) bearing 
division, has been promoted to as- 
sistant factory manager of the 
division. 

Henry Tobey, Canton bearing far- 





MAKING 


PUBLIC SERVICE 


WEAVER 


SAFETY LANE)|{=:: 





It’s a fact—car owners 
service. you render them 


Lane testing and correction equipment. It 
makes regular customers of them—bringing 
them in for periodic check-ups — and any 


necessary repairs. 


Weaver’s great consumer advertising cam- 
paign—32 million advertisements this year 
in Post, Collier’s and Liberty magazines—is 
helping to sell your Weaver service to car 
owners. This extensive advertising . 
vigorous safety campaigns by national, state 
and local organizations . 
Weaver’s complete local merchandising plans 
will bring customers and profits to your 


service department. 


Get the identifying Weaver Safety Lane 
Service sign on your building. Drivers will 
be looking for it. See your jobber or write us 
for complete details today. 


“Trade Mark Registered U.S. Patent Office 


tory metallurgist, has been ap- 
pointed general superintendent, suc- 
ceeding Glenn. 

Fred Barnard, assistant factory 
metallurgist, has been appointed 
factory metallurgist, succeeding 
Tobey. 

Joseph Selby has been appointed 
to succeed Barnard. 

Russell P. Fowler, assistant gen- 
eral superintendent of the Colum- 
bus (O.) plant, has been appointed 
superintendent of the Bucyrus (O.) 
bearing factory, where operations 
are scheduled to begin this spring. 


Studebaker Plant Positions 


Given Schmidt, Myers 


The appointment of Emil G. 
Schmidt as foundry superintend- 
ent and William R. Myers as 
head of the stamping division has 
been announced by P. O. Peter- 
son, vice-president in charge of 
manufacturing for Studebaker. 

Schmidt was for many years in 
charge of foundry operations for 
International Harvester. He was 
assistant foundry superintendent 


PROFIT 


at that company’s Rock Island 
plant for four years, and later be- 
came full superintendent of In- 
ternational Harvester foundries in 
Indianapolis and Louisville. 
Myers joined Briggs Mfg. in 
Detroit while still a student at the 
iene i of Michigan, and later 
became plant manager for the 
Briggs’ body division at LeBaron. 
He was for three years works 
manager for Fruchauf Trailer. 


K-F Regional Office 
Opened in New Orleans 


A sales and service regional of- 
fice of Kaiser-Frazer Corp. has been 
opened at room 1004, Queen & Cres- 
cent building, New Orleans. Carl 
E. Fankhauser is regional man- 
ager. 

The office will serve the state of 


Louisiana and sections of Alabama, watched 0. H. Nichols, produce buyer, stagger into the salesroom as 


Mississippi, 
Arkansas, Benham will be 
regional service manager. 


* * * 


Four District Managers 
Appointed by Mack 


A. C. Fetzer, Mack Truck gen- 
eral sales manager, has announced 
the following appointments: 


C. E. Cole as district manager in branch, and William Dudde as dis- 


A SAFETY LANE CHECK 
MAY SAVE YOUR NECK 


privé IN to your 
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with Weaver Safety 
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display- 
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by’states and cities. 





a Tete tg 


oe Texas and | on a table, » total weight of 110 pounds. 


Neglect of brakes, headlights, and 

steering are the cause of thousands 
of motor vehicle accidents every year. Why 
guess and gamble on the condition of these 
vital safety factors on your car? 

Drive in for a free check of your auto- 
mobile at a Weaver Safety Lane-equipped 
service shop. It only takes a few minutes, 
and #f corrective service is necessary, the 
serviceman is equipped to handle it for 
you quickly and at minimum cost. 

Weaver equipment is endorsed by lead- 
ing car manufacturers and insurance 
companies—and is used by most Official 
Motor Vehicle Inspection Stations operated 





manager of Gothenburg Motors, (Ford), smiled as he 
he was lugging four 
Nichols opened the bags and poured out 1,774 silver dollars 
In 1939 Nichols es a pickup truck with 
th Larson at the counter. right: Larson, 


WILBUR LARSON, sales 
large heavy canvas bags. 


the same kind of legal tender wi 
dealer L. F. Heuer, and Nichols. 









charge of the Los Angeles branch; |trict manager in charge of the 
Lawrence D. McLean as district | Bronx (N. Y.) branch. 


manager of the Reading (Pa.) Goodrich’s Herbert Named 


are = a ye mm aor Official of S. American Firm 

—— Z a eos Joseph C. Herbert, until January 
manager of B. F. Goodrich Co.’s 
newest tire and tube manufacturing 
plant in Tuscaloosa, Ala., has been 
named assistant managing director 
of Industria Colombiana de Llantas, 
Bogota, Colombia, a Goodrich asso- 
ciated company, W. C. Gulick, presi- 
dent, International B. F. Goodrich 
Co., has announced. 

Herbert joined the Goodrich legal 
department in 1927. 


* * . 
Miller Appointed Director 


Of Raybestos Marketing 


Franklin A. Miller, sales manager 
for Grey-Rock products of the U. S. 
Asbestos division of Raybestos- 
Manhattan, 
Inc., has been ap- 
pointed head of 
the corporation’s 
new department 
of marketing and 
merchandising. 

Miller, for 15 
years sales man- 
ager for Grey- 
Rock products of 
the U. S. Asbestos 
division at Man- 
heim, Pa., was in 2 
the advertising business before he 
became associated with Raybestos- 
Manhattan. Replacing Miller as 
sales manager for Grey-Rock prod- 
ucts at Manheim will be James A. 
Wheatley jr. For the last 13 years, 
he has been district manager for 
Grey-Rock products with headquar- 


ters in Chicago. 
* * 


Roege Named Executive 


Of Chief Alinement 


B. O. Roege has been named 
executive vice-president of Chief 
Alinement Co., Rock Island, TL, 
and has assumed charge of all 
manufacturing and sales activi- 
ties of that company, it is an- 
nounced. 

Roege has been associated with 
the manufacturing of wheel 
alinement and balancing equip- 
ment for 21 years. Chief Aline- 
ment Co. was established two 
years ago, moving recently to a 
new modern plant. 

* * 


New Plating Firm 


Manufacturers Plating Corp. has 
purchased the business of Langs 
Plating & Mfg. Co., at 487 W. Alex- 
andrine, Detroit. Frederic G. Tel- 
mos is president of Manufacturers 
Plating Corp.; Edward Kahn, secre- 
tary-treasurer, The board of direc- 
tors is composed of the officers and 
Bernard L. Walsh, Detroit attorney, 
and LeRoy E. Wilson, executive of 
United Brass & Aluminum Mfg. Co., 
Port Huron. 

& * + 


Willys Names Dull 


Mark R. Dull jr. has been ap- 
pointed assistant general manager 
of Willys-Overland Export Corp., 
Arthur J. Wieland, vice-president 
in charge of distribution, an- 
nounced. 





F. A. Miller 


* * s 


Adams Promoted 


A. J. Weatherhead jr., president 
of Weatherhead Co., Cleveland, has 
announced that L. Adams 
is the new vice-president in charge 
of operations. 
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ager, as vice-presidents of Mack 
Trucks, Inc., is announced by C. 
T. Ruhf, Mack president. 
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cers are: M. F. Duvall, district | Finch Heads Central States 


manager, United Motors Service, 
vice-president, and J. B. Moseley, 


For American Bantam 


Also announced was the election| GMC _ retail branch, secretary-/| [Leonard L. Finch has been named 
" ; of F. R. mn as assistant sec- | treasurer. regional manager for the Central 
Ferry Gets Slack’s Post — —_ moves to Boston from ees ae eae tees T. e. Soee, region of American Bantam Car 
e St uis branch, and K. J,| Wroldsen as an assistant secretary, Co., Butler, Pa., it 
On Packard Board Dowling, who advances from car|and J. A. Jackson as an assistant Kruse Heads Snap-on Plant is announced by 
Election of Hugh J. Ferry as a/ distribution clerk in the Dallas dis- | treasurer. Appointment of Harris Kruse as Harry A. Lage- 
director of Packard Motor Car Co./trict. John H. Lane becomes spe- re plant manager of the Newport man, general 
"eo 8 annoumeed otal , truck ere of the K-F Names Two (Pa.) factory of Snap-on Tools am manager see 
ast wee y Al-/Cincinnati branch, and Robert S. Corp. is announced by Joseph upercargo truck- 

van Macauley,|James will serve in a similar ca-| "¢rman H. Buckley and George Johnson, Snap-on president. trailers. 












board chairman. 
Ferry’s election 
fills the vacancy 
created by the 
resignation of 
Lyman D. Slack, 


pacity for the South Bend branch. 


* * * 


Pitts Named to Head 
New B-W Divisio 





Clayton have been appointed Cleve- 
land district service managers by 
Walter de Martini, Kaiser-Frazer 
director of service. 

* + * 


Named Ford Consultant 


* * * 


Ruf Gets Club Post 


Casper A. Ruf (Nash) has been 
elected a member of the board of 
the Parkersburg (W. Va.) Auto- 


Finch has been 
with Supercargo 
for the last two 
years and, pre- 
vious to that, was 
associated with 
other trailer 





Leonard L. Finch 


former Packard| The formation of an industrial 
sales chief. and utility section of Borg-Warner| Dr. Joseph A. Russell, associate ee ee eer manufacturers throughout the 
Ferry, who| International Corp. is announced by | Professor of geography at Syracuse country. He will handle Supercargo 

























joined Packard | J. W. DeLind jr., president of Borg- 


university, has been appointed geo- 


Hart Heads Mont. Roads 





distributors in Eastern Michigan, 



















H. J. Ferry hical consultant to the market- i j 
38 years ago, has | Warner International. grap Scott P. Hart b amed | Ohio, Indiana, West Virginia, Ken- 
ae | been the company’s treasurer since| The new division, with headquar- ing research department of Ford ean state fone ‘sugineer, tucky and Western Pennsylvania, 
ollars 1926, secretary and treasurer since|ters at 321 W. Lafayette Ave., De-| Motor Co., it is announced by J. R.| +, ...ceed Howard W. Holmes, it |With headquarters in Cincinnati. 
a 1934 and a_ vice-president since | troit, will be headed by Claude Pitts, oon Le ged ny > chaste of | i? announced by Gov. Sam C. Ford. Shag ivg 
| 1945. He will serve on the board| formerly general product manager | *#/e8 and advertising. He will con- Piast sient 
in addition to his other duties,|of the appliance section. Ce 00 eee eee Wea Andrews Heads Neb. Area 
a ; Macauley said. + ere serving as a Ford adviser. Pierce Honored 
velit Morton, Fetzer Elected ee Frank R. Pierce, president of pn ‘tn he eof 25 metiierent 
: i charge o southwes 
i Ford Promotes Two, Hires A Mack Vice-Presid nis Singer Heads GM Club Dearborn Motors Corp., has been ponte in Sinn aliedatte territory 
1 i One in Labor Relations s e The General Motors Club of Mem- | elected a vice-president of the|for White Motor Co. 
J, Election of A. N. Morton, head} phis has elected J. E. Singer presi-| Farm Equipment Institute, Chi- bs ke haere? ates, 
me John S. Bugas, vice-president and/of manufacturing operations, and| dent. He is zone manager of GMQ| cago, it is. announced by Robert| others are profiting from AUTOMOTIVE 
lary j director of Ford industrial relations,|4, C, Fetzer, general sales man-| Truck & Coach division. Other offi-|A. Jones, executive secretary. NEWS want ads. Why not you? 
Xo.’s announces the promotion of two . 
ring men and appointment of another 
een for positions within his division. 
ctor Marshall E. director of 
tas, industrial relations for North Amer- 
Sso- ican Aviation, Inc., will join Ford vv 
‘esi- March 1 as assistant manager of in- 
rich dustrial relations. Robert S. Dun- 
ham, who has been director of sal- 
ogal aried personnel for Ford since 19465, 
has been promoted to a similar 
position. Thomas A. Beaver, super- 
visor of the placement section, has 
been named director of salaried 
personnel. 
m . * 
ger ‘ ° 
x s. Finkel Given Works Post 
08- At Studebaker-Canada 
Cc. S. Finkel has been appoint- 
ed works manager at the Hamil- 
ton (Ont.) plant of Studebaker 
Corp. of Canada Ltd, it is an- 
; nounced by D. C. Gaskin, vice- 
‘ president and general manager: 
During World War II Finkel 
served with the dominion gov- 
ernment at Canadian military 
headquarters and the war office 
in London. He has many years 
of experience in automotive fac- 
tory management in Canada and 
he abroad. 
Ds- + ~ + 
as Willys-Overland Appoints 
- 2 Sales Representatives 
rs. Appointments of James Blair, 
or Toledo, and A. J. Johnston, Hoos- 
ir- ick Falls, N. Y., as regional sales 
representatives has been announced 
by Howard O. Lund, general sales 
manager of Willys-Overland. 
Blair will cover Ohio, Michigan, 
: Indiana and Kentucky. Fred Bald- 
d 4 win, who has been covering the 
f | “home” territory now assigned to 
a : Blair, has been re-assigned to his 
I : old region including New York, 
is ; Pennsylvania and West Virginia. 
" i Johnston has as his territory all 
of the New England states. 
ii 
at Here is the FOUNDATI 
: Cable to Head Pittsburgh A ON 
. For Lincoln Electric y” 
or Kenai Rie 3 of many SUCCESSFUL Service Shops! 
. district manager of its Pittsburgh 
office is announced by Lincoln Elec- 
tric Co., Cleveland. aa NO SECRET! 
lc Co, Cleveland. ste in The BEAR 195-82 Alinement Service 
1943 and has been active since then 
- <a 8 odie caer & ee Pe is the Basic Equipment responsible for the rapid growth 
burgh area. 
<< 
; is of most of America’s Leading Service Shops! 
a Standard Steel Spring 
= Moves Detroit Offices 
4 Standard Steel Spring Co. has Thousands of Bear Operators BEAR THE BANNER OF SAFETY for Greater PROFITS! 
; moved its Detroit offices to 1600 
; i ldg. ona ‘ : 
of or ae a ee Ask any Bear Operator about the built into this equipment. He’ll tell 
My Boutelle Heads Up Chester Bear 195-82 Alinement Service! He’ll you that he can convert the Bear 
Lincoln-Mercury District tell you that this equipment forms the 195-82 Alinement Service into a frame 
Richard S. Boutelle is the new foundation of his business. With this straightener at any time by simply 
. manager of the Chester (Pa.) basic unit, he can check the correct adding a few tools. Get all the facts 
7 Ne eT itor On ee ok camber, caster, kingpin, toe-in and on the Bear 195-82 Alinement Service 
t Chester. turning radius...he can give complete topay. Your Bear Jobber can help 
. ee front-end service. What’s more he can you, or write BEAR MFG. Co., Dept. 
Studebaker Promotes Four do a job faster, with greater profit | A-14, Rock Island, Ill. 
In Branch Personnel Shifts BEAR margin, because of the many extras 
Appointment of two new _ sruseine ae 
t baker district managers and two ICE adverti 
3 special truck representatives is Sraasortensiee Ns ae ges eve 
| | Sear EB ES PREY) SRE 
> president in charge of sales. 
8.2668 


The district managers are W. G. 











Kettering ‘Sure’ 


Atom Defense 
Will Be Found 


MIAMI. — Charles F. Kettering, 
research consultant for General 
Motors, feels sure this civilization 
will find a proper defense for the 
atom bomb. 

Kettering spoke before an esti- 
mated 400 persons at a meeting of 
the Committee of One Hundred at 
Miami Beach. One of America’s 
greatest research scientists and in- 
ventors, Kettering declared: 

“Finding a defense to the atomic 
bomb is but another step in the 
progress of matters. This civiliza- 
tion would not be so stupid as to 
invem something which could not 
be counteracted.” 












“we think we know too much. We| the 


1947 model Fram-equipped First prize, » Lincoin 
the world’s greatest trouble is that | 1ijJq"r. Matthews Jr. of Muskogee, Okla. by Frank E. Maupin, distri 


have assumed a great importance at fone, ee prise check gor S000 for having given we me cemies 
of ourselves and we actually believe | Roy? o¢ Lakewood, 0., by T. H. Belling, executive vice-president and 


we do the things that nature does.” 

“This is the age in which every- 
body knows more about everybody 
else’s business sn iy Boo of his — i 
own; the age when a businessman dealer award. 
has to give more and the politician | 27°" dtves of 9. 0. - 
promise more,” he continued. shall Singer (in car door) oe Sesame. 

“We should try to adapt political ~~ “ieaen Citien Serco 
and social sciences to the human/| Manager 
beings instead of trying to adapt 
the human beings to the social and | *« 
political sciences.” 

The Committee of One Hundred 
is made up of notables who winter 
at Miami Beach, including leaders 
in business and politics. One mem- 
ber asked Kettering about protec- 
tion from the atomic bomb. Ketter- 
ing replied: 

“Sometime ago I thought I would 


being the dealer 
Fram. 


S. Boreham p 
Bramham is Thomas F. Lu 


NEW YORK. — An increasing 
number of states are preparing to 
enact state community property 


offer $50,000 to the person sending| laws if the current session of Con- 
in the best defense*to the atomic| gress fails to extend to all states 
bomb, in a sort of a contest. But|the federal income tax advantages 
some people told me, ‘To hell with| now enjoyed by residents of the 12 
that, you'll destroy its diplomatic} community property states. 

value. ’” 


Until Congress disposes of pend- 





Adjustable dividers that snap into position in 3 seconds are 
one of the extra features that make Hope Metal Bins your 
best bet for quick parts department change-overs. Following 
are some of the advantages of these metal bins: 


@ Patented, adjustable dividers snap into position 
in 3 seconds —no bolts, clamps or screws. 


@ Front and rear support at base keeps out dirt — 
bin won't sway or tip. 


@ Holes 1%” apart for flexible shelf setup. 
@ Only 5 nuts and bolts per shelf. 

@ No sharp corners on box drawers. 

@ Large, easy to read 1%” label holders. 


Hope Metal Bins are shipped built-up according to your 
specifications —ready for immediate use. Colors: light gray, 
dark gray, and olive green. Write today for folder, prices 
and early delivery date. 


HOPE 


1803 ROCKWELL AVE. 
CLEVELAND 14, OHIO 





eS Se Se 
» present the 4th prize, a Ford 
“The presentation and 
Ltd., were made at the oll company’s headq 
Froup shown ‘st the left of the car. Lower right, Fram District 


resents the 5 
Bramham (second from left) and & $100 check to Cart Brown in Tatt, Call Guaneke. 


manager 
of Fram. In the group, left to right, Fram District Manager Koy ©. Noll of Detroit, 


Upper right, Belling presents 3rd — a ar sedan, 
of » O., who poses with M 


t 
. Murphy of Murphy’ s 5 bavi winner of 


Fram (light coat), and 

sedan, to J. Mar- 
the dealer’s $100 award, 
uarters 


ith prize, a Crosley sedan, to W. 


Community Property Moves 
Hinge on Federal Action 


ing tax revision bills, which in- 
clude provisions to remove the 
inequities between community 
property and non-community 
property states, indications are 
there will be no rush in other 
states to follow the 1947 action of 
Michigan, Nebraska, Oregon and 
Pennsylvania in attempting to 
turn to the community property 
system, which considers a mar- 
ried couple a financial partner- 
ship with split. ownership of 
income and other property. 

Strengthening the tendency to- 
ward delay in the states is the fact 
that Pennsylvania’s community 
property law was invalidated late 
last year by the Pennsylvania su- 
preme court. 

Reflecting the sentiment in a 
number of states as well as his 
own, Gov. Alfred E. Driscoll told 
the 1948 New Jersey legislature: 
“As the result of the failure of the 
federal government to correct the 
inequities that exist between the 
community and non-community 
property states, New Jersey citizens 
are obliged to pay $38,000,000 more 
than they would be obliged to pay 
if they lived in a state that the fed- 
eral government recognized as a 
community property state. 

“Despite the legal and practical 
difficulties, I will ask this legisla- 
ture to take appropriate action in 
an effort to protect our citizens if 
the federal government does not 
correct this condition at this ses- 
sion of Congress.” 

A resolution calling for Congres- 
sional action was introduced in the 
New York State legislature. Gov. 
Thomas E. Dewey has asserted that 
equalization would save New York 
State taxpayers $170,000,000 a year. 

Virginia’s legislature this year 

passed a resolution urging Con- 
gress to permit income-splitting 
im all states for tax purposes. 
Such a resolution was at this 
writing before the Rhode Island 
legislature, together with a re- 
port by an interim study group 
recommemiing that a state com- 
munity property law be enacted 
if Congress fails to act. 

In Kentucky, Gov. Earle C. Clem- 
ents advocated the enactment of a 
state community property law, but 
such a bill was being strongly op- 
posed by advocates of federal rather 
than state action. A similar situa- 
tion existed at this writing in the 
Massachusetts legislature, where 
several community property pro- 
posals were pending. 

Michigan’s State Treasurer D. 
Hale Brake has urged Congres- 
sional enactment of a split-income 
provision in the federal income tax 
law. Such action, he pointed out, 
would enable Michigan to repeal its 

property law. 
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Marketing Heads 
Meet to Plan 


ainst Deflation 


NEW YORK.—Manufacturers 
and distributors of industrial and 
consumer products will meet here 
March 18-19, to discuss strengthen- 
ing the American economy against 
possible deflation by improving 
methods of meeting market de- 
mands, the American Management 
Assn. announced last week. 

Nearly 1,000 firms selling virtu- 
ally every kind of product in the 
nation’s commerce will confer on 
preparing for more intense com- 
petition on pricing, sales budget 


» |controls, inventory, advertising, dis- 


tribution costs, sales manpower, 
market research and allied sub- 


r jects. 


The assoeiation did not state in- 


dustry believes deflation is immi- 
nent but W. E. Jones, vice-presi- 
dent in charge of AMA’s market- 
ing division, 
looking break in commodity mar- 


said “a dangerous- 


SERVICE SECTION 


kets has jolted business into the 
realization that the threat of de- 
flation is a very real one.” 
“Reeent price cuts may not mean 
it is actually here,” Jones said, 
“but they show how very possible 
it is for the downturn to occur 
overnight and they give a fright- 
ening glimpse of what can happen 
to those who are not prepared.” 





L-M Concern at Amarillo 


To Build in Spring 

Construction of a $100,000 build- 
ing for Garner-Randall Motors, 
(Lincoln-Mercury), Amarillo, Tex., 
will begin in early spring, Bob 
Garner, company president, has an- 
nounced. 

A site has been purchased at the 
corner of Sixth and Jefferson Sts., 
he revealed. The new building will 
front 140 feet on Sixth and 120 
feet on Jefferson. Plans call for a 
large shop and service department, 
parts department and salesroom 
and offices. Ken Randall is vice- 
president. 


CONVERTIBLE TOPS 


FOR MOST MAKES OF CARS 


Only $9Q°° 


Easily Installed by Anyone 


@ Fine Quality for That Neat, Rich Appearance. 
@ Double Texture for Longer Wear. 
@ Rubberized Material to Insure Complete Waterproofing. 


CHOICE OF COLORS — 


TAN OR BLACK 


PROMPT SHIPMENT 
(In Territories Where There Is No Authorized Agent for These Tops) 


Bough Motors, Inc. 


$88-348 Granite Ave. 
Milton, Mass. 


Dedham Motors, Inc. 


Blu. 8-1370 | Dedham, Mass. 





INSURANCE 
for FINANCED AUTOMOBILES 


._#™ 


AMERICAN AUTOMOBILE RISKS INCORPORATED 


16 Liberty Street 


New York 5, N.Y. 


United States Automobile Managers 
RHODE ISLAND INSURANCE COMPANY 


Surplus to Policyholders, Jan. 1, 1947 


ATHOL 
TERSON’ 


a coated fabric 
for all upholstery purposes 


ATHOL MANUFACTURING COMPANY 
ATHOL, MASS. 
Tanner’s Leather Company, Inc., Dallas, Texas 
REPRESENTED ON THE PACIFIC COAST BY A. B. BOYD COMPANY 
Los Angeles 








NEW YORK 


Seattle Portland 


$3,019,862.79 






CHICAGO 







San Francisco 
*Reg. U. 8. Pat. Off. 
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78% of Buyers Must Be Sold .. . 
Car Shopping Brings 


Service Problem 


(Continued from Page 31) 


area, and from these new car 
owners. 

If this condition is general—or 
if the average dealer finds this 
condition is somewhat illustra- 
tive of his new car sales since 
the end of the war— dealers 
should make plans to do a con- 
scientious job of selling these 
new-car buyers on staying with 
the dealer as service customers 
= present service volume falls 
0 e 
While the figures of one national 

dealer organization show that, 
whereas over-counter parts sales 
have fallen off five percent during 
the past year and shop-use or cus- 
tomer labor parts sales have in- 
creased approximately six percent 
in the same time, dealers who are 
now doing a very healthy job of 
service volume may be living in a 
thin-walled glass house. 

The main reason for this condi- 
tion is found that in the figures 
from this dealer group, which show 
that while the percentage of parts 
sold with customer labor has risen 
six percent the volume of parts sold 
has risen 105 percent. Volume of 
parts over the counter in the same 
time has risen only 56 percent. 

ae o * 


IN THE meantime, too, average 
labor, parts and material sales 
per repair ticket has steadily gone 
down. 


Whereas, during the war years, 
customers were making good wages 
and in addition feared the: could 
not replace their only means of 
transportation and thus were freely 
buying service and expensive over- 
haul jobs, neither of these incen- 
tives are as universally true today. 

With most car owners the spread 
between what they make and their 
cost of living has lessened. They 
now have lost the fear of not be- 
ing able to replace their present 
car, and fewer owners are going for 
expensive overhaul work. 

Present high prices for service 
—many times unjustified — are 
keeping many thousands of own- 
ers from having even a normal 
amount of maintenance work 
done in the dealers’ shops. 

As another year’s full production 
of new cars comes into the market 
—and from now on as the normal 
increase in car demand is taken 
care of and present cars are re- 
placed with new ones—the volume 
of service work needed on cars 
must necessarily become smaller. 


If the present high prices for 
used cars breaks this year and 
older cars come down to a more 
equitable level with new-car values 
--when their age and amount of 
dependable transportation left in 
them is more clearly evaluated in 
their resale price—less and less 
high dollar service work will be 
performed on cars of five to 10 
years old. 

* * * 


Now IS a good time to start 
building solidly for the service 
future—first from the inside of the 
volume the dealer will keep in the 
shop by making certain that the 
men who write the customer’s serv- 
ice order know what they are sell- 
ing the customer and not guessing, 
and by having well-trained, capable 
mechanics who know how to re- 
pair and not be limited by the abil- 
ity of only being able to replace the 
units that need attention. 


Most dealers have had to go 
along with inefficient writeup men 
and poor mechanics up to now. 
Sufficient writeup men who could 
diagnose properly were not avail- 
able nor were there too many me- 
chanics who could be depended 
upon to do an efficient repair job. 

But most every dealer, if he has 
been service conscious at all, has 
been able to weed out the “weak 
sisters” in his shop force. If he 
hasn't, it may not be too late for 
him to do so now, since there is 
little question but that 1948 will 
top 1947 in customer labor and 
parts sales. 

However, this may be the last 
year the dealer will have an op- 
portunity to do a training and 
weeding-out job while he still en- 





joys a very high percentage of 
absorption from shop and parts 
sales profits. 

Practically every factory is out 
in the field now with mechanic 
training schools, or will be shortly. 
Attention is being given proper 
analysis of the customer’s car prob- 
lem, so that the shop will be prop- 
erly instructed on the work order. 


Sloppy workmanship, replacing 
instead of repairing when replace- 
ment is not clearly defined, and the 
writeup man’s lack of knowledge 
of what the trouble is that leads to 
ambiguous instructions to the re- 
pair men, are now known to be 
some of the leading reasons why 
dealers have lost the goodwill of 
the car-owning public. 

They, in most cases, are the 
causes of gouging and loss of serv- 
ice customer goodwill. The dealer 










who doesn’t eliminate these faults 
in his own shop may wonder what 
has happened to his profitable serv- 
ice business, as well as to his new- 
car clientele, one of these days. 


LL DEALERS know that the 
public doesn’t like the high 


Your best insurance against 


service force through inefficiency 
and lack of “know how.” 

If further investigation brings 
out the fact that the figures of the 
“typical” dealer sent in by the 
Allied Plan will stand up as figures 
for the average dealer, then the 


 |dealers of this country are faced 





serviee prices they have to pay— 
too few dealers have taken any 
trouble to find out in their shop 
what percentage of these high 
charges are justified by labor and 
parts prices, and what have been 
pure gouging on the part of their 


, ( a 


with a new problem of customer 
building they have never had be- 
fore. 

It may be that, in the case of 
this dealer, a large percentage of 
the unknown buyers came to the 
dealership because they had ex- 
perienced unpleasant treatment 
in the shops of dealers of other 
makes—and if so, will be super- 
critical of the treatment they get 
from this dealer until they find 
out differently. 

If this is true, then a large per- 
centage of all new-car buyers are 
looking at and going to the service 
department of the dealer from 
whom they bought their present 
new car with a “chip on their 
shoulder” —inclined to be super- 
critical of any mistreatment they 
might get. 

Now, then, is none too early for 
the dealer to get his own shop in 


order. 
—Jack Werp 
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that a 300-Man Organization 















te oe ce 


o~—"" thank you for the fine cooperation 
which you have given us, both in 
the service of our Sun Equipment 
and the training of our men.” 


— 


- 
“we wish to express our feeling-ef tex) 
satisfaction in having such a con-#4 
scientious man to do business with 

and to service our equipment.” 


cee 


ization, service can be obtained 
and obtained promptly.” 


Ask for PROOF of SUN'S Matchless Service 
There is probably no better way to judge a com- 
pany’s products and services than by hearing 
what their customers have to say about them. 


— Sh 


=a N | EE 
“when one calls up your organ- FR 


loss due to inoperative test 
equipment is top-notch equipment 
plus a top-notch Service Organiza- 
tion. You get both when you buy suN! 
That's why thousands of operators 
from coast-to-coast insist on SUN 
Testing Instruments. They know 


that there is nothing like SUN per- | 


formance and suN’s 300-Man 
Service Organization. They know 


Equipment. 
(CD Please have your Sun Man coll. 
SO a 


COMPANY ........ iiss deus actin ode teceuwphdaan 
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MAIL THIS COUPON TODAY! 


Fully iflustrated catalog, contain- 
an ten dae ie ante SUN ELECTRIC CORPORATION 


complete line of Scientific Service 


enables sUN to cover the 
U. S. A. with a service that answers 
your call promptly! They know, too, 
that while sUN Equipment rarely 
needs service attention, that when 
it does, interchangeable units make 
short work of returning it to normal 
operating efficiency. That's real insur- 
ance that guarantees you continuous 
profits every day in the year. 

R-2617 


6327 Avondale Avenue 
Chicago 31, lilinois 
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Sarasota L-M to Open B 
Backshop .. . lock Weed 


New Home in April 
. Ringling Blvd. and Fletcher Ave. 
Sarasota Lincoln-Mercury Co., will be ready for occupancy about 
1031 Central Ave., Sarasota, Fla.,/ Apri] 15, Holtsinger said. It will 
has been opened by C. E. Holtsin-| contain 8,800 square feet of floor 
ger jr. The dealership is housed | space. 


temporarily at the present loca- 
tion. 
A building under construction at 









(Continued from Page 40) 


concerned, is here and now—not 
next summer nor next month. 

Of course, they recognize that 
there still is a healthy demand 
market left for light trucks—and 
no doubt will be for a year or so 
to come. But that isn’t so with the 
heavies—and Truckstell has built 
a national reputation for building 
heavies out of mediums, efficiently 
and economically. 

Perhaps we might temper that 
statement about the holiday being 


























































west ENEMIES 






cyear out T 


by district and regional men. 


have appeared as guest speakers 
ECONOMICALLY at these dinners mean—that there 


isn’t still a big market for medium 
and heavy trucks. There is. 

But from now on out these jobs 
will have to be sold. Buyers are 
being much more selective and 
price conscious. No longer will 
they take any model or size truck 
the dealer has in stock just be- 
cause it is available. 

+ + * 

TODAY THEY want to be as- 
sured, first, that it is the right 
truck for their work and, second, 
that it will be the most economical 
truck for their work that they can 
buy now and that it will be so de- 
signed and equipped that it will 
stay an economical job for them 
for years of service. 

Higher driver wages, higher up- 
keep costs and frozen transporta- 
tion rates are making the users 
much more performance conscious 
than they have been for a number 
of years. 

That’s a healthy condition not 
only for the truck business but for 
the entire economy of this great 
country of ours. Transportation— 


sold and serviced by the 40 dis- 
tributors who cover the nation on 


the Truckstell line. 

The factory men were in turn 
assured by the Truckstell men 
that they would aid the factory 
men inasfar as they can in the 
gigantic truck sales training pro- 
gram that every truck company 
and dealer must get into imme- 
diately if they are to sell the same 
or an increased volume of com- 
mercial vehicles that were sold 
and registered this year. 

+ * * 


AM eM 


eim07ONer 


HELPS KEEP AIR FRESHER—HEALTHIER 
IN GARAGES—REPAIR SHOPS—MOTOR TESTING ROOMS 


A single unit that clears the 


ONE OF THE humorous high- 
lights of the convention centered 
around the good-natured “kidding” 
that Lloyd Sleeper of Newark and 
Mrs. B. M. Sleeper, of St. Louis, 
had to take from their fellow dis- 
tributors. Both are Truckstell dis- 
tributors, but are no relation to 
each other. However, they are 
good friends—and because they sat 
together at many of the lunches 


to operate—easy to service; and dinners—they were continu- 


atmosphere, up to 6,000 square You can clean and service the |which represents a very sizeable | ally badgered with questions as to 
feet of floor space. Produces  ‘‘amOZONer” in less than ten | part of the skyrocketing handling | whether they were going together 
ozone and circulates it so that | minutes an average of only |°°sts that are taking healthy bites | steady and similar solicitous in- 
nal treatin t ti ‘Absolutel out of the profit of doing business | terrogations. 

e air you breathe is fresher— three times a year. Absolutely today—have got to level off if we| The tone of this year’s conven- 


tion was changed to suit the needs 
of the times, in that after each 
manufacturer of a product sold by 
Truckstell talked on his product; 
this talk was followed by a “Top 
Hatter” distributor, who had set 
a record in the sales of the prod- 
uct in his territory, who told his 
brother distributors how he is able 
to sell the product. This continu- 
ity during the four days of the 
meeting gave each distributor ad- 
ditional factual sales information 
to take back to his home city and 
impart to his own sales force. 
Over a hundred distributors and 


more invigorating. Economical _ safe. No tools required. 
Can be secured through leading automotive wholesalers. 


AMERICAN ASSOCIATES INC. © Automotive Products Division 


1728-30 Fairmount Avenue, Philadelphia 30, Pa. 


are to see a return to a more 
stable market and price structure 
on staples. 

Each of the three big truck 
manufacturing companies have 
been represented at the convention 
by top sales executives who spoke 
to the assembled distributors on 
the night assigned to them on the 
program. 

George Orphal, assistant truck 
sales manager of Dodge, spoke 
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Training 


ply of trained mechanics. The 
car dealer is the strongest me- 
dium for meeting this demand 
for service because of his finan- 
cial ability to install proper 
equipment and have proper serv- 
ice experience to intelligently 
meet this demand. 

“Our members have an invest- 
ment of over $18,000,000 in prop- 
erty and service equipment and 
their establishments must be 
manned by properly trained me- 
chanics in order to render the 
service the public has the right 
to expect. 

“Failure to stimulate interest in 
this type of training could ulti- 
mately result in an acute shortage 
of mechanics with the result that 
the automobiles in use in our com- 
munity would be improperly serv- 








Monday night; J. D. Ball, director 
of truck and bus re at Ford, 

ke Tuesday night. He was ac- 
compenion we E. Kimbrough,| the Chevrolet and Ford truck 
truck sales manager. Jack Burke, ae shows to be held on 
truck sales manager of Chevrolet, | Navy er, 
spoke Wednesday night and he| March 23-26, and Ford April 13-16 
was accompanied by Alan R. Cos-| —are well sold up even now and 
grove, manager of special equip-| that the North Pier will be com- 
ment, and H. F. Blankenship, new-| Pletely lined with body and equip- 

appointed assistant truck and 
cuenta department manager.| alent to two city blocks or more. 
All executives were accompanied 


ose er to say that we don’t mean— 
ver oar @ the Dodge, Ford and Chev-|_ All three factory executives of-| NoSpin), Clark Bros. Mfg. 
EFFECTIVELY... rolet truck sales executives that fered the Truckstell distributors (tire 


Give motorists extra tire service and you won't 
need a mind-reader to find out. They’ll tell you 
themselves how much they like it by giving you 
more business. 

Tell motorists bow to make tires last longer. 
Explain the double protection two seals give. The 
core checks air in the valve. The cap seals air in, 
keeps dirt out—it’s guaranteed air-tight up to 250 


Schrader 


PRODUCTS 


CONTROL THE AiR Pumps, Accessories. 





A. SCHRADER’S SON, Division of Scovill Manufacturing Company, Incorporated, BROOKLYN 17, N. Y. 


THE COMPLETE LINE—One Source One Responsibility 
Tire Valves, Valve Caps, Valve Cores, Tire Pressure 
Gauges Chuck Gauges, Couplers, Blow Guns, Air Chucks, 
Vuleanizers, Service Tools, Hose Fittings, Spork Plug 


Ibs. pressure. Then sell a Schrader Gauge—to every 
customer—as ‘the only accurate way to check his 
tire pressures between regular inflation stops. 
Schrader advertisements in national consumer 
and farm magazines tell tire owners to buy these 
products from YOUR DISPLAYS. This means 
more business, quicker turnover and bigger profits 
for you. Order from your regular supplier today. 





VALVE CAP 


VALVE CORE 





World's Larges? Menvtacturer of Tire Valves, Gauges ond Accessories 





iced, and thus would have a direct 
bearing on the statistics relative 
to traffic accidents, and would 
paralyze that part of our economy 
which depends upon automotive 
transportation—both passenger 
cars and commercial vehicles.” 

The letter said the association 
will undertake various types of 
publicity pointing out the advan- 
tages of employment in the auto- 
motive service field. Aid was also 
offered in obtaining up-to-date shop 
equipment for the use of the auto- 
motive division of the vocational 
school. 


McPherson Appointed 
Downtown Chevrolet Co., Atlanta, 


has annonuced appointment of Hoyt he 


H. McPherson as assistant general 
manager. 


SERVICE SECTION 


their key men were at the con- 
vention from every key distribu- 
ting point in the country, as well 
as at least one man from each of 
the 10 manufacturers who build 
the equipment, and the entire field 
and home office sales force of the 
Truckstell company. 


John Groenier reports that both 


Chicago — Chevrolet, 


ment exhibits for a distance equiv- 


Men from the Detroit Automo- 
tive Products Co. (Thornton and 
Co. 

Trailer 


earriers), Austin 


the cooperation of the factory and| Equipment Co. (5th wheels and 
field forces in seeing to it that/ trailer landing gears), Clark 
every possible dealer is acquainted; Equipment Co. (transmissions, 
with the line of special equipment} wheels and axles), H. S. Watson 


Co. (transmissions), Sasgen Der- 
rick Co. (wrecking derricks), Sun 


the various products that make up| Electric Co. (tachometers), Truck 


Equipment Co. (Truxmore conver- 
sions) and Champion Grille Guard 
Co. appeared on the product dis- 
cussion programs during the 
meeting. 





THIS TIMELY BOOKLET 


Fi & 


Here's a booklet that's as timely as 
tomorrow—jam packed with proved 
ideas for promoting your Service De- 
partment. It contains methods, forms 
and materials necessary to make in- 
telligent customer follow-up pay you 
dividends in sales and profits. 

Get this booklet, or any of the 9 other 
R & R files containing information re- 
garding forms and materials on their 
vital subjects. You don’t even need to 
write a letter—just check off your 
wants on the list below, attach it to 
your letterhead, and mail to 


The Reynolds & Reynolds Company 
Dayton 7, Ohio 


Please send information on the 
subjects. checked: 


0) Selling Your Service De- 
partment 


(0 Service Dept. Operating 
Forms 


(1) General Office Forms 
() Accounting Aids 


(CJ Paper Tools for Handling 
Car Sales 


C) Parts & Accessory Control 

(] Credit and Collection Forms 

C) Dealer Stationery & Checks 

0 Payroll Systems and Forms 

() Factory Designed Account- 
ing Systems 
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$1,236,000 Damages Awarded . . . 


GM to App 


eal Victory 


Of Ex-Dealer Emich 


(Continued from Page 1) 


A. Braden Eben, stressed testimony 
dealing with the volume of busi- 
ness done by their client between 
1932, when he opened his Chevrolet 
dealerships, until 1936, and also 
with the potential volume he might 
have experienced during the pre- 
war and postwar years. 

Ernest Ballard, chief counsel in 
the case for General Motors, and 
his associates during the hearings 
contended that Emich “never was 
and never wanted to be a good 
General Motors dealer.” 

~ * a 
To charged further that 

Emich wanted to use his dealer- 
ships primarily for the benefit of 
his own finance company; that he 
failed to sell his quotas or meet 
competition, and that he cheated 
customers on used-car allowances. 
The restraint-of-trade phase on the 
part of General Motors was repeat- 
edly denied. 

Nine hours were allotted to at- 
torneys on each side for summing 
up arguments, and Judge LaBuy’s 
instructions to the jury required 
one hour. 

Emich, who has been serving for 
a number of years as Illinois state 
superintendent of transportation, 
staged a cocktail party for his at- 
torneys and friends early in the 
evening of the day his case went 
to the jury of 11 women and one 
man. He followed it with a second 
celebration, including champagne, 
as soon as the verdict in his favor 
was returned the next day. 

Considerable testimony in the 
Emich case referred back to the 
1989 anti-trust suit brought by 
the government in South Bend, 
Ind., against General Motors and 
three subsidiaries, General Mo- 
tors Sales Corp., General Motors 
Acceptance Corp. and General 
Motors Acceptance Corp. of In- 
diana, Inc. 

Emich appeared in that case as 
a government witness, along with 
many others who charged their 
franchises were cancelled because 
of refusal to handle their finance 
through GMAC. 

* + * 

A FEDERAL court jury found 

GM and its corporate subsid- 
iaries guilty of coercing and forc- 
ing dealers to use GMAC in vio- 
lation of the Sherman act. Not 
guilty verdicts were returned 
against 17 individual defendants, 
including Alfred P. Sloan jr., GM 
chairman; William S. Knudsen, 
then president of the corporation, 
and M. E. Coyle, GM executive 
vice-president who at that time 
was Chevrolet general manager. 

Each of the corporate defendants 
was fined $5,000 by Judge Walter 
C. Lindley. GM also paid $100,000 
in trial costs after it lost its sub- 
sequent appeal of the decision. 

Emich’s suit for damages was 
the first to come up as an out- 
growth of this decision, although 

in 1940 the government sought 
in a still-pending case a court 

injunction to stop GM from mak- 
ing financing requirements in 
franchise contracts. 

The U.S. Justice department had 
also indicted Ford and Chrysler on 
finance coercion charges, but these 
manufacturers filed consent de- 
crees agreeing to terminate such 
practices. Had GM won the South 
Bend case, Ford and Chrysler 
could have withdrawn their con- 
sent decrees. 

* + * 

[X HIS testimony during the 1939 

trial, Knudsen denied ever tell- 
ing Emich that he was a “bad 
boy” for refusing to use GMAC 
The former GM president also de- 
nied telling Emich he would have 
kept out of difficulties with Chev- 
rolet had he signed up with GMAC. 

The late John Thomas Smith, 
chief defense counsel] for GM in 
the 1939 trial, called Sloan to the 
stand to discuss the famed 1925 
meeting of GM executives and 
West Coast Chevrolet dealers. 

Sloan testified that he, John J. 
Raskob, Donaldson Brown and 
Fred Fisher went to Los Angeles 
after they were advised Chevrolet 
dealers were giving long-term 
financing paper with small down 


payments. To correct this, Sloan 
said, the executive group decided 
that all Chevrolet dealers must use 
rates and terms similar to those 
used by GMAC—but “not neces- 
sarily GMAC itself.” 

Sloan and Smith denied having 
received complaints from dealers 
about being compelled to use 
GMAC in financing time sales. 
Smith declared there were “no 
shotgun weddings for GM motor 
dealerships.” 

The government and GM sum- 
moned witnesses in 1939 and coun- 
ter-witnesses to debate charges 
that dealers who refused the 
GMAC deal got more cars than 
they ordered and eventually had 
their franchises cancelled outright. 

o az + e 
bier ap arnys for GM challenged 
testimony of former dealers to 
the effect that refusal to deal with 





. Gives a 


GMAC cost their franchises. One 
reason given by GM for the can- 
cellation of many of these con- 
tracts was that the dealers en- 
gaged in questionable prewar busi- 
ness practices, such as over-allow- 
ing on used cars and giving large 
discounts on new cars. 

GM executives also said that the 
1925 finance edict, which the gov- 
ernment described as an example 
of coercion, came about because 
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next year’s sales now 
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West Coast Chevrolet dealers 
“packed” finance charges. They 
did this, it was asserted, to com- 
pensate for over-allowances on 
trade-in cars. 

During the proceedings in the 
South Bend case, Smith said “the 
best way we know to prove our 
dealers were not coerced is to pre- 
sent 15,000 of them who will tes- 
tify they were not coerced.” 

By contrast, Emich declared fol- 
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"Take a look at this list. All these people are clamoring for my cars. 


lowing his victory over GM. at 
Chicago: 

“Fifteen thousand dealers were 
praying for me.” 

General Motors Acceptance Corp. 
was formed in 1919 as a subsidiary 
of General Motors Corp. 


Daniels Joins 


Bayne at L-M 


DETROIT.— Joseph E. Bayne, 
general sales manager of Lincoln- 
Mercury, has an- 
nounced appoint- 
ment of Henry B. 
Daniels to his 
staff. 


Daniels, former- 
ly director of re- 
gions for Plym- 
outh, had been 
with Chrysler 
Corp. for 14 years. 
He entered the 
automobile busi- 





H. B. Daniels 
ness in 1931 as aretail salesman. 





McCollum Motor (Reo) 


McCollum Motor Co., Stuttgart, 
oa has been appointed dealer for 
eo. 


——_— 





See that check mark? That means “preferred prospects’’—bankers, business execu- 


tives, doctors, lawyers—the people who take the lead in this community. When I 


sell these families I know they'll replace every year or so 


and for more than one 


car. They’re progressive and influential. Their way of living requires good cars. 


It’s only smart for me to concentrate on these first families . . . ready for their new car. 


This way I'll establish repeat business that'll help when selling cars gets really tough.” 


House & Garden readers are new car buyers. They are in the 


market for a new car 5 times as often as the average car owner.* 


House & Garden. 


©1049 Tt CONDE HAST PUBLICATIONS INE 


... reaches your dealer’s preferred prospects 


*House & Garden’s latest prewar survey. 
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Newcomers Pressing 
Realize Not Much Time Is Left to Get Ready 


Before New-Car 
By Bob Finlay 


Managing Editor 


HE field of would-be newcomers 

in the auto-making industry has 
been narrowed down considerably. 
Only four contenders are bidding 
strong in what appears to be the 
final heat. 

These four — Tucker, Playboy, 
Davis and Keller —all are press- 
ing hard to get into production 
before the buyers’ market arrives 
to complicate their problems. 
While there is no reason why a 

newcomer can’t enter the industry 
during competition, the odds against 
success are multiplied. Despite all 
the public interest in new entries, 
most people spend their money with 
established makers if they can. 

In addition, the high overhead in- 
volved in starting a new car com- 
pany from scratch makes for higher 
price tags on the newcomers. 

* 
= VIEW of this, the going gets 
tougher as established makes be- 
come more available. And from 
here it looks like most of the makes 
will be in a buyers’ market when 
summer fades. 

Three of the contenders — Play- 
boy, Davis and Keller—are designed 
to sell under $1,000. If this can be 
accomplished, and there is a good 
deal of doubt that it can, it would 
seem that the chances would be 
much better for these companies in 
a competitive market. 

There is a great hunger for a 
$1,000 car just now. However, not 
all the advantages are on this 
side. Sales records of the past 
show that, contrary to the general 
impression smaller, less expensive 
cars do better when money is 
loose than when it is tight. 

The experience of the Willys 
Americar proves this. 

* + * 

O PRICE has been set yet on 

the Tucker, but it is expected 

that it will be about $2,000. Tucker 
says Officially the car will be in the 
medium-price class. A report on 
Tucker’s progress in building his 
revolutionary car was carried in the 
March 1 issue of Automotive News. 
Briefly, Tucker is aiming for assem- 
bly-line production in May. 

The other three contenders are 
all smaller than standard cars, 
but larger than midgets. 

The Playboy, to be built in Buf- 
falo if all goes well, features an all- 
steel convertible top, with indepen- 
dent wheel suspension which gives 
this light car a ride comparable 
with much heavier cars. Nearly all 
of the parts and assemblies are 
standard, a selling point to over- 
come the bugaboo of orphan cars. 

Playboy recently made represen- 
tations to the Securities & Exchange 
Commission with the view of selling 
a $20,000,000 stock issue to start pro- 
duction in the big government- 
owned plant formerly operated by 
Chevrolet at Tonawanda. Playboy, 
high bidder on the plant, has 
moved in on a letter of intent. 

+. o * 

7 ELLER MOTORS, headed by 

George Keller, former sales ex- 

ecutive with Studebaker, is building 
show models of the Keller Chief 
and stationwagon in Huntsville, 


Ala., in another government-owned 
plant. 

The Keller, too, is a smaller car 
which Keller hopes to sell for less 
than $1,000. It is not yet ready for 
production, but Keller says that, 
since his operation will be largely 


Sales Race Starts 


an assembly one, it should not take 


too long to prepare. 

He recently brought in a pro- 
duction man from one of the es- 
tablished makers to lay out the 
assembly lines, and says he hopes 
to start shipping cars to dealers 
in three months. The Keller also 
will use standard assembly units, 
including a Hercules’ engine, 
Warner transmission and Auto- 
Lite ignition. 

| Financing arrangements have not 
| yet been completed, although some 
cash has come in from the sale of 
dealerships. 

All of these four companies, by 
the way, are getting part of their 
capital through the sale of dealer- 
ships, a practice which is not used 
by established makers. Surprisingly 
enough, in view of the risks, there 
seem to be plenty of applicants. 

+ « * 

HE Davis is also an unusual car. 

A three-wheeler, it is said to 
have obtained speeds of 100 miles 
an hour. The single seat is a wide 
one, seating four. It features 35 to 
50 miles to a gallon of gas, hydrau- 
lic-oleo shock absorbers, a one- 
piece, shatter-proof windshield and 
a four-cylinder, 60-horsepower Her- 
cules engine. Headquarters are in 
Los Angeles. 

Davis says that production will 
start this month at the rate of 
50 cars a day, with the dealer 
organization confined to the West 
Coast at present. 

However, eventually Davis hopes 
for production of 1,500 to 2,000 
cars a day, with plants and deal- 
ers on a nationwide basis. Details 
of financing are not clear as yet. 

Kaiser-Frazer has not been in- 
cluded here, since it is a new-~° 
comer rather than a would-be 
newcomer. The company illus- 
trates, however, the problems 
faced by the other entries. 

Although K-F did an amazing job 
of getting into production quickly 
and building a creditable number of 
cars at a profit, the overhead has 
been high, necessitating a price 
higher than the established com- 
petition. 

This has not made too much dif- 
ference up to the last few months. 
Just at present, however, many K-F 
dealers are finding the going tough, 
partly because of the fact that 
many of them lack experience sell- 
ing cars in a buyers’ market. 

* + * 

OWEVER, this situation is ex- 

pected to ease up during the 

spring. But by the time the flush of 
summer buying is over, K-F will 
have to effect sufficient economies 
to bring its prices down near that 
of the competition. 

Kaiser-Frazer had nearly two 
years of production in a sellers’ 
market to get itself in shape for 
competition. 

Whatever happens, the other 
entries will not have those two 
years. However, K-F sacrificed 
innovations, with the exception of 
body styling, to get into produc- 
tion fast. 

Tucker, Playboy, Keller and 
Davis all have selling points in 
their favor. They look to be long- 
shots, but they can’t be counted out 
of the race yet, for many a long- 
shot has come legging it home 
ahead of the favorites. 





PRESIDENT TRUMAN greets the trucking industry’s ‘driver of the year,’’ Verl 


Langford, of Eveready Freight Service, Buena Vista, Colo. 


Langford was introduced to 


the President at the White House by Maj. Gen. Philip B. Fleming (left), chairman of 


the President’s Highway Safety Committee, and chairman of 


the board of judges that 


selected the Colorado driver over all nominees in American Trucking Assn’s contest to 


pick the nation’s outstanding driver. 


The White House visit highlighted an expense-paid 


trip to Washington for Langford, veteran infantryman who saw combat at Guadalcanal, 
in the Philippines and other South Pacific battle areas. 


FRANK REYNOLDS, president and founder of Reynolds Motor Car Co., Norwalk, 


Conn., receives a plaque in recognition of his 35 years as a Studebaker dealer. Shown 
from left to right are H. J. Crawford, district manager, and R. F. Gloster, assistant 
sales manager, both representing Studebaker; Reynolds, and William L. Olsen, treasurer 
of the dealership. Olsen also is a director of the National Bank of Norwalk. The firm 





occupies Its own modern building in automobile row. 


SAE Engineers Sweat Out 
Ideas for Lower Car Costs 


(Continued from Page 8) 


made better as more is known 
about dynamic loads, frequencies 
and distribution. 

* * . 


PERATION of the Buick Dyna- 
flow drive was explained by 


Charles A. Chayne, chief engineer 


of Buick. 

Citing the reported answer of 
M. Panhard to critics of his slid- 
ing-gear transmission—‘“It’s bru- 
tal, but it works”—Chayne as- 
serted that ever since engineers 
have struggled to develop an 
automatic transmission which 
could offer top performance at 
all speeds, yet do so “unobtru- 
sively, smoothly and automati- 
cally.” 

The answer, he said, is the Buick 
Dynaflow. He then went on to ex- 
plain the action of the torque- 
converter drive with the aid of 
charts and drawings. 

+ * * 


Bu had a big part in this 
SAE session. Lloyd E. Muller, 
also on Buick’s engineering staff, 
asserted that “we have been build- 


ing our automobiles with the same 
faults or weaknesses possessed by 
the walls of Jericho—they will 
withstand the direct frontal attack 
of static laboratory tests but dis- 
integrate when subjected to the 
constant ‘horn blowing’ of road vi- 


bration.” 

However, Muller said, Buick 
has succeeded in building a car 
which eliminates car shake, gives 
a smoother ride with less road 
noise and smooth clutch engage- 
ment, decreased engine vibration, 
elimination of engine torque re- 
action period, elimination of 
rough curb idle and at reduced 
unit cost. 

He admitted that this sounds like 
the spiel of a medicine show barker, 
but claimed that all the aims actu- 
ally have been accomplished. 

The answer to the shake prob- 
lem, he said, was found in con- 
trolled frequency motor mounts to 
be used in 1948 cars, and their lo- 
cation. 

Muller then discussed the tech- 
nical problems met in finding the 
right synthetic rubber and over- 
coming problems of heat and en- 
durance. 

* * * 
R. RODGERS and J. V. Hend- 

* rick, of Chrysler Corp., re- 

ported on production methods for 
bonding brake lining to shoes with 
a synthetic resin and synthetic rub- 
ber compound. 

T. P. Chase, of GM’s Research 
Laboratories division, presented a 
paper on automobile brake per- 
formance limitations. 

J. H. Dunn, E. G. Kort and G. 
O. Hoglund, Aluminum Co. of 
America, discussed aluminum for 
bodies with special emphasis on 
proper selection of aluminum al- 
loys, drawing and methods for 
joining sheets. 

R. N. Janeway, of Chrysler, re- 
ported on studies he has made on 
vehicle vibration limits to fit the 
passenger. 

M. E. Estey, of Perfect Circle, 
discussed wear and distortion meas- 
urements of cylinders. 

General chairman of the meeting 
was G. B. Allen, of Chrysler. 

+ + * 


ALUMINUM applications to auto 
construction have stirred argu- 


ments in the auto industry for some 
time, especially since steel is short 
and substitution might take some 
of the tightness out of the supply 
situation. 

The Alcoa men admitted that the 
main reason for using aluminum at 
this time would be one of avail- 
ability. Despite that, they said, the 
aluminum industry would be inter- 
ested in getting even a small por- 
tion of the automotive tonnage, 
asserting: 

“If, through using some alumi- 
num at this time, the automotive 

industry becomes better acquaint- 
ed with aluminum, applications 
will undoubtedly be found where 
aluminum can compete from the 
standpoint of its own inherent 
merits and not on availability 
alone.” 

As for availability of aluminum, 
the speakers pointed out that based 
on a yearly production of 5,000,000 
cars, at 1,200 pounds of steel per 
body, 1,000,000 tons of aluminum 
would be required to displace 3,000,- 
000 tons of steel. 

If the entire present aluminum 
sheet capacity in this country were 
diverted to the automotive field, it 
would scarcely meet half of the 
demand. That’s just for bodies 
alone. 

7 * * 

Was admitting that it is dif- 

ficult to develop arguments to 
justify an increase in passenger-car 
price based upon the better econo- 
my and performance that would 
accrue from lighter weight, the 
Alcoa men said: | 

“We can, however, illustrate some 
specialized applications which may 
point to permanent use of alumi- 
num.” 

These include aluminum running 
boards which “have been shown to 
be less expensive and lighter than 
rubber-covered steel,” a head lamp 
housing in bare aluminum no more 
costly than the expensively finished 
steel one, and aluminum extrusion, 
cut to short lengths, which is said 
to be cheaper than the cast iron 
part it replaced, reduction in weight 
of an air cleaner having important 
influence on the mounting of the 
carburetor to which it is attached. 

It was also said that experiments 
have shown a complete coach door 
in steel to weigh 101 pounds, but 
only 66 in aluminum. A steel deck 
lid requiring 26 pounds of effort to 
lift required only 16 pounds when 
made of aluminum. 

“In such and similar cases,” it 
was said, “aluminum may have a 
future in the automotive field.” 

The speakers also discussed the 
drawing and welding of aluminum. 


SERVICE SECTION 
Virginia Boosts 
Income Taxes, 


Trade Licenses 


RICHMOND, Va.—Recommended 
by Gov. William M. Tuck as alter- 
natives to a general retail sales tax 
or selective sales taxes on such 
products as tobacco and soft drinks, 
bills increasing individual and cor- 
porate income taxes, certain license 
taxes, beer levies and deed record- 
ing taxes have been given final pas- 
sage by the Virginia legislature. 

Still pending was another admin- 
istration bill to increase the state 
levy on gross receipts of public 
service corporations from 1% to 2 
percent. Action on this measure 
was delayed by a proposal to make 
the increased levy applicable to mo- 
tor carriers of property as well as 
to utilities already covered by the 
1% percent tax. 

Under the measures, Virginia’s in- 
dividual income tax rates of 1% 
percent on the first $3,000 of net in- 
come, 2% percent on the next $2,000, 
and 3 percent on the excess above 
$5,000, will be raised to 2 percent, 
3 percent and 5 percent, respective- 
ly. The state’s corporation income 
tax will be boosted from 3 percent 
to a 5 percent rate. 

The state license tax paid by Vir- 
ginia wholesalers, retailers and res- 
taurant operators is boosted by the 
program from 13 cents to 20 cents 
per $100 in volume of business. 


Penz Manages 


Hudson Region 


DETROIT. — Appointment of C. 
P. Penz as regional manager for 
the Louisville re- 
gion has been 
announced by N. 
K. VanDerzee, 
sales manager of 
Hudson Motor 
Car Co. Head- 
quarters for the 
region are at In- 
dianapolis. 

Penz entered 
; the automobile 
6. P. hem business as a 
shylit« parts and acces- 
sories representative and has 
served in district manager and 
zone business manager capacities 
in the Indianapolis area. 


N.Y. Show Slates 
Display of ’48s 


NEW YORK.—A number of ma- 
jor car manufacturers have already 
contracted for space to display 
their latest mcdels in New York 
City’s first big antique automobile 
show March 8-14, M. J. Duryea, 
show manager and son of Charles 
E. Duryea, automotive pioneer, has 
announced. 


The show will also feature ap- 
proximately 100 early model auto- 
mobiles and “horseless carriages” 
of all types and makes, Duryea 
said. It will be held in the 71st 
Armory, Park Ave. and 34th St. 








Truck Sales Sessions 


Launched by Ford 

DEARBORN.—The first of a se- 
ries of sales training meetings for 
regional and district truck and fleet 
managers of Ford was held last 
week, J. D. Ball, director of the 
truck and fleet sales department, 
announced. Truck and fleet man- 
agers of the Central and Midwest 
regions attended. 

The Detroit meeting was to be 
followed by a session March 10-1! 
at Atlantic City for the Southeast 
and Northeast regions, and March 
15-16 at Kansas City for the South- 
west region. 





ZONE AND DISTRICT MANAGERS of the southern region for Nash met at St. Louis 


recently to hear 1948 plans. 


The factory team included H. C. Doss, vice-president in 


charge of sales; Floyd Sease, assistant general sales manager; N. F. Lawler, advertising 


director, H. A. Lotz, parts and service manager; E. 


Stephenson, marketing and research. 


R. Limb, regional manager; FE. E. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 




















Week Week Jan, 1 Jan. 1 
Ended Same Ended Total to to 
Mar. 6, Week Feb. 28, Feb., Mar.7, Mar. 6, 
1948 1947 1948* 1948* 1947* 1948* 
CHRYSLER ............ 19,040 16,371 19,699 36,785 126,627 119,869 
GHENO so veccunteees 2,864 2,204 2,914 4,918 17,540 16,395 
ERED ccc iver dwvees 2,114 1,654 2,179 3,271 11,569 12,176 
Se 5,701 4,346 5,704 10,409 35,284 35,454 
Plymouth............. 8,361 8,167 8,902 18,187 62,284 55,844 
PU cc hisveccvcetuces 12,028 15,078 15,478 64,022 137,660 141,548 
a Cen sestuisideses 11,489 11,850 13,061 52,003 108,466 114,519 
ener er er,” 117 650 120 609 5,587 2,116 
MONON Such esideeees 472 2,578 2,297 11,410 28,607 24,913 
GENERAL MOTORS 31,971 28,123 35,405 123,702 222,853 280,593 
Se eee 6,087 5,259 6,442 28,798 412,455 52,325 
SES 6 65,02 ba5.¢0,6 92 1,401 1,079 893 2,005 9,717 5.509 
SUNOS 6600.69 00/0008 15,122 12,877 17,856 60,239 102,008 139,375 
Oldsmobile .......... 4,120 4,085 4,645 15,967 32,411 34,901 
es ine ite e 2.04 5,241 4,823 5,569 21,698 36,262 48,483 
KAISER-FRAZER wae 1,417 2,915 13,887 14,061 34,063 
EE a ule tacess 650 oR » Sul 636 1,118 5,073 4,906 12,355 
0 Pr or jis. 7381 1,797 8,314 9,155 21,707 
COREE. ov sckcccicees 502 399 625 2,115 3,629 4,177 
A 2,744 2,680 2,360 11,136 23,235 21,830 
PE ex dels hain slamn es 2,426 2,675 2,775 8,908 20,547 22,433 
PACKARD ............. 2,114 1,438 2,087 3,414 7,559 10,631 
STUDEBAKER 3,142 2,609 3,190 12,279 22,887 28,0380 
WORM | d bs.00%08 vise 707 792 755 2,906 5,449 6,764 
Total Cars, U. S. .... 74,674 71,582 85,789 278,654 584,507 669,991 
+Station wagons. *Revised. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan.1 Jan. 1 
Ended Same Ended Total to to 
Mar. 6, Week Feb. 28, Feb., Mar.7, Mar. 6, 
1948 1947 1948* 1948* 1947* 1948* 
CHEVROLET .......... 7,022 10,128 10,852 30,082 70,040 66,096 
seb chse de O02 111 41 58 345 68 1,005 
DIAMOND T .......... 250 358 244 1,109 2,909 2,582 
PUI ove vhowvccccess 8,424 3,299 3,588 14,093 29,982 30,384 
FEDERAL ..........--- 111 193 144 466 1,699 1,332 
DEE 's oO. ws Ghcd¥ eh vy & 6,615 6,120 5,925 22,281 657,073 48,853 
EE a eee 1,581 1,879 1,648 5,465 18,898 18,819 
HUDSON ............+- ey: 108 eh Sous 1,162 rie 5 
INTERNATIONAL 3,575 3,229 3,589 14,388 25,391 32,591 
DE. Sad ased spices des 295 291 2838 1,397 3,652 3,265 
RRS ert 308 463 $12 1,344 4,044 3.261 
STUDEBAKER ........ 1,600 1,359 1,600 6,361 12,293 14,281 
WEEE. 6 Sesereivice dus 240 382 224 908 3,563 2,825 
WEEE 2c ccdscccccces 2,461 1,754 2,604 9,396 15,850 21.032 
MISCELLANEOUS 403 309 403 1,549 3,063 3,751 
Total Trucks, U. S. 27,996 29,899 31,469 109,184 244,597 245,077 
‘otal Cars, 
GerE as Viacien ban cue’ 102,670 101,481 117,258 387,788 829,104 915,068 
Total Cars, Trucks 
 saeteu seu e ee 5,084 4,782 4,701 12,314 44,531 34,306 
Grand iy ~ 
Cars and Trucks 


U. S. and Canada . 


- 107,754 106,263 121,959 400,102 873,635 949,374 


*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway. 


Four-Wheel Drive, Sterling, etc. 


U.S. Vehicle Production Off 
14,588 Units in Week 


(Continued from Page 1) 


lost during the recent industrial gas 
situation. 

Most of the 1948 increase is re- 
flected in passenger car volume. 
Although U.S. plants were able to 
build only 512,992 cars in the first 
two months of 1947, they built 
595,117 in the first two months of 
this year. 

For the same comparable periods, 
truck production was 214,688 in 1947 
and increased only slightly to 217,- 
081 in 1948. 

This week is expected to bring 
another sharp increase in schedules 
throughout the industry. Inventories 
should be in better condition and 
newly recruited manpower should 
be operating more efficiently. 

* * * 
OWEVER, Ford Motor Co. was 
not expected to cut volume so 
soon on the Ford line, and this sit- 
uation dims the possibility of March 
becoming the top postwar produc- 
tion month for the industry. 

Of the 278,654 cars built in this 
country last month, General Mo- 
tors plants accounted for 123,702, 
or about 44 percent of the total. 

Idled for 13 days by the gas short- 
age, Chrysler’s four divisions turned 
out 36,785 passenger cars, or about 
13 percent of the industry’s total 
during February. 

Ford output of 64,002 cars was 
good for a 23 percent share. 

The combined Big Three share of 
February output was about 80 per- 
cent, or slightly less than their post- 
war average of 83 percent. 

* * o 


EANWHILE, steel production 
J was showing what happens 
with a change in the weather. Oper- 
ationn around the country were esti- 





mated to be at 94.6 percent of ca- 
pacity last week. 

According to steel sources, the 
movement of scrap to the mills is 
getting slightly better. 

However, stecl industry sales offi- 
cials said there were still no signs 
of any slackening in demand. If 
anything, they said, the number of 
customers seeking ‘nore steel than 
they have been getting is increas- 
ing. 

* 7 . 
A§ USUAL, the tightest items in 
the market were said to be 
those in scarce supply for the auto 
industry—hot and cold rolled sheets 
and strip. 


Other news from the steel front 
revealed that nine of the 12 new 
major facilities under construc- 
tion by U.S. Steel Corp. will begin 
operation sometime this year. 

Completions in the second quar- 
ter will include a cold rolled strip 
mill at Pittsburg, Calif., by Colum- 
bia Steel Co.; a research laboratory 
at Duluth and Trout Lake pilot 
plants at Coleraine, Minn., by Oliver 
Iron Mining Co., to improve lower 
grade ores of the Mesabi range; in- 
creased production of silicon steel 
at Vandergrift, Pa., and two new 
modern blast furnaces in Chicago 
by the Carnegie-Illinois Steel Corp. 

In the latter part of the year 
there will be an increase in cold 
rolled strip facilities at Gary, Ind., 
and Pittsburgh. 


Saeger Names Lane 


E. J. Lane has been appointed 
sales manager of Saeger Buick 
Sales & Service Co., Columbus, O. 


GM Names Yost 
Field Chief as 


Horner Retires 


DETROIT.—C. E. Wilson, presi- 
dent of General Motors, announced 
Thursday that Frederick C. Horner 
was retiring as director of the field 
operations section of the distribu- 
tion staff. He will be succeeded by 
Light B. Yost, formerly assistant 
to Horner. 


Horner has been associated with 
GM for 25 years. He served as as- 
sistant to Chairman Alfred P. Sloan 
jr. when Sloan was operating vice- 
president, and later after Sloan be- 
came chairman. He also organized 
and became manager of the rail- 
road service department. 


A veteran of overseas service in 
1918 and 1919, Horner rejoined the 
army shortly after Pearl Harbor to 
organize and operate the highway 
division, Transportation Corps, 
Army Service Forces. His rank was 
that of colonel when he was placed 
on inactive duty in 1945. 


Yost joined GM in 1936 as a staff 
member of General Exchange In- 
surance Corp. He served as high- 
way officer of the western task 
force during the invasion of North 
Africa and held similar posts dur- 
ing the campaigns in Sicily, north- 
ern France, the Lowlands and Ger- 
many and in the Bavarian zone of 
occupation after V-E day. 


Shortly after his return to the 
U. S. in December, 1945, Yost was 
made executive director of the 
President’s Highway Safety Confer- 
ence, a position he held until his 
release from active duty with the 
rank of colonel. He then returned 
to GM as assistant director of the 
field operations section of the dis- 
tribution staff. 


Obituaries 


Nash Plant Head 
Killed in Crash 


KENOSHA, Wis. — Harold E. 
Long, 61, manager of the Nash Mo- 
tors plant here since 1943, was 

; : killed Feb. 28 
when a car in 
which he was a 
passenger crashed 
into a moving 
freight train dur- 
ing a fog three 
miles west of Ke- 
nosha. Another 
passenger, Harry 
B. Costley, fac- 
tory manager of 
the Nash plant, 
received critical 





Harold E. Long 


injuries. 

Mr. Long was born in Vassar, 
Mich., and became assistant super- 
intendent of the Flint waterworks 
at 18. From 1909 to 1918, he was 
with Buick, from where he resigned 
to become purchasing agent for 
Nash. In 1934, he was appointed 
a vice-president of Nash and in 
1937 he came to Detroit as purchas- 
ing agent. He was named manager 
of the Kenosha final assembly plant 
in 1943. 


Joseph F. E. Breech 
SPRINGFIELD, Mo. -——Joseph F. E. 
Breech, 76, father of Ernest R. Breech, 
Ford executive vice-president, died here 


March 2. The son, who was visiting Ford | 


plants in Mexico, flew here for the funeral 
of his father, who was an ex-blacksmith. 
* * * 


Carlos H. Allen 

DETROIT.—Carlos H. Allen, 56, one of 
the first bearing application engineers spe- 
cializing in automotive design, and for 29 
years in the Detroit office of the New De- 
parture division of General Motors, died 
Feb. 8 

He was a member of the Society of Auto- 
motive Engineers and the American Society 
of Tool Engineers. His wife and a daugh- 
ter survive him. 


* * 

Albert Racine 
MONTREAL.—Albert Racine, 54, a di- 
rector of Genereux Motors Co., Ltd., and 


well known in the automotive industry here 
for 25 years, died Feb. 25 
* * 


Felix A. Fish 
MARLOW, N. H. (UTPS)—Felix Albert 
Fish, 51, who was associated with D. 8. 
Strickland in operating Marlow Motors, 
died here. 
* * * 


Claud W. Freed 

SALT LAKE CITY. — Claud William 
Freed, one of the Intermountain area's best 
known automobile dealers, died Feb. 29 at 
his home here. He established Freed Motor 
Co. in 1927 and retired 10 years ago. One 
of his surviving sons, Charles C., is a di- 
rector of NADA. 

. . 


Jacob E. Glossbrenner 
LOUISVILLE, Ky.-—Jacob E. Glossbren- 
ner, 81, automobile dealer here from 1909 
to 1929, died Feb. 27 at the home of a 
son in Richmond, Va., where he ‘had lived 


since retiring several years aguw. Mr. Gloss- 
brenner was one of the early members of 
the Louisville Automobile Dealers Assn. 

. * * 


Ben H. Sayer 
LEXINGTON, Ky. — Ben H. Sayer, 45, 


local automobile dealer, died of a heart 
attack Feb. 25. 
. . 
John H. Nash 


AUSTIN, Tex.—John H. Nash, owner 
and founder of the Capitol Chevrolet Co. 
here, died Feb. 27. 

* * * 


Luciano Selmi 
DETROIT.—Funeral services were held 
March 3 for Luciano Selmi, 
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Lakes Steel Corp. metallurgical consultant, 

who died Feb. 29. Mr. Selmi had been affi- 

liated with Great Lakes Steel since 1928, 

and was its chief metallurgist for many 

years prior to becoming consultant metal- 

lurgist to the sales department in 1943. 
* * * 


George M. Roth 
PHILADELPHIA.—George M. Roth, 38, 
vice-president and gerieral manager of 
Roth-Buick Co., died Feb. 15. 
* * * 


Edward Stephens 
LAMAR, Mo.—Edward Stephens, 77, vet- 
eran automobile dealer here, died» Feb. 24 
of a heart attack. He had resided in 


68, Great | Lamar for 65 years. 








RESOLUTE 


FIRE INSURANCE COMPANY'S 


EXPANDING FACILITIES 
OFFER OPPORTUNITY 
TO AUTOMOBILE DEALERS 


For the year 1947 Resolute Fire Insurance Company’s pre- 


mium writings exceeded $5,500,000 . 


. with the average 


commission earned by automobile dealers throughout the coun- 
try in excess of 35%. A still greater volume in premium writings 


is expected in 1948. 


As vehicle production has increased, so has the demand for 
automobile fire, theft and collision insurance under the Resolute 
Plan. All evidence points to a substantial increase in commis- 
sions during 1948—and our stepped-up facilities for writing 
automobile finance insurance have been planned to hasten the 
gratifying up-curve of profits in this type of insurance. 

Millions of dollars have been earned by car dealers writing 
fire, theft and collision insurance in 1947. Many millions more 


foremost authorities that, with a return to normal conditions, , 
dealers financing their own time-sales will earn more on their 
financing and insurance than on their automobile sales business. 
This was true prior to today’s sellers’ market—and will be true 
again sooner than most automobile dealers realize. 


The income to be derived from fire, theft and collision insur- 
ance is good news for car dealers looking for additional profits. 


Any dealer who finances his own time-sales or has a Dis- 
count Plan with a bank or finance company can qualify under 
our plan, provided he can be licensed. Automobile dealers can 
now be licensed as insurance agents in al] but 7 states through- 


If you are interested in the additional profits available from 
the insurance business, write, wire or phone for complete 


details without obligation. 


RESOLUTE FIRE INSURANCE COMPANY 


88A CHAPEL STREET 


HARTFORD 3, CONN. 


A New England Stock Company Chartered in 1926 


will be earned in 1948. In fact, it is predicted by many of the 
— out the United States. 


Now Available 


“The Last Billionaire— 
Henry Ford” 


“An informal portrait of an indus- 
trial genius who was also a most 
unpredictable human being.” 


By William C. Richards 


“Writers have painted Ford in all colors — from darkest black to 
purest white. Richards, a top-flight newspaperman, knew Ford 
intimately, and his colors are much more mixed.”—Bob Finlay, 


Feb. 16, Automotive News. 


$3.75 per copy, Postpaid 
BOOK .DEPARTMENT 


AUTOMOTIVE NEWS 


PENOBSCOT BLDG. 


DETROIT 26, MICH, 





SEND FOR YOUR COPY OF 
Automobile Dealers Personnel & Functional 


ORGANIZATION CHARTS 


SHOWS THE DEALER HOW to increase 
financing; foster 


; facilitate 


employee effciency; properly delegate re 
greater ESPIRIT DE CORPS. SHOWS 


provides positive direction; increases employee earning capacity. 
IMPLEMENTS DISCUSSIONS AT ALL EMPLOYEE OR STAFF MEETINGS 


PRICE $10.00 COMPLETE 


(9) 


Edited by 
Floyd L. Hoffman, Certified Public Accountant 
SEND CHECK TO: a Dealers Bookkeeping & Accounting School Ine. 


- LaSalle St., 


Chicago 2, Illinois 


We will mail C. = a in United States and purchaser pays all postage. 
Return in 10 days if not satisfied. 
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Picking Up Following Slump 


(Continued from Page 1) 


are considerably lower than peaks 
of 90 days ago. 
* ao * 
CCORDING to a recent Chicago 
Automobile Trade Assn. spot- 
check of dealers, the trend in used 
cars has been downward since early 
December but is now showing signs 
of an upward turn. Prices on some 
models, the association says, 
dropped lower than others but the 
average price decline appears to be 
from 10 to 15 percent, with volume 
off considerably more. 
Reason for the decline was said 
to be a combination of the usual 
cold-season slump over the holiday 





Michigan Dealers 
Pay $500,000 
In Back Taxes 


LANSING.—Approximately $500,- 
000 in delinquent sales taxes have 
been collected from “upwards of 
1,000 Michigan dealers” in the last 
two months, according to Louis D. 
Nims, state commissioner of reve- 
nue. 

Nims told Automotive News that 
further auditing of new-car dealer 
records is being held up pending 
Gov. Kim Sigler’s ruling on tradein 
taxes. 


New regulations requiring the 
levy of the 3 percent sales tax 
on gross tradein values are on 
the governor’s desk, the commis- 
sioner said. Following Sigler’s 
expected approval, state auditors 
will proceed to investigate dealer 
accounts dating back to 1945, he 
added. 


Nims denied a Detroit report that 
$200,000 of the $500,000 collected has 
been paid by three auto manufac- 
turers on cars used by factory ex- 
ecutives and in plant business. 

Meanwhile, Judge W. McKay 
Skillman’s Detroit auto rackets 
grand jury was in the midst of a 
30-day recess, ordered by the judge 
“to allow dealers to settle with the 
state on their back tradein taxes.” 

Judge Skillman indicated that the 
30-day period would be used to 
bring up to date grand jury records 
on dealers who have voluntarily 
paid the state’s tax claims. 


periods, a severe winter season and 
the increase in new-car production 
rates. 

Dealers polled by CATA differ 
about the future of the markets, 
with some declaring that the 
cream has already been skimmed 
off. Others declare that spring 
will fix everything. 

Instead of slashing prices to pro- 
mote sales, Chicago dealers are 
holding cars for the warm weather, 
feeling that demand for the popular 
makes of cars will last through the 
summer before showing another de- 
cline at the end of the year. 


Several new-car dealers admitted 
discontinuance of wholesale prac- 
tices in favor of reconditioning in- 
ventories for the retail trade among 
their listings of customers awaiting 
new-car deliveries, the association 


reported. 
* * * 


A ROUNDUP of opinions among 
used-car dealers in many sepa- 
rate areas indicates that experienced 
dealers are not especially worried 
about present markets, feeling that 
the worst of the winter has passed 
and that the forthcoming months 
will be fairly profitable to them. 
They point out that identical condi- 
tions existed last year with the pos- 
sible exception of the new-car pro- 
duction increases. 

According to Ken Schaefer, In- 
dianapolis auction operator, if buy- 
ing is short this year, as it was last 
year when sales stretched across 
many months, dealers will be forced 
to keep prices up because of the 
high money they have sunk in in- 
ventories. If the market gets active 
early, however, prices will boom 
and then level off on a summer 
price level. 


Schaefer pointed out that ’47s 
are rapidly becoming “orphans” 
with the average retail buyer 
seeking either a used ’46 or a new 
48 for the extra dollars’ differ- 
ence between that and a ’47. De- 
mand is greater now, he said, for 
46s than for any other model. 
New ’48s likewise enjoy greater 
demand than ’47s. 

Tim Anspach of Albany, N. Y., 
reports that ’46s and ’47s have been 
pushed down somewhat by entry of 
the ’48s, with ’46s dropping $100 and 

’47s falling $200 immediately follow- 
ing the commodity slump. 


At present, he added, both models | 


are slowly moving back up the 





x 


scale. Ford and Mercury late mod- 
els are suffering because of the 
forthcoming introduction of radi- 
cally-new Ford and Mercury lines. 
+ * * 

OTH Schaefer and Anspach be- 

lieve that this summer will see 
disappearance of late items from 
dealers’ lots with operators return- 
ing to handling legitimate used 
stocks moving in high volume. The 
premiums, they point out, have dis- 
appeared from expensive new stock. 

A survey of Milwaukee markets 
revealed heavy inventories but very 
little retail trade being attracted by 
the high prices still in effect. 

Dealers are said to have become 
more cautious in their buying in the 
face of customer reluctance, which 
has continued in spite of a decline 
amounting to as much as $200 across 
the board. 

Rumor has it that several 
finance firms are closely watching 
over-stocked dealers for the first 
sign of inability to meet market 
conditions. Many dealers, it was 
pointed out, bought their stocks 
when wholesale was higher than 
today’s retail. As a result, finance 
groups the country over are care- 
fully observing promises of a 
spring trading pickup. 
Nationwide, dealers see price 

ascents on the retail fronts begin- 
ning in mid-April and rising stead- 
ily across the summer. Many deal- 
ers who hold this point of view 
point to their recent purchases at 
rock-bottom levels after the com- 
modity break. They now feel they 
are in a good position to undersell 
competition, if necessary. 

Almost to a man, however, they 
express the view that late July 
would be a good time to clean 
house. 

+ + * 


Louisville Reports Sales 


Are Down 15 Percent 

LOUISVILLE. — Used-car sales 
volume has fallen off approximately 
15 percent in this area during the 
last 60 days but prices have re- 
mained level, according to a check 
of automobile dealers here. 


Dealers described the slump as 
only temporary, with most 1948 
models in the low and medium price 
levels still bringing $400 above list. 
Higher priced cars are finding slim- 
mer demand, it was said. 


side the city limits. The county 
sheriff said he was helpless to main- 


whose main plant 





SERVICE SECTION 


WHITE MOTOR executives at the February meeting of SAE held in the new White 


coach plant, Cleveland. Left to right: 


Ira S. Snead, vice-president in charge of the 


coach division; Robert Cass, assistant to the president, and chairman of the Cleveland 
section of SAE; W. ©. Naegel, general manager of the White coach division; and A. F. 
McDougald, White motor coach sales manager. 





Wage Spotlight Switches 
As GE Bucks Union 


(Continued from Page 1) 


General Motors and Chrysler de- 
mands. 
* * * 

HRYSLER has been asked for a 

flat raise of 30 cents an hour, 
while the UAW has demanded a 
25-cent increase at GM, of which 
10 cents may be allocated for a 
pension plan. Fringe demands on 
both manufacturers, estimated to 
cost an additional five cents an 
hour, include medical insurance, in- 
creased vacation pay and a guar- 
anteed work week. 

A union-shop demand has also 
been made at GM, and the union 
board last week took steps to ob- 
tain a vote of GM workers on the 
issue, as required under the Taft- 
Hartley law. 

Reuther reported that UAW 
membership is again approaching 
the 1,000,000 mark after a decline 
to a postwar low of less than 
750,000. A total of 30,000 members 
has been added recently, mostly 
at GM plants, the UAW chief 
said. 

The Chevrolet plant at Norwood, 
O., resumed production last week 
following a two-day shutdown be- 
cause of a strike of AFL teamsters 
against four auto haulaway com- 
panies. 

Don Zimmerman, plant manager, 
said railroad freight cars had begun 
hauling the new cars and trucks 
away to their destinations. Sudden- 
ness of the strike call caused a pile- 
up of vehicles in the plant parking 
lots, forcing suspension of assembly 
operations. ; 

The teamsters struck for wage in- 
creases against Anchor Freight, 
Inc.; Complete Auto Transport, Inc.; 
Commercial Carriers, Inc., and E. & 
I. Transport Co. 

* * * 


IOLENCE FLARED in a strike 

of UAW workers at the Brown- 
Lipe-Chapin division of General 
Motors, Elyria, O. Unmolested by 
city police, strikers smashed win- 
dows of autos belonging to non- 
striking employes. 

Local police explained that a 
curve in the city line puts the plant 
inside the city, but leaves the road 
leading to the plant’s main gate out- 


tain order with his limited force. 

The Elyria plant manufactures 
such parts as hub caps and bumper 
guards for GM assembly divisions. 
Opened last summer, it is the new- 
est unit of Brown-Lipe-Chapin, 
is located at 
Rochester, N. Y. 


General Motors last week was 





seeking a court injunction to break 
up a blockade of cars which had 
succeeded in halting all production 
at the plant. UAW and AFL organ- 
izers have been vying for the right 
to represent the Elyria workers. 


On the West Coast, a near-riot 
marked the opening of a new UAW 
drive to organize the aircraft in- 
dustry. 

UAW organizers and rival cam- 
paigners from the independent 
International Assn. of Machinists 
staged a skirmish outside the 
Consolidated-Vultee plant in San 
Diego, Calif. Among the UAW 
battlers was Roy Reuther, brother 
of the union president and a vet- 
eran of such organizing fights as 
that at GM in Flint 11 years ago. 

The UAW also made the head- 
lines on the legal front with a suit 
in Washington for an early decision 
on the constitutionality of the Taft- 









Hartley provision banning political 
spending by unions. 

A civil action filed in the District 
of Columbia Federal District Court 
asked for a hearing by a special 
three-judge tribunal. Decisions by 
such courts may be appealed direct- 
ly to the U. S. Supreme Court. 

A prompt decision is urged, the 
UAW petition said, so unions will 
know the rights allowed them in the 
1948 political campaign. 


Analysis of 


in Buffalo 


toh aeials) a: 

® by model 

® by numbers sold 

@ by location of buyers 


Renewing, in expanded form, the 
analysis of new car sales conducted 
for 1! years and 5 months prior to 
the war, we now have available 
summaries for 1946 and the first 
half of 1947. These show at a glance 
the sections of Buffalo where avto- 
mobiles are being sold and will 
continue to be sold in greatest vol- 
ume. Significant new trends are 
apparent. Call ‘our representatives. 


OSBORN, SCOLARC, MEEKER & CO. 
Detroit, Mich. 
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AUTOMOBILE TRADE ASSN. of Maryland presented three new 4-door sedans to 


Baltimore. Cars are to be used for teaching high 


school students to drive properly. 
which 


The schools have already employed instructors and have adopted a program 

includes not only driver training but also classroom instruction. Left to right: John 
Rostmeyer, Baltimore safety council; Daniel B. Brooks, past president, ATAM; Dr. 
William H. Lemmel, superintendent of public instruction, Baltimore; ©. Markland Kelly, 


president, Baltimore city 


council, acting mayor and past president of ATAM; Dr. James 


C. Taylor, assistant superintendent of public instruction. 


‘Planned Paralysis’ Seen 
In Allocation Program 


(Continued from Page 1) 


tempted to justify their recent ac- 
tions aimed at setting up their 
so-called ‘voluntary’ allocations 
on the grounds that these repre- 
sent ‘just a little bit of control for 
just a few products in short sup- 
ply,’” said Romney. “There is no 
such thing,” he added, “controls 
breed more controls. 


“The war proved partial controls 
wouldn’t work in a situation as 
elaborate and complicated as the 
American economy. One partial 
control scheme after another col- 
lapsed, despite the wholehearted ef- 
forts of government and industry. 
These failures occurred under con- 
ditions ideally suited to partial con- 
trols, if such controls could ever be 
made to work, because there was 
practically only one customer — 
namely our government. Also, the 
variety of items bought by the gov- 
ernment during the war was small 
compared to the tremendous variety 
currently sold to millions of cus- 
tomers. 


“Finally, the government took to- 
tal control of materials and produc- 
tion. To do this, every type of gun, 
tank, airplane or whatnot had to 
have a complete ‘bill of materials,’ a 
compilation of everything in it and 
how much of everything the pro- 
ducer of each part needed to manu- 
facture that particular part—some- 
thing that only the producer of that 
part knows because it must cover 
the scrappage rate and other items 
that vary between each enterprise. 
Materials had to be parcelled out 
not only to the final assemblers or 
manufacturers of finished products, 
but to each manufacturer making 
an item, or part of an item, on the 
basis of the bill of materials for 
each enterprise. 

* * * 
A BIG manufacturing company 
buys from hundreds and thou- 
sands of suppliers ef parts. Here 
the problem of maintaining balance 
through controls becomes virtually 
impossible even with a huge array 
of absolutely accurate, infinitely de- 
tailed data. Anything short of such 
data makes controls a very danger- 
ous expedient by maldistributing 
scarce materials and thus making 
shortages worse,” Romney declared. 

“If materials estimates are exces- 
sive, scarce material is held from 
producers who could use it; if too 
low, needed products are not com- 
pleted. Experience demonstrates 
that what happens is that many 
who need materials are denied them, 
while the materials pile up in some 
other spot. The net result is a low- 
ering of production rates to the det- 
riment of everyone. 

“Rough estimates and gross to- 






































tals, such as those now being 
obtained by the government for 
the petroleum, freight car, hous- 
ing and farm equipment pro- 
grams, are usually either inade- 
quate for the purposes in mind, or 
are deliberately stepped up over 
the realities of the situation. In 
any event, nothing but accurat- 
and complete figures are signifi- 
cant or helpful or serve the pur- 
pose intended. 

“As an example of all this, take a 
single military truck. It contained 
14,226 parts. These had to be con- 
verted into the amounts of raw ma- 
terials needed to make each part. 
The manufacturer of the finished 


time. 
* * * 


ture in peacetime,” 
said. “The manufacturer of this 
truck was making three models in 
the war. Now it makes 42. Its sup- 
pliers have increased in number to 
4,200. 

“The wartime system of com- 
plete control is the one you finally 
arrive at when you start partial 
controls. It is the system in which 
the government in wartime tells 
the citizen he can have only so 
many stoves because his country 
needs so many guns. But in 
peacetime, it is a system in which 
governmental planners, sitting in 
Washington, tell people all over 
the country how many bobbypins, 
toy wagons, steel bridges, ice- 
boxes, radios, automobiles, lawn- 
mowers, hairpins, and everything 
else are going to be available to 
them. 

“Why, now, to help protect our 
recent allies against threats of regi- 
mentation, should we regiment our- 
selves? 

“The real way to get the supplies 
needed to help out abroad and, at 
the same time, bring supply and de- 
mand into balance in this country 
and hence put the brakes on our 
present inflation, lies in getting con- 
tinually accelerated production. And 
the way to get it is in the way in 
which this country has grown to its 
present great size and industrial 
strength—by leaving free the inge- 
nuity of skilled production men to 


step up their output with all the 
speed and economies in which they 


have a lifetime of training.” 


SSS ee ee ee | 
Every Tuesday 11 A. M. all Year, Dealers Only, Average Sale 200 Cars 


FLY IN indoors - Modern, Heated Hangar. All Transport Facilities 
TONAWANDA, N. Y. AIRPORT 


2080 Military Rd., Route 265, Tel. ELmwood 0375 


EAT HERE 


The Only Auto Clearing House in the World! 

Tell Us What You Want - We'll Buy Them For You 

Tell Us What You Have - We'll Sell Them For You 
BUFFALO, N. Y. SHOWROOMS 


1241 MAIN ST. 





PHONE Elmwood 2130 


truck had to buy parts from 300 
suppliers. Each of these had to 
break down his materials needs for 
each of the parts he supplied. This 
produced the truck, but it also pro- 
duced huge books full of charts, 
tables, and other statistics on which 
vast numbers of men, who other- 
wise could have been busy produc- 
ing things, had to devote their full 


New let us look at this same pic- 
Romney 


» mi Buick Officials 


On Tour of 
Western States 


MINNEAPOLIS. — “Buick hopes 
to build approximately 300,000 au- 
tomobiles this year, an increase of 
10 to 15 percent over the 1947 out- 
put of 267,830 units,’ Harlow H. 
Curtice, Buick general manager, 
said here last week. 

This production forecast, Curtice 
said, is based upon the expecta- 
tions that cold-rolled sheet and 
strip steel will be available “in 
somewhat greater quantities this 
year.” 

Curtice and W. F. Hufstader, 
Buick general sales manager, ad- 
dressed more than 400 Buick deal- 
ers from Minnesota, Wisconsin, 
Iowa, North Dakota, South Da- 
kota, Montana and Wyoming dur- 
ing a luncheon meeting at the 
Radisson hotel. Buick executives 
are on a ten-day, 5,000-mile tour 
to discuss factory sales, manufac- 
turing, engineering, prices with 
dealers in Western states. 

“Although 1947 will be remem- 
bered as one of our best produc- 
tion years in history,” Curtice said, 
“public demand for Buick cars is 
greater today than at any time 
since the war.” 

He disclosed that orders now on 
Buick dealers books are at an all- 
time high and climbing steadily. 

Curtice reported that unfilled 
Buick orders are mounting weekly, 
indicating “favorable public reae- 
tion for the new Buick models.” 
| _ He disclosed that Buick is build- 
ing a@ new zone parts warehouse 
at St. Paul, Minn., to serve Buick 
dealers and owners in the seven- 
state Minneapolis zone with factory 
engineered parts. The new ware- 
house. one of 12 in a nationwide 
network, will be in operation by 
June 1. 

Hufstader counseled the dealers 
on the importance of continuing to 
“create and maintain good friendly 
relation with the public—the kind 
of relationship that has contrib- 
uted so importantly to the growth 
and success of Buick.” 

Curtice and Hufstader also will 
address dealers at Spokane, Se- 
attle, Portland, San Francisco, Los 
Angeles, El Paso, Tex., and Kansas 
City, before returning to Flint 
March 16. 


Chrysler Shifts 
Five Managers 


In Field Sales 


DETROIT.—Changes in the field 
force of the Chrysler division are 
announced by Stewart W. Munroe, 
general sales manager, as follows: 


George C. Steger promoted from 
district manager in St. Louis to re- 
gional manager, Milwaukee region, 
succeeding A. H. (Bert) Engstrom, 
new president of Chrysler Pitts- 
burgh Co. 


John H. Howard transferred from 
regional manager at Kansas City to 
regional manager, New York region. 


Lewis Q. Brown transferred from 
regional manager, Salt Lake City, 
to regional manager, Kansas City 
region. 

Warren F. Stuessi promoted from 
district manager in Kansas City to 
regional manager, Salt Lake City 
region. 


Late News in Brief 


KENOSHA. —P. G. Little was 
named last week acting general 
works manager of the Nash plant 
here, succeeding Harold E. Long, 
who was killed in a _ train-auto 
crash. Lawrence H. Finkler was 
named temporarily as factory man- 
ager, a position now held by Harry 
R. Costley, who was injured in the 
accident. Earl Warner was named 
temporarily to take Little’s place as 
assistant general works manager. 

+ * + 


Petersimes Named 


DETROIT.—Glen Petersimes, for- 
mer Chrysler executive, has been 
appointed superintendent of manu- 
facturing services of Lincoln-Mer- 
cury. He will supervise plant and 
industrial engineering, production 
control and engineering under Neill 
S. Brown, director of manufactur- 
ing. 





SPECIAL PRODUCTS CO., Minneapolis, 
announces the sale of Mota Gard. Mota 
Gard is designed to provide insurance 
against cooling system troubles, by filtering 
sludge, ete., that causes 
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Chevrolet Claims 
Nearly 9 Million 
Vehicles in Use 


DETROIT.—Latest available reg- 
istration figures show the number 





of Chevrolet cars and trucks in 
operation has reached an alltime 
peak of 8,834,811 units, it was an- 


nounced last week by T. H. Keating, 
general sales manager of the com- 
pany. = 

This is one-fourth of all automo- 
biles in the U. S. and virtually as 
many as owned in other countries 
of the world combined, he stated. 





CLASSIFIED WANT ADS 


(For Rates, Etc., See Next Page) 











national distributor, 
tory open for a live wire man. i 
established 15 years selling to car deal- 
ers, accessory stores and wreckers. Com- 
plete line of accessories and parts. Ex- 
cellent commission arrangement. Box 
2151, c/o Automotive News, Detroit 26. 


SALES MANAGER — Large dealership — 
Popular car. The man we're looking for 
must be accustomed to earnings in the 
five figure bracket. Box 2183, c/o Auto- 
motive News, Detroit 26. 


USED CAR MANAGER for large Chevrolet 
dealership. The man we want must be 
the top man in this business. Box 2185, 
c/o Automotive News, Detroit 26. 


TRUCK SALES MANAGER — Wanted by 
largest Chevrolet truck dealer in New 
England. Very liberal proposition for the 
rght man. Give full details about your- 
self and state when available for inter- 
view. Box 2187, c/o Automotive News, 
Detroit 26. 


PARTS MANAGER for an aggressive 
Chevrolet dealer, Cleveland, Ohio. $90,- 
000 inventory, $15,000-$25,000 monthly 
volume. Salary and incentive basis. All 
replies strictly confidential. Box 2189, 
c/o Automotive News, Detroit 26. 


Aircraft 


Public 
Relations 


Leading personal aircraft 
manufacturer has imme- 
diate opening for qualified 
public relations man. Prac- 
tical experience necessary; 
aircraft or automotive ex- 
perience desirable. Please 
list your qualifications 
briefly in first letter. All 
letters confidential. Our 
own staff knows of this 
advertisement. Address Box 
AN-10, Automotive News. 





TRUCK SERVICE REPRESENTATIVE: 
A large automobile manufacturer needs 
man experienced in truck service and me- 
chanics. May necessitate relocation. Good 
salary and splendid opportunity for ad- 
vancement. Write Box 2215, c/o Auto- 
motive News, Detroit 26. 


REPRESENTATIVES WANTED — Quality 
seat cover line to sell direct to new and 
used car dealers. In both nylon and plas- 
tic, offers powerful ammunition to deal- 
ers preferring either fabric. Submit ref- 
erences. Box 2209, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER — Established Ford 
dealer in large Connecticut city needs ex- 
perienced, aggressive man to have full 
charge of Service Department. Have well- 
equipped shop now being enlarged to han- 
dle greater volume. Fine opportunity for 
man with ambition and the right qualifi- 
cations. State references, qualifications 
and salary expected. Box 2214, c/o 
Automotive News, Detroit 26. 


ACCOUNTANT-OFFICE MANAGER—Pref- 
erably with long automobile experience. 
Excellent opportunity open with automo- 
bile manufacturer. Can make investment, 
if desirable, but not essential. Reply to 
TRI-WHEEL MOTOR CORP., Oxford, 
N. C. 








POSITION WANTED 


To encourage this classification for the 
benefit of our employing readers, Posi- 
tion Wanted ads are accepted at half 
regular rates, namely: 742 cents per 
word for one insertion or two inser- 
tions of the same copy at 124% cents 
per word. Cash in advance. 





AUTOMOTIVE OFFICE EXECUTIVE: 
Your business needs this man. Available 
permanent connection, treasurer, control- 


ler. Ambitious, able, versatile. NAPA, 
dealer experience. Please write A. N., 
Box 3622, Philadelphia 25, Pa. 


AUTOMOBILE OR TRUCK MANAGER 
presently employed. Has more than 20 
years’ successful experience in manage- 
ment of both retail and wholesale. De- 
sires to locate in Phoenix or Tucson in a 
position commensurate with ability in 
either automobile or truck industry. Box 


2195, c/o Automotive News, Detroit 26. 


POSITION WANTED 


AVAILABLE MARCH 15TH. Sales or Gen- 
eral Manager—Or can do both jobs in 
medium-sized dealership; twenty years of 
versatile automotive experience in execu- 
tive capacities with Ford, GM and Chrys- 
ler dealers, branches and distributorships. 
Thoroughly versed in all phases of mer- 
chandising of parts, accessories, service, 
used cars, trucks as well as personnel 
procurement, training and kindred prob- 
lems. Prefer Michigan area and with 
dealer thinking of retiring from active 
business participation; contract must be 
on commission basis; will also buy into 
business to insure permanency IF DE- 
SIRED. Finest references from banks, 
finance companies and all past employers. 
For appointment write Box 2202, ¢/o 
Automotive News, Detroit 26. 


AVAILABLE — FRICTION MATERIAL 
ENGINEER having approximately 20 
years’ experience covering the various 
phases of the friction material business. 
Familiar with most manufacturing proc- 
esses now in use. Box 2199, c/o Automo- 
tive News, Detroit 26. 

OFFICE MANAGER—Michigan CPA. Thor- 
oughly experienced in all phases of dealer 
operation, administrative, office, sales and 
service. Capable of taking complete charge 
any size dealership. Best of references. 
Box 2203, c/o Automotive News, De- 





i le 
SALES MANAGER, 22 years’ experience 
automobile business, 16 years as sales 
manager new and used cars and trucks. 
Witn exceptional knowledge of used cars. 
Available March 15th. Box 2208, c/o 
Automotive News, Detroit 26. 

OFFICE MANAGER ACCOUNTANT — 
Thoroughly experienced automotive con- 
troller for new car distributor desires 
permanent position in or near Detroit 
area. $100 a week. Box 2206, c/o Au- 
tomotive News, Detroit 26. 


___ DEALERSHIP WANTED ___ 

WILL PURCHASE DODGE DEALERSHIP 
in West. Qualified with factory. Suffi- 
cient capital. Replies strictly confidential. 
Box 2207, c/o Automotive News, Detroit 
26. 

WILL PURCHASE DEALERSHIP for 
Chevrolet or Ford. 200 to 600 car con- 
tract. Will buy building or assume lease. 
Have qualified with each company. Re- 
plies will be confidential. Box 2210, c/o 
Automotive News, Detroit 26. 

WANTED: G.M. DEALERSHIP in Caro- 
linas. Do you need to slow down in in- 
terest of health? Sell all or part interest 
to experienced, reliable party. Excellent 
references. Ready cash. Replies strictly 
confidential. Box 2211, c/o Automotive 
News, Detroit 26. 

HAVE QUALIFIED with General Motors, 
Chrysler and Ford factories. Desire to 
purchase dealership of 300 cars or 
for cash. Replies will be held in strict 
confidence. Box 1920, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE 

POPULAR NEW CAR AND TRUCK deal- 
ership, land, buildings and equipment, 
Western Montana. Net $30,000 last year, 
price $45,000. Replies confidential. Box 
2177, c/o Automotive News, Detroit 26. 

NEW CAR AND TRUCK DEALER in 
South Georgia. Good parts and repair 
business. For details write DEALER, 
P.O. Box 128, Jesup, Ga. 

POOR HEALTH requires sale of auto re- 
pair and sales agency in So. N.H.; about 
$100,000 gross annually. Box 2192, c/o 
Automotive News, Detroit 26. 

FLORIDA DEALERSHIP, now handling 
Plymouth cars. Small town, good local 
industries, lots of local wealth, excellent 
schools, close to best hunting, fishing, 
and resorts. High type homes and civic 
spirit. Good lease, excellent equipment. 
No premium, Dealer’s health requires re- 
tirement. Box 2188, c/o Automotive 
News, Detroit 26. 

BEAUTIFUL USED CAR BUSINESS. Lite- 
time opportunity for a young man start- 
ing or seasoned operator either. West 
Texas city of 60,000 fast buying people. 
The HEART of USED CAR activity. 
Beautifully paved lot surrounded by steel 
cyclone fence. Lavish investment oa 
ran 


signs. Modern brick offices all 
new, complete, plumbing, tiled, venetian 
blinds, chrome office equipment. Valuable 


Mid-City property. Lot, building, offices, 
warehouse, fence, signs, paving, all com- 
plete to step in. Ideal climatic living 
conditions in city of fine schools, 
churches, farm ranching and oil activi- 
ties. Owner having other interests and 
will sacrifice, $27,500. All clear. MAL- 
COLM D. 8ST. JOHN, 560 PINE, ABI- 
LENE, TEXAS. 

NEW CAR DEALERSHIP FOR SALE in 
Florida in connection with used car busi- 
ness. Well located in small town in the 
central part of the state. Wonderful op- 
portunity for live wire. Write Box 2212, 
c/o Automotive News, Detroit 26. 


DISTRIBUTORS WANTED 
OLD ESTABLISHED MANUFACTURER 
has lucrative proposition for men or or- 
ganizations having fleet following. Con- 
fidential. Box 2142, c/o Automotive 
News, Detreit 26. 
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DISTRIBUTORS WANTED 
SUCCESSFUL SALES EXECUTIVE! If 
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exceptional automobile necessity sold 
through new car dealers and retailing 
under $20, please communicate with Box 
2179, c/o Automotive News, Detroit 26. Pitt dieid a 


NEW LINES WANTED — osition W 


MICHIGAN covered by top-flight sales rep- Count initials 
resentative with following in automotive 
industry desires exclusive rights for pro- 
duction items as Manufacturers Agent. 
Ready for action NOW. Box 2193, c/o 
Automotive News, Detroit 26. 


BUSINESS FOR SALE 


RENTAL CAR BUSINESS, all year propo- 
sition. Fifty cars, ee -thirds rented, bal- | aecnninigenanbinmintind 
ance all rented by eer hen an be USED CARS FOR SALE 
raised to 100 cars. sta str20ce |] 
1940 with license, located in beautiful FORD—1946-47 2-door body. Right side 
Fort ony Florida. Write or wire damaged, all inside trim, instruments, 
t. 


Sart ale, Florida. seats, deck lid, left quarter panel, left 
Rs es door, and numerous other parts, like new. 


ENGINE REBUILDING PLANT complete. Perry Motor Company, Elizabeth City, 
All new equipment less than one year old. N. Cc. 
Virgin territory covering 300-mile area 


















USED CARS FOR SALE USED CARS FOR SALE 





DEALER’S AUTO AUCTION 





with no competition. Western city of D. a) invited. 
1 f etroit s 

See ae aber bee Goer sence. MIAMI Contact Tim Anspach, Albany 2-5372 

Sn has. S«|s«3O DEALERS AUCTION Largest Office: 1175 Washington Ave., Albany, N.Y. 


tive News, Detroit 26. 





















BUSINESS OPPORTUNITIES _i| Every Saturday, 1 p.m. Wholesaler 
0 ———— mor an ; vo Ken eT | Dealer 
| ponso! 
. “~ Miami Used Auto Dealers Assn. SID SAVAGE Inside a Comfortable Building, Every 
State Sales 15999 Livernois UNiversity 4-2600 THURSDAY 
9850 Livernois HOgarth $400 Rela ne eet in the RARE oC. Service 
AUTO AUCTION DETROIT INDIANAPOLIS, INDIANA 





Franchise Open 


For a sales organization 
which is an established 
Merchandising organiza- 
tion now successfully 
selling to the new car 
dealer. We are a national 
manufacturer with an 
AAAA rating whose 
items are automotive ne- 
cessities in the popular 
price field ranging in re- 
tail list from around $3 
to $30. Write complete 


‘The Great Mid-West Market’’ 
915 N. Illinois St. Phone Lincoin 


Every Monday — 1 p.m. 

NEW ENGLAND'S OLDEST 
Wholesale Only 
SOUTHERN AUTO SALES 
Warehouse Point, Conn. 

9 Miles North Hartford, Conn. 
Route 5. Phone Windsor Locks 1792 





















AUCTION SALE MOTOR CARS 
DEALERS ONLY 
Aurora Downs Race Track, Route 31, 
Illinois 


Aurora, 

EVERY MONDAY—Sale Starts 11:00 A.M. 
INSIDE HEATED Sales Arena for 300 cars. 
AURORA AUCTION SALES 
Phone Aurora 8711 or 7877 
**‘Duteh’’ Stuart, Auctioneer 


AUCTION 


(Auto Dealers Only) 
EVERY FRIDAY 








AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
% Mile East of Illinois State Line 
On Route 30 

























EVERYONE KNOWS 
THE 
CORRY AUTO AUCTION 
EVERY SATURDAY 


* 
GROWING BIGGER and BETTER 
- ALL THE TIME 


EVERY FRIDAY 11 A.M. 
Running Over 150 Cars Each Sale 
Strictly Wholesale 
Dealers Buy—Dealers Sell 


Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 
modations available, transportation fur- 
nished. Call early for reservations. 
Transports available to move cars. 


Geo. Lawson—Owners—Bud Fennema 


































qualifications, lines now * BEGINNING MARCH 5th 
handled and background Sponsored by AT 1 P.M. aro aaa ce 
. This Will Be the Largest er Auto Auction 

in first reply. Aikens er eens, Inc. Auation ie Mishinen iiisue ten alee ee i. 

Box 2216 fry, Fa. ON THE ROUTE TO EAST AND Res.: Chicago Heights, Ill. 5268Y3 

, eo 30 Miles Southeast Erie, P WEST—PLANE, TRAIN AND BUS veetolieesescon teat 
c/o Automotive News, a ee ae 15 Miles from Willow Run Airport 
Detroit 26. on N.Y.C. Main Lines 











Shipping Arrangements 
Rain or Shine Heated Garage 
“Doc” Miller — Auctioneer 


STADIUM MOTOR SALES 


ANN ARBOR, MICH. 
(Home of U. of M. where Wise Men 
come to buy and sell) 














BIG AUTO 
AUCTION 


In Montpelier, Ohio 


EVERY MONDAY, 
STARTING AT 12:30 


WHOLESALE!!! 


It will pay you to see or callus. We 
always have a large selection of clean 
low mileage 1946's, 1947’s and 1948's 
for immediate delivery. Write for our 
bulletin and price list. Transportation 
arranged to all points. Wire or call us 
for hotel reservations. 








NEW CARS WANTED 


<eisiscininepaniaheemmnmmiincteentepthichetemceunammnnaacteintagnacteaeanaariite 
NEW CADILLAC sedan or convertible 
wanted. Price no object. Wire or phone 
Anderson Auto, Peoria, Illinois. 



























CADILLAC 
SAM GREENFIELD COMPANY Our location the most extreme 
1948 6619 Euclid Avenue DEALER’S AUTO AUCTION N.W. town in Ohio 
paste Hatta Gn Delefote, Fa 
Wanted an Every Wednesday indoors at 1:00 P.M. DEALERS ONLY 










Dealers are Cordially invited. 


RING BROS AUTO SALES 
Bellefonte 2140 
“‘In the Centor of Pennsylvania’’ 


SAM GREENFIELD MOTORS, INC. 
1701 State Street 
Cuyahoga Falls (Akron), Ohio 
Phone WAlbridge 2145 








60 or 62 fully equipped. Have = 
trade-in if necessary. Take de- e 


livery anywhere. Write or wire. 


James J. Cote, Vice-Pres. 
Mathy Construction Co. 
LaCrosse, Wisconsin 


Bring cars early and get in line. 
are recognized and patronized by deal- 
ers far and wide. Buyer bring bank 
references or cash. 


Every Convenience for Comfort. 














AUCTION 
THURSDAY 12:00 NOON 
Most cars entered are brought in 
by new car dealers. 

Col. Marker, Auctioneer 
‘‘We Need Buyers—Over 150 Cars 
Offered Each Week’’ 
(Inside Sale) 


Montpelier Auto Auction 
Company 


Wooruff, Jenkins, Drake 







AUTOMOBILE 
DEALERS ATTENTION 


For dealers only. Plan to attend one 
of the greatest automobile auctions in 
the land today at Joplin, Mo. The 
crossroads of America, where 66 and 
71 highways cross and the East meets 
the West. Auction every Friday rain 
or shine. Inside sale, always over 300 
automobiles to choose from each sale. 
Owned and operated by 


USED CARS FOR SALE 

AUTO BUYDRS—Best wholesale deal at 
LEO ADLER, INC., DeSoto-Plymouth, 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN. 3-7400. 


AUCTION 


(Auto Dealers Only) 
EVERY WEDNESDAY 


















1701 uation ioe or eae 6397 Danville, Vir 


Toledo, Ohio a 
AUTO AUCTION 
Every Friday, 1:00 P.M. 












Cal. Joe H. Burtruim 
1610 E. 7th St. 






























































“CHET DRAKE” JOPLIN, MISSOURI INSIDE AUCTION 
Auctioneer rouse Se THURSDAYS NOON Paved Lot 
GEO. CASSIDY Sets tte SELL TO DEALERS ONLY 
ssamager “HEART OF TOBACOOLAND” Danville Auto Auction Co. 
Sale Starts at 12:00 Noon Sale Fee $5 Phone R-731 Div. Baker Motor Co., Inc. 
CHICAGO AUTOMOTIVE WHOLESALE Next to Seminole Esso Sta. 
(AUOTION, ING. Hometown Sales On U.S. 29, 1% Mi. N. of City 
East Sis * cago, Ill. . Mangum : 
“Obleago Is the Place to Buy Your Cars” BUYERS ~peumaanee N. = Phone Danville 4570 
Visit Cleveland’s largest 
North Always a 300-car selection. 
South es East We arrange shipment. Wire 1948-47-46 AUTOS AUTO é AUCTION 
ica Ti ., Pickups ||| phone us for hotel reser- IMMEDIATE DELIVERY Every Friday Noon 
ng —— ° P vations. ALL MAKES AND MODELS In the Heart of Lancaster County 
r prices meet competition. 
Our stock is clean. ‘ SPECIAL PRICES TO Low Mileage, Clean Cars 
Fly in — Drive 'em back! anaes. ae FOR DEALERS ONLY 
ROSEN-NOVAK THE BIG STORE Also Large Stock ef Convertibles Located 6 miles North of Lancaster, Pa. 
ti 6610 Euclid Avenue IRVIN SACHS MANHEIM AUTO SALES 
2086 Farnam St. Cleveland, Ohio “‘Philadelphia’s Largest Used Car Dealer”’ & AUCTION, INC. 
Phone Harney 6090 — Omaha Phone HE 6030 4539 Chestnut St. Philadelphia, Pa. Phone 202-Ws 
















Albany, N. Y. 
W W Each Monday at 12:00 sharp. Auction in- 
e holesale doors. Central Avenue, Rt. No. 5. Lots of 


cars. Lots of action. All dealers cordially 









































USED CARS FOR SALE 


ATTENTION 
Wholesale Buyers 


We carry a stock of 150 clean 
cars at all times. 
39’s to 47's 


Swan Motor Sales, Ine. 


2102 Monroe Street Toledo, Ohio 























BUSES FOR SALE 


TWO 1048 FORD-SUPERIOR 40 passenger 
buses. New. Discount to dealers. Swan- 
son Motors, Phone 666, Woodstock, IIli- 
nois. 


CHEVROLET SCHOOL BUSES. New 1946 
48 passenger. Immediate delivery. Jack- 
son Chevrolet Co., 460 Blue Hill Avenue, 
Boston 21, GArrison 7-7900. 


FOR SALE—Two 1942 Ford buses. High 
ceilings, two-speed axle, 36-40 seating 
capacity. Superior and Union City bod- 
fes. Price $1,000. Blanton ae Co., 
Admiral Wilson Bivd., Camden, N. J. 


FOR SALE—New 1947 Ford 48- r 
school buses—aluminum bodies. Discount 
te dealers or contract users. Call O. E. 
a Galesburg, Michigan. Télephone: 
4 5 


FOR SALE: NEW 1947 Ford school bus. 
48 passenger carpenter body. 1947 price. 
os County Motor Company, Butler, 

a. 


5383 | 1940 CHEVROLET and: 1941 Chevrolet 1% 


ton, both equipped with 48 passenger 
Wayne bodies. Good condition. Zeder 
Motor Sales, Inc., Bay City, Michigan. 
Phone 7581. 


FOR SALE: Three new 1947 Dodge-Supe- 
rior 48-passenger school buses. Discount 
to dealers. Write or call Forkenbrock 
Motor Co., Phone 182, Thief River Falls, 
Minnesota. 


TRUCKS WANTED 


WE NEED late model used a. All 
types. Will go anywhere, cash wai 
Call Estebrook 2660 or write to Fred 
Bedford, 534 N. Cicero Ave., Chicago 
14, Illinois. 

DODGE TRUCKS wanted by franchised 
dealer. All models. Will buy only from 
franchised Dodge truck dealers. Worden- 
Young, Inc., 3229 Pulaski Highway, Bal- 
timore 24, Md. Broadway 1300. 


TRUCKS FOR SALE 


DODGE TRUCK—1947 Model WK-66. 160” 
W.B. Cab and chassis. Low mileage. 
Good condition. Harner Motor Co., Inc., 
Shamokin, Pa. Telephone 1500. 

THREE CONVOYS—all in good serviceable 
condition. Two ‘46 Reo and one ‘46 
Dodge tractors, two mechanical handling 
and one Francis trailers. The price is 
rignt on one or all. All equipped with 
good rubber and spares. George Broyles 
Oklahoma City Co., 1220 North Robinson, 
Oklahoma City, Okla. 


TRUCK EQUIPMENT FOR SALE 
FOR SALE: Brand new 1942-1947 Ford 
cab for COE truck. Crated. In the 
prime. All windows, seats, and wiring 
complete FOB Iowa Falls, lowa, $250. 
Johnson Motor Company, Iowa Falls, 
Iowa. 


PARTS WANTED 









WANTED—PARTS 
FOR 
GMO 6x6 AND CHEVROLET 4x4 
ARMY TRUCKS 


Seats, Back Rests, Doors, Locks, 
‘Door Handles, Gas Tanks 


THE U. S. TRUCK SALES CO. 
1750 E. 55th St., Cleveland, Ohio 












NEED ONE NO. 739492 and one No. 739493 
upper grilles for 1937 DeSoto. Howard 
Motors, 901 St. Charles Street, New Or- 
leans, Louisiana. 


WANTED: FRONT BRAKE HOSE, GMC 
No. 2100591; rear brake hose, GMC No. 
2076248; upper tube-oil filter, GMC No. 
2137793; lower tube-oil filter, GMC No. 
2136146; Universal joint cross 
clamp, Chrysler No. 913468; Companion 
flange, International No. 105622HA; 
Studebaker pressure plate No. 644656. 
Luther A. Smith Auto Parts Co., P.O. Box 
1004, Jackson, Mississippi. 

WANTED: 1940 PLYMOUTH grill, right 
and left panels No. 875429-30. State price 
and condition. L. A. Walker, First Na- 
tional Bank, St. Joseph, Mo. 

ANTED 1947 CHEVROLET body, any 
style including Cabriolet. Erickson Motor 
Co., Coon Valley, Wisconsin. 


PARTS FOR SALE 


OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 








Hoods Core Supports 
Grills Hydromatic Parte 
Hub Caps Shock Absorbers 
Fenders Distributors 
Gas Tanks Carburetors 
Trunk Lids Steering Wheels 
Many Other Items 
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PARTS WANTED PARTS FOR SALE 


one left running board, one left rear fen- stocks of hard-to-get 


der for 1937 Plymouth P-4. John P. fender parts for all models. Fast A my 
Hughes Motor Co., 800 Commerce &t., liberal discount. Walter H. Schultz Pon- 
Box 898, Lynchburg, Virginia. tiac, 16-20 Passaic Street, Trenton 8, New 


Jersey. 
PARTS FOR SALE 


——__—_—__—_—$———— | Eee 
WANTED—ONE LEFT FRONT FENDER, |WHOLESALE PONTIAC PARTS, — 


SS 
FRONT END ASSEMBLIES for Chevrolet 
PARTS FOR SALE in large quantities. advance design trucks, complete with 


Dodge 4x4: Rear spring part No. 920204, fenders, grilles, hoods, headlamps, cowls, 


shaft part No. 599249, Com jon flange etc.; also one complete cab, all for 
No. 913470, transfer case ‘housien No. series 4000 and 6000. Rohrer Chevrolet 
N. J. 


924422, fuel tanks No. 915702 - 915267-| COmpany, Bridge Blvd., Camden, 
928084, axle shaft No. 921659, lock ring| ©#™Mden 4-7820. 


OLDSMOBILE 


Hydramatic Transmission 


No. 2136857, semi 075 oversize, Army 
jeep differential repair kit, part No. GPW 







- Mississippi. 





Exchange Headquarters 






: OLDSMOBILE 
SHORT BLOCKS 
Fits °37 to ’47 Sixes 


uae Have you been losing busi- 


ness for lack of Hydramatic 








; DEALERS ATTENTION arts and personnel? 
RUND MOTORS, INC. . " 

; 3726 Grand River it 8, Mich If so, we are now able to 
: Same LOWS offer a COMPLETELY RE- 
r ! BUILT and GUARANTEED 
t HYDRAMATIC TRANS- 
, MISSION for only $150.00 
, FORD Exchange F.O.B. our Deal- 


ership. Cracked cases not 
acceptable. Torus members 
extra. 


Genuine Parts 


Buy direct from Authorized 
Factory Distributor. 


Liberal Trade Discount 
Hard-to-Get Items 


LASKY MOTOR CAR CORP. 
90 MONTROSE AVENUE 
BROOKLYN 6, N.Y. 

Stags 23-7500 






Shipment made immedi- 
ately upon receipt of your 
old one. 
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Authorized Oldsmobile Dealer 


Webster Groves 19, Missouri 
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AUTO AUCTION EVERY TUESDAY 


In the Heart of the Nation — Fort Wayne, Ind. 
ll A.M. Sale will be held at same old location in new 

heated building, only one block from Court House 
and Hotels. Call us for Reservations. Bring your cars or send 


them Monday, Monday Nite or Tuesday A.M. We never close .. - 
we are here to serve you. Our guarantee: You must be satisfied. 


FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. LEE DRAWHORN, Auctioneers 
324 W. MAIN ST. FORT WAYNE, IND. 


* &@EeRnod' 
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HORSE HEADS AUTO AUCTION 
EVERY FRIDAY AT NOON 
Horse Heads is located 4 miles north of Elmira, N. Y., on Route 


17. The airlines and 8 railroads stop at Elmira. Hotel accommo- 
dations at fameus MARK TWAIN HOTEL are the best and very 
reasonable. 


Call for ene of our courtesy cars when you 


arrive or better yet, wire us in advance. 





Horse Heads Auto Auction is no doubt the outstanding Auction 
in the East. Always lots of cars and lotg of buyers. We bend over 
backwards to please everybody. We treat buyer and seller alike. 

We are centrally located, drawing cars from a wide area. Horse 
Heads is only 4 miles north of Elmira, New York, on Route 17, 
about 200 miles southeast of Buffalo, N. Y., 100 miles southeast of 
Rochester, N. Y., 250 miles east of Cleveland, O., 235 miles north- 
west of New York city and about 250 miles north of Philadelphia. 
Pa. 


Make It Your Business to Spend Next Friday With Us at Horse 
Heads. The meeting place of the Auto Dealers from the East 





and West. One trip will convince you. 


HORSE HEADS AUTO AUCTION 
RONALD D. WEST, Owner 
on Johnson, Rickard, Metcalf and West—Auctioneers 
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CAPABLE — ENERGETIC 
TERRITORY REPRESENTATIVES 
WANTED 

BY 
Chicago’s Oldest—Highly Rated 
AUTOMOTIVE DISTRIBUTOR 


BUTLER MOTORS, Inc. 


Willys Overland Factory Distributors 
1680 So. WABASH AVE, CHICAGO 16, ILL. 











JOHN E. VOLLMER, INC. 


216 WEST LOCKWOOD AVE. 







































































FORD PARTS shipped anywhere. Call, 
write, phone. Tranter-Williams Motors, 


‘“‘KENNY’S’’—Ohio’s famous parts house. 
Late wrecks our specialty, three to four 
hundred weeene on hand at all times and 
several fresh ones every day. Write or 
call. We ship everywhere. Kenney’s 
Auto Wrecking, U.S. Rt. No. 25, Lima, 
Ohio. 


PARTS AT WHOLESALE 


INCLUDING SHEET METAL, FRAMES 


1540 8. Figueroa St. Leos Angeles 15 


CADILLAC-OLDSMOBILE 


3726 Grand River Detroit 8, Mich. 


* 
SUMMIT CITY RADIATOR WKS. 
701 Barr St. A-9233 


FOR SALE: TWENTY NEW Lupton type 
parts bins 1’x3’x7’ equipped with twelve 
shelves, also 30 used Lupton bins, 

equipped with shelves and dividers, choice 

20 each F.O.B. 


Inc., Griffin, Georgia. 
FOR SALE: Practically new Rex De- 
Greaser, model C42E for sale, less than 
half price at §375 F.O.B. Randall 
Blakely, Inc., Gritfin, Georgia. 

FOR SALE: New Smith portable acetylene 
generator, 50 lbs. carbide, rating 100 cu. 
ft. acetylene per hour. $125. Bill Holler 
Motor Sales, DeLand, Florida. 

COMPLETE BEAR FRAME wheel aligning 
outfit, includes wheel straightener and 
dynamic wheel balancer. Ballston Motor 
Sales, Inc., Ballston Spa, N.Y. Phone 598. 

STEEL PARTS BINS and shelving, imme- 
diate delivery by manufacturer. Jobbers 
wanted. Dick Hughes, 2804 East 132 St., 
Cleveland, Ohio. 


CLAUDE’S TOW BAR SERVICE 
8951 Michigan Detroit 10, Mich. 


TOW PILOT—$17.50 


Controlled Steering Guide Cables 
“KING OF THEM ALL,” $54.45 — 


FREE DESCRIPTIVE LITERATUKE 


Tow Bar Sales Company 


100 So. Clinton St. Chicago 6, Ill. 
Andover 8888 Dorchester 8373 


TIRES—-NEW GOODYEAR super cushion 
7.10-15 (Replaces 6.50-15 and 7.00-15) 
Whitewall $22.40. Black $18.65. Your 
cost 50% off, plus 1.22 tax. Factory sec- 
onds but guaranteed. 7.00-15 second 
tubes $1 each, tax included. Royal Sales 
Company, 1003 Spring Garden St., Phila- 
delphia, Pa. Phone Pennypacker 5-9048. 


ENGINE REBUILDING — Crankshaft 
grinding and  wmetalizing. John P. 
Hughes Motor Co., Inc., 800 Commerce, 
St. Lyncnburg, Virginia. 

BOAT—ONE NEW VENTNOR speedboat, 
17% ft. utility, 75 h.p. gray, 4-cyl. mo- 


$1,850. Jennings Implement Co., 124 
Burlington Ave., Logansport, Indiana. 
GASOLINE SHORTAGE OVERCOME with 


DeNeg Chemical Co., Watts Bidg., Bir- 


AUTOMOTIVE NEWS, MARCH 8, 1948 _ 








*F OR ONLY 50c 


PARTS FOR SALE 


c., 4016 Alliston Ave., Cincinnati 9, 
io. Melrose 7275-8-7 
















20 booklets. Only $45.00 per 100 booklets. 
SCORING CARDS FREE. 





OLDSMOBILE 





DANIEL L. BECK, Director 
956 Maccabees Bidg,. Detroit 2, Mich. 












The Largest Oldsmobile Parts 
Depot in the United States 








For only 50c per person, SCREENING TEST BOOKLETS 
help YOU to choose THE RIGHT PEOPLE for THE 
RIGHT JOBS, to better place present employees. 
Introduced in present form at 1948 N.A.D.A. Exhibit. Proven 
in thousands of cases. 


Attach this ad to your letterhead with $10.00 check for each 


EXECUTIVES SELECTION & TRAINING INSTITUTE 
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HOODS, DOORS AND 
HARD-TO-GET PARTS 


Mail Your Order or Wire Us Collect 
SHIPMENTS MADE PROMPTLY 


KAISER BROTHERS 
Prospect 2331 










WHOLESALE ONLY 











(For Dealers Only) 
AT EARL A. SCHOTTS 






PARTS an ACCESSORIES 
Hard-to-Get Parts 
Orders Filled Day Received 
DISCOUNT TO DEALERS 
RUND MOTORS, INC. 


Tel.: Woodburn 3060-0892 
Auctioneer: Pat Patterson 






TEmple 1-3700 


EVERY THURSDAY—12 NOON 


AUTO AUCTION 


2300 READING ROAD CINCINNATI, OHIO 


































FORD RADIATORS 
IMMEDIATE SHIPMENT 
1928-'47 Pass. «1928-47 Trucks 
Write for Complete Listing 


ATTENTION: AUTO DEALERS 


One Hundred 
1947 


CHEVROLETS 
2 DOOR SEDANS 


EXCELLENT CONDITION 













FORT WAYNE 2, IND. 





SHOP EQUIPMENT FOR SALE 









Randall & Blakely, 







& 







IMMEDIATE DELIVERY 







Phone ALlegheny 4-4500 
AUTO EQUIPMENT FOR SALE 





RED ARROW TOW BARS 
1948 Model 
Complete With Steering Cables 
LC.Cc. APPROVED 
$42.50 — Immediate Delivery 







Announce 
Automobile Dealers’ Auction 





RED ARROW BARS—(12.48 will start at 1:00 P.M., selling to dealers only. 


ADAPTOW COUPLERS 
(For Tow Pilot) Per Set, $7.50 


e 
IMPROVED 48 MODEL 
AUTOMATIC BRAKING 
TOWBAR Complete With 
Brake Hook-Up and 








planes; air service available. 











WALTON, N. Y. Chambers Bros., Auctioneers 

















APPROVED BY ICO 
Call, Write or Wire for 









Exclusive Factory Distribu 


TIRES FOR SALE 


A 
TO 










MISCELLANEOUS 













Now sells for $2,400. Will take 


4836-388 Chestnut St. PHILADELPHIA, PA. 


Austin Sales & Exchange, Inc. 


Beginning Thursday, March 25th, and every Thursday thereafter, our auction 


We are centrally located on Route 10, 25 miles northeast of Deposit. 
We draw cars and dealers from a large area. We are 25 miles south 
of Oneonta, 50 miles east of Binghamton, 100 miles southwest of 
Albany, 90 miles west of Kingston, 100 miles northwest of Middle- 
town and Port Jervis and 85 miles north of Carbondale, Pa. 
less than one mile from private airfield suitable for landing small 


AUSTIN SALES & EXCHANGE, Ine. 








NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $6 [_] or Two Years $10 [[] 
for which check is attached [[] or send bill [] 


UTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





Car Dealer () Truck Dealer () Manufacturer [) 
Jobber [) Insurance [) Financial [) Supplier [)} 



























































































































We are 








Phone 125 
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DELIVERS A WINNER! 


YES, that’s what owners of the all-new Austins report 
from coast to coast. Now numbering in the thousands, 
the Austin Devon and its 2-door companion the 
Dorset are selling on sight as fast as dealers obtain 
them! 


Built in England by Great Britain’s largest builder 
of large motor cars, the new Austins are roomy. 
powerful, agile in traffic or on the open road, with 


35 miles to the gallon economy. 


The compact, 4-cylinder, high compression engine 
is an engineering triumph. Splendid coachwork, all 


leather upholstery and numerous accessories blend 


perfect styling with utmost motoring convenience. 


Austin also is building two new luxury cars. the 
135-horsepower Princess and the 125-horsepower 
Sheerline reflecting true British engineering and 


styling excellence. 


Already established is a strong, nationwide dealer 
organization with parts delivery service anywhere in 
the United States. Dealers are backed by a broad pro- 
gram of advertising in national magazines and local 
newspapers. Prospective dealers are invited to send 
for complete information to our New York office... 


see address below. 


DEVON AND DORSET FEATURES 


e 4-cylinder flexibility 

e Overhead-valve efficiency 

e 35 mi. per gallon economy 

e Independent front-wheel suspension 


e Double-acting hydraulic shock absorbers 
e Sliding roof panel (Devon) 

e Leather upholstery 

* Heating and defrosting 


List prices* of the Austin Motor Cars Are: 


Princess. $6325 Sheerline, $4745 


Devon, $1575 Dorset. $1470 


*Completely equipped, including heater. Duty and federal taxes paid, f.o.b New York. plus local taxes (if any). 


THE AUSTIN MOTOR COMPANY, LTD. (ENGLAND) 
Fisk Building, 250 West 57th Street, New York 19, N.Y. 








